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EUA Studying Plan 
For Wave Cover At 
Substantial Rates 


Pres. Miller Says Hurricane Unin- 
sured Risks Present Adjustment 
Difficulties With Assureds 


ANNUAL MEETING IS HELD 


Need Seen for Immediate Rate 
Increases; Miller Cautions Against 
Haste on Broadening Coverage 


As a consequence of the severe hurri- 
canes causing such extensive property 
damage along the Atlantic Coast this 
fall, the Eastern Underwriters Associa- 
tion is giving study to possibility of 
providing coverage against 
wind-driven waves at a substantial rate 
level, in addition to the wind insurance 
now provided under the extended cov- 
This was revealed 

Miller of the 
Association at 


forces of 


erage endorsement. 
by President Harry W. 
Eastern Underwriters 
the annual meeting of the EUA on De- 
cember 14 at the Hotel Biltmore in 
New York. 

Mr. Miller also cited the need for 
“immediate rate increases” following the 
substantial drain on the resources of 
the companies and called for a more 
realistic and constructive approach to 
newly devised expanded coverages for 
dwellings. He cautioned against “hasty 
decisions on coverage extentions that 
can only haunt us in the future.” 


Present Officers Reelected 


At the EUA annual meeting the pres- 
ent officers were reelected. They are 
Mr. Miller, general U. S. attorney of 
the Commercial Union Group; vice 
presidents, John Glendening, vice presi- 
dent of the Home Insurance Co., and 
Arthur L. Polley, vice president of the 
Hartford Fire; treasurer, F. Elmer 
Sammons, president of the Hanover 
Fire. 

In presenting his views on hurricane 
developments, President Miller said: 

“It is to the credit of our business 
and the agency forces responsible for 
selling our product that the hurricanes 
which visited the area this year were, 
in the main, rather completely covered 
by insurance. However, the uninsured 
contingencies of high water, wind- 
driven waves or tidal wave presents diffi- 
culties for adjusters in separating wind 
from other damage, thus making for 
some possible unsatisfactory public rela- 
tions in our business among those 
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Mutual Benefit Life 
To Build Home Office 
On Newark’s Broad St. 


Choice Plot of 53,000 Sq. Feet 
Facing Washington Park Among 
Distinctive Structures 


BROAD PLANS FOR FUTURE 


Chairman Stillman and President 
Palmer Issue Joint Statement; 


Had Considered Suburbs 


Mutual Benefit Life will erect a large, 
multi-story building in 
Monday by 


the board of directors. The announce 


home office 


Newark, it was announced 


ment on behalf of the board, signed by 
W. Paul Stillman, 
Bruce Palmer, president, stated that the 


chairman, and H 


decision had been reached, “after a 
long and careful study to determine the 
possible advantages of a suburban loca- 
tion.” 
Several weeks ago the company an 
home office 
at 300 Broadway, Newark. At 


that time it was disclosed that the com 


nounced the sale of its 
building 


pany would construct a new home office 


which would provide for growth and 
development in the years to come 

The new home office building will be 
constructed on located on 
North Broad Street, facing Washington 


Park. The site is located between the 


property 


New Jersey Bell Telephone Co. and the 
North 


the most attractive plots in downtow1 


Reformed Church. It is one of 
Newark, located in an area of such fine 
office buildings as the American Insur 


ance Co., School of Business of Rutgers 


University, Newark Public Library and 


other architecturally attractive struc 
tures. 

“Preliminary plans call for a structure 
architecturally outstanding and in keep 
Mutual 


nation’s 


ing with the Benefit’s positiot 
as the eleventh largest life 


insurance company,” the announcement 


said. “It will be highly functional i 
design with extreme flexibility 

vide efficient operations, allow for a1 
ticipated growth, and be readily market 
able should the company have to make 
another change. The Mutual Benefit 
believes Newark will be justly proud of 
this newest addition to its skyline 


Planned for Future 


“The main plot on which the new 
home office will be constructed extends 
from Broad Street through to Atlantic 
Street and comprises about 53,000 
square feet. In addition, property has 
been acquired between Atlantic Street 
and McCarter Highway where the com 
pany will provide ample parking facili 
ties for employes and visitors. Alto 
gether, the land to be used in this major 
development, including the two cornet 


(Continued on Page 18) 
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Eight Steps to the 
NATIONAL CAPITOL 


Changing fortunes of war and political un- 
certainties in the early years of our country 














made it necessary for the seat of government 










to be relocated 12 times, in eight cities. 
Then in 1800, twenty-four years after the 
historic Declaration in Independence Hall, 
Washington became the site of our Nation- 
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New York 1785-88 1789-90 


al Capitol. It symbolizes a form of gov- 
ernment so wisely planned that it has 














met generations of changing needs. 


1778-83 1790-1800 


A Penn Mutual Independence Plan 


Your first step to financial security 


You may be surprised to find how completely sound planning can 
protect your financial security from the chance of changing times. 
A Penn Mutual Independence Plan can be tailored to your par- 
ticular life situation in a way that meets your needs both today and 
in the years to come. 













Your Penn Mutual Underwriter is well qualified both by training 


Back of 
vat tidapiadiene and experience to help you in your planning. He represents a com- 
Be, £ ° . . : P 
stands The ‘ », pany which, since 1847, has pioneered many notable advances in 
; . 


planning financial security through life insurance for American 
families in all walks of life. 





PENN MUTUAL 














Call on your Penn Mutual Underwriter today to show you how 
readily an Independence Plan can be established for you and your 
family. You will find the local Penn Mutual office listed in your 
telephone directory. 


Reprints of this advertisement are 
available on request... to 

anyone interested in the 
historic subject matter. 
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Panel 


Discussions at 





Annual 





Convention 





One of the outstanding features of the annual meeting of Life Insur- 
ance Association of America at Waldorf-Astoria last week was a panel at 
which speakers were H. Bruce Palmer, Mutual Benefit Life; Haughton Bell, 
Mutual of New York; Claude L. Benner, Continental American, and E. C. 
McDonald, Metropolitan Life. Some of their views will be found on this 
and other pages. Chairman was the witty president of Bankers Life Co., 


E. M. McConney. 


The Pros & Cons of Variable Annuities 


By HaucuTon BELL 


Vice President and General Counsel 
Mutual Life of New York 


A variable annuity is an = annuity 
supported by a fund which is invested 
in common stocks, in whole or in sub- 
stantial part. The benefits may be pay- 
able along the general lines of the 
benefits under a conventional annuity— 
as a single life annuity, as a life annuity 
with a guaranteed period, or as a joint 
and survivor annuity. But they differ 
from the benefits payable under a con- 
ventional annuity in that they are not 
paid in guaranteed dollar amounts. 


Explanation of the Contract 


This is the way it works. During the 
accumulation period, the fixed dollar 
amounts paid in by the annuitant are 
used to purchase units of interest 1n 
the fund, in the same way that units 
are purchased in an open-end invest- 
ment trust or mutual fund. Additional 
units are purchased and credited to the 
account ot the annuitant from his share 
of the earnings of the fund. The value 
of the unit changes, of course, and the 
fixed dollar payments made by the an- 
nuitant purchase fewer units when the 
stock market is high and more units 
when the stock market is low. At re- 
tirement, the number of units to be paid 
out during each year of the remaining 
life of the annuitant is calculated by 
the actuaries who substitute units for 
dollars in their calculations. Although 
the number of units payable each year 
during the life of the annuitant never 
changes, the value of these units 
changes with the value of the fund, 
with the earnings of the fund, and even, 
to some extent, with the mortality ex- 
perience of the annuitant group. 

It is, therefore, evident that the char- 
acteristics which chiefly distinguish 
variable annuities from conventional 
annuities are the investment of the re- 
serve in equities and the fact that the 
benefits are payable in variable, unguar- 
anteed amounts with no dollar tag on 
them. 


College Retirement Equities Fund 


Variable annuities do not exist only 
in the realm of the imagination, but are 
now being issued by College Retirement 
Equities Fund, an affiliate of T.I.A.A 
which handles the retirement programs 
of private schools, colleges and univer- 
sities all over the country. In the 
slightly more than two years since 
CREF commenced operations, it has 
issued over 18,000 annuities, has over 
$12 million in a fund invested entirely 
in equities and is investing between 
$500,000 and $600,000 a month in addi- 
tional common stock purchases. The 
same general principle is employed in 
some industrial retirement plans, the 
best known of which is that of the 
Long Island Lighting Co. 

The problem which T.I.A.A. set out 
to solve was to find an investment me- 
dium which would respond to changes 
in the price level, or cost of living, as 
investments in fixed dollar obligations 
cannot respond. It turned to common 
stocks and by extensive studies and sta- 
tistical comparisons covering the 70- 
year period from 1880 to 1950 found 
that the annuity income from a broadly 





diversified list of representative com- 


mon stocks, purchased by equal monthiy 
payments spread over a 20 or 30-year 
tended generally to fluctuate 


period, 
with changes in the price level, and 
that, generally speaking, this income 
would have been larger than that pro- 
vided by a conventional annuity. The 
studies showed, nevertheless, that the 
correlation between changes in the cost 
of living and in the stock values was 
not exact—that there was often a ma- 
terial lag between a drop in the stock 
market and a decline in the cost of 
living; and that the fluctuations in com- 
mon stock performances considerably 
exceeded changes in the cost of living. 
This showed that if a fund were in- 
vested entirely in common stocks, se- 
vere hardship might be encountered 
during a period such as that which fol- 
lowed 1929. On the other hand, if the 
amount invested in stocks was limited 
to not more than 50% of the dollar 
payments made by the annuitant during 
the accumulation period, the severity of 
such extreme fluctuations was greatly 
mitigated and, although temporarily 
annuity income from the combined fund 
might have been somewhat below the 
income from a conventional annuity. the 
over-all performance would have been 
much better. 


Accumulation and Liquidation of 
Common Stock Fund 


As just indicated, these studies were 
based on the assumption that both the 
accumulation and _ liquidation of the 
common stock fund would take place 
over long periods of time. This was 
fundamental to the theory underlying 
the development of the T.I.A.A.-CREF 
plan. The theory is, therefore, most 
applicable to deferred annuities. But it 
might be suitable also for single pre- 
mium immediate annuities and for the 
proceeds of life insurance policies set- 
tled under supplementary contracts, 
provided the retirement payments are 
tor life or a fixed period of probably 
not less than 10 years. This assumes 
also that not less than half of the to- 
tal annuity reserve, and perhaps even a 
somewhat smaller amount, would be in 
common stocks. Of course, the hazard 
involved in a lump sum payment would 
be lessened if the transfer of this sum 
into the equities fund could be spread 
over, say, a five-year period. 


A Fundamental Problem 

The problem which underlies the de- 
velopment of the variable annuity is a 
very fundamental one for the life insur- 
ance industry. In a sense, the industry 
is in the dilemma of having either to 
continue with its own past tradition or 
depart from that tradition in order to 
adjust itself to requirements which 
changing conditions seem to impose. 

The reputation of the industry, and 
it is a very enviable reputation, has 
been made in relation to the issuance 
of long-term contracts payable in 
guaranteed dollar amounts and the ful- 
fillment of the obligations which it 
assumed under those contracts by mak- 
ing the fixed dollar payments called for. 








of LIAA 


Time To Reappraise Agents’ Market 


By H. Bruce PaLtMeEr 
President, Mutual Benefit Life 


The life insurance business should 
turn a greater amount of its attention 
to the agents’ market. That market is 
being squeezed on the one hand by the 
fringe benefits the prospect’s company 
provides for him and the Social Security 
benefits which the Government pro- 
vides. Then, there is another “unseen 
enemy” in the market for life insurance, 
and that is the competition from other 
goods and services, such as automobiles, 


homes, luxuries, travel and the like. 


New conditions are coming into the 
whole merchandising problems of the 
life insurance industry. There is the 
advent of “more competitive atmos- 
phere” in which segments of the busi- 
ness are experimenting with new ap- 
proaches to the sale of life insurance. 

The life insurance business needs a 
continuous reappraisal and reexamina- 
tion of its merchandising methods. But 
it must always cling to its traditional 
concept of selling the best product it 


This has made its name synonymous 
with safety, and safety, in this_ sense, 
has been thought of as the safety of 
fixed dollar payments. It has achieved 
its success by dealing in dollars, not 
only in the contracts it issued, but in 
the investments it purchased. Loan 
values and guaranteed cash values have 
added utility to its products. If the new 
contracts were issued, there would be 
no loan values and no guaranteed cash 
values, to the extent the fund might be 
invested in stocks. Furthermore, the 
companies would have the problem of 
designing a merchandising program 
which would clearly distinguish the new 
product from the old. However well 
this was done, only the future could tell 
to what extent there would be misun- 
derstandings, disappointments and re- 
criminations during depressions in the 
values and earnings of common stocks 
The sales departments would probably 
also find themselves confronted with 
new questions of selection as to pros- 
pects who should buy a variable an- 
nuity, particularly if lump sum _ pay 
ments were permitted. 


Public Attitude 


But before deciding that these ob 
jections are decisive, the other side of 
the coin needs to be examined. 

In the public mind, there is an acute 
consciousness of the serious shrinkage 
in the purchasing power of the dollar 
—that the dollar itself is a variable 
This has led serious scholars to ques- 
tion the assumption, heretofore re- 
garded as basic in existing investment 
laws and existing contracts providing 
for retirement income, that changes in 
the price level would be relatively short 
lived. 

Furthermore, with the great growth 
of industrial pension plans in the past 
dozen years, the results obtained from 
the investment of their funds, some 
through group annuities with life insur- 
ance companies and some invested on 
a broader base by trust companies or by 
businesses themselves, have been, and 
are bound to be, under very competent 
and critical examination throughout the 
business world. There is an increasing 
volume of literature on the subject. 
Growing Acceptance of Public Stocks 

With these questions in the public 
mind as to how good a job conventional 
annuities, individual and group, are do- 


can for the policyholder at the least 
cost. Perhaps, the cost of life insurance 
is getting too much emphasis. No one 
can tell what the cost of a policy is until 
the last benefit has been paid. Also, 
price is not as important as what bene- 
fits the policy contains. A company 
must appraise its merchandise methods 
and its sales force on the premise of 
what is good for the policyholder, what 
is good for the industry, what is good 
for the company and what is good for 
the agent. Sometimes, all of us are 
prone to lose sight of the fact that the 
agent, who is the most responsible for 
the enormous increase in life insurance 
protection in this country, should be 
given careful consideration in all of our 
plans. 

Another development important for 
consideration of the life insurance is 
that of “variable annuities.” In my 
opinion they are a serious threat to the 
life insurance agent. It would be em- 
barrassing to the agent to have to tell 
prospects now that they should buy 
“possible dollars” for protection after 
they told them for so many years that 
through life imsurance these prospects 
were buying “insured dollars.” 


ing, there is another force at work. 
This is the growing public acceptance 
of common stocks as an investment. 
This is evidenced by the very great and 
rapid growth of mutual funds in recent 
years. The open-end funds have grown 
nine-fold since 1940, from about $448 
million in assets to over $4,146,000,000 
at the end of last year. It is evidenced 
by changes in the field of personal 
trusts. These include the increasing ex- 
tent a which, according to the testi- 
mony of both trust companies and law- 
yers, reitters of trusts free their trus- 
tees from legal restrictions on invest- 
ments. It also includes the great lib- 
eralization made in recent years in laws 
regulating legal investments for trust 
funds. In 1950, New York changed its 
law so as to permit up to 35% of trusts 
restricted to legal investments to be in- 
vested in common stocks. This was fol- 
lowed by similar liberalizations in New 
Jersey, Pennsylvania, Ohio and half a 
dozen other states, so that there are 
now 33 states in all which follow gen- 
erally for trust investments the Massa- 
chusetts “prudent man” rule. This trend 
is reflected in the increasing growth of 
the so-called common trust funds oper- 
ated in Trust departments of banks to 
provide diversification for common 
stock investments. 

It is also evidenced, at the individual 
level in the Monthly Installment Pur- 
chase Plan for stock purchases spon- 
sored by the New York Stock Ex- 
change. At the corporate level, it is 
evidenced by the investment policies of 
college and other endowment funds and 
of pension funds, and by the tnuch 
more limited common stock purchases 
of life insurance companies and sav- 
ings banks. These are all trends away 
from the types of investments which 
cannot grow in value either through 
inflation or through the growth of the 
economy. This has not been a rush of 
all investments into equities. But, as 
the president of one of the large New 
York trust companies recently put it, 
over the last half century, there has 
been a virtual revolution in the science 
of investing conservative funds, and 
common stocks have come to be ac- 
cepted as “a necessary part of our con- 
servative investment fabric.” 

It would therefore seem that unless 
there comes to be a belief on the part 

(Continued on Page 5) 
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Life Insurance and Changing Conditions Group Doesn’t Impair Ordinary Sales 
By Epwin C. McDonatp 


By Craupe L. BENNER 
President of the Continental American Life 


At a time like the present when the 
country has been experiencing a stock 
market boom for over five years, when 
business is again turning upward and 
when the Dow-Jones averages are al- 
most daily making new highs, it is to 
be expected that the public will become 
increasingly aware of the attractiveness 
of investing in common stocks. Fears, 
which were rather common a year ago, 
that the nation was about to slide into a 
severe business recession, appear now 
to have vanished. 


The Fear of Inflation 


the memory of the severe 
inflation brought about by World War 
II is still fresh in our minds, and in 
addition there is a latent fear that our 
Government will pursue credit and fiscal 
policies of such a nature as to cause a 


Moreover, 


general upward movement in _ prices 
more or less indefinitely in the days 
ahead. 

These conditions are certainly creat- 
ing an environment conducive to the 


sale of speculative securities and no one 


should be surprised if the investment 
public now begins to look askance at 
fixed income investments. The recent 
growth of mutual fund investment 
companies clearly indicates this. Their 
assets appear to be growing at a more 


rapid rate than those of the insurance 
companies. This naturally raises the 
question of the extent to which present 
life insurance practices may be altered 
in order to meet the new needs of the 
hour without, of course, destroying the 
valuable services which life insurance 
companies have rendered in the past. 

Some students of the problem are 
suggesting that the companies write 

what are commonly known as variable 
sates. Others are suggesting that 
decreasing Term insurance should be 
written, accompanied by installment 
purchase of mutual fund shares. While 
still others are advocating that the life 
companies be permitted to purchase an 
increasing amount of common stocks 
and by so doing be able to vary the net 
cost of their insurance, and in this man- 
ner meet the problem. 


Teachers Insurance and Annuity 


Association 
The Teachers Insurance and Annuity 
Association of America a few years ago 
began issuing variable annuities for 


pension purposes. So far as I know, no 
other company or association has fol- 
lowed suit. These variable annuities are 
purchased by means of periodic pay- 
ments made over a long period of time, 
payments which are presumably in- 
vested immediately The purpose of 
issuing variable annuities is, to provide 
a pension which will do a better job 
in meeting the needs of the pensioner, 
having in mind the changes in the pur- 
chasing power of the dollar, than would 
a guaranteed dollar annuity. 

The variable annuity which the 
Teachers Insurance Association is sell- 
ing is a group annuity. It is offered 
only to schools and colleges and the 
association has no salesmen on the road 
selling the annuities 

We face an entirely different problem 
ieee it is suggested that the principle 
of variable annuities be applied to indi- 


vidual annuities sold directly by life in- 
surance agents. 

Let us consider first the case of the 
single premium annuity. There are no 
cash values nor loan values in presently 
issued immediate annuities, hence to 
this extent individual immediate annui- 
ties would be similar to the variable 
group annuities. But the consideration 
for an immediate annuity 1s a_ single 


does make for a sig 


sum and this fact 


nificant difference. Under the varying 
annuity principle, the entire considera- 
tion for an immediate annuity would be 
invested in stocks at one time and 
obviously there have been many times 
in the past where such a transaction 
would have turned out very, very badly. 

While the varying principle could be 
applied to individual single premium im- 


mediate annuities, I should think the 
idea would work out so badly in prac- 
ass that no reputable organization 


could afford to risk issuing them, either 


directly, or indirectly through a_sub- 
sidiary corporation. 

The next question is whether the 
varying principle could be applied to 


individual annual premium deferred an- 
nuities such as all companies have been 
issuing for many years. These annuities 
are similar to those illustrated by 
T.LA.A., except that conventional an- 
nuities are of course for a guaranteed 
amount. 

It seems 
difficult indeed 
either directly or 


to me that it would be very 
for the life companies 
through a subsidiary 
corporation to issue variable annuities 
on an individual basis. Wholly apart 
from the new laws that would need to 
be enacted, the selling of such annuities 
would create a problem, 


Can Agents Sell Both Variable Annui- 


ties and Conventional Insurance? 


I assume that these individual annui- 
ties would have to be sold by the regu- 
lar field force of the parent life 
company. I can’t imagine how it would 
be possible to train a field force to sell 
both variable annuities and conventional 
life insurance. The problem of training 
salesmen would be utterly different than 
in the group field where the real selling 
is done by a small corps of extremely 
intelligent and highly trained specialists. 
In a variable annuity, there isn’t a 
single figure which a salesman can sink 
his teeth into. No definite number of 
dollars is involved in so far as benefits 
are concerned. The company would 
make no guarantee whatsoever. Even if 
the salesmen understood it, and I am 
sure that a small proportion of the 
more highly gifted life company agents 
would understand it, they in turn would 
be able to make the transaction intelli- 
gible to only a very small proportion of 
their prospects. 

Then, too, the management of the life 
company could justify to its agents the 
issuance of variable annuities only by 
referring to and probably emphasizing 
the possibility of serious inflation, Like- 
wise, in attempting to sell variable 
annuities, the agent would have to bring 
up the probability of serious inflation 
unless the prospect himself should bring 
it up. Unfortunately, any such talk 
about serious inflation would weaken 
the desire of people to buy conventional 
life insurance and annuities, those for 
guaranteed amounts. While even the 
probability of serious inflation ought not 
to be a valid argument against the pur- 
chase of life insurance, nevertheless, 
whenever there has been a widespread 
tear of inflation, then it seems it has 
been more difficult to sell life insurance, 
even life insurance where there is little 
investment element such as Ordinary 
life. 

It would therefore seem that, even if 
the life companies could somehow solve 
the problem of training agents success- 
fully to sell varying annuities to individ- 
uals, their doing so would be harmful 
to the main business of the life com- 
panies, which is the sale of life insur- 
ance and annuities for guaranteed spe- 
cific amounts. Moreover, the sale of 
annuities of all sorts has been so small 
by comparison with the sale of life in- 


Vice President in Charge of Group Insurance 
Metropolitan Life 


If we take a calm look at the whole 
picture it will be quickly seen that the 
need and desire for Group protection 
of a sort existed long before the Equi- 
table Society introduced Group life in- 
surance through its first policy in 1911. 
Extensive research shows that a sizable 
number of mutual benefit or relief 
associations, providing death benefits to 
employes and in some cases disability 
benefits as well, flourished back as far 
as 1869. 

Some of these older death benefit 
systems which were established prior to 
1911 cover industrial, public utility and 
railroad companies. The death benefits 
were small, to be sure, but in terms of 
the then purchasing power were not 
unimportant in size. When one com- 
pares the amounts as a percentage of 
annual wages in those days as against 
the ratio of the average Group cer- 
tificate to annual wages today, the dif- 
ferential does not appear at all impor- 
tant. A number of these mutual benefit 
associations have since adopted Group 
life. And Group life necessarily meant 
actuarial supervision and thoughtful 
planning as compared to the somewhat 
hit or miss methods of operating mutual 
benefit associations in years gone by. 
While records we have gathered are by 
no means complete they do show that 
something approaching 1,000 of these 
self-insured systems were operating in 
various companies before Group life 
insurance, as we know it today, was 
invented, 


The Change Sin¢e Group Life 
Entered the Picture 


Here, let me emphasize 
employes banded together, 
with the help of their employers, and 
worked out schemes to supply a sort 
of mass protection years before insur- 
ance company administration entered 
the picture. The “appetite” was there 
all along and, fortunately, for the long 
term soundness of these pl: ins, a mech- 
anism known as Group life came into 
being at an appropriate time. The 
growth of mutual benefit and_ relief 
associations involving death benefits in 
the United States accelerated sharply 
until 1930 when the number started to 
decline, undoubtedly influenced by the 
recognition on the part of employers 


again that 
sometimes 


-as well as their employes that insurance 


company administration is a sounder 
method of arranging these benefits. One 
can readily speculate that if Group in- 
surance had not entered the picture and 
had not become available to industry in 
the ’30’s we would have seen a _ vast 
amount of self-insured death benefits 
throughout the United States and Can- 
ada. Following 1935, when the worst of 
the depression was over, this Group 
life idea caught the employer’s fancy, 
and, with the fine merchandising ability 
of the field forces of our companies, 


surance that the life companies can’t 
afford to do anything about its annuity 
business which would prejudice the sale 
of life insurance. 
Sees a Danger to Life Insurance 
Business 


1 cannot help thinking, therefore, that 
the entire business of life insurance 
would be hurt if some of the important 
life companies should begin to sell in- 
dividual variable annuities. I have no 
objection to separate corporations being 
established for the purpose of selling 
variable annuities. I simply do not want 
the life insurance companies to. get 
mixed up in this business. 


Group life rose sharply in both the 
number of contracts issued and volume 
of business. 


The Most Popular Insurance Benefit 


Some. may remark that you wouldn't 
have found the old type ‘of mutual 
benefit association: very objectionable 
because the amount of death was small 
compared to the higher amounts cur- 
rently available under some Group life 
contracts. This is a natural reaction 
until you begin to reflect over the large 
number of schemes in existence today 
in American and Canadian industry 
which are designed to attract and hold 
executive talent. We must remember 
that external influences in part rather 
than the life insurance companies are 
responsible for the popularity of these 


higher amounts. I say “external” be- 
cause Federal and state tax bites as 
well as other factors have had much 


to do with employers developing plans 
which will have great appeal to persons 
in the so-called key personnel bracket. 
After all, many firms must seek their 
executive and supervisory personnel in 
a highly competitive market and the 
so-called “fringe benefits” have much 
to do with the job satisfaction of the 
individual. It seems appropriate to men- 
tion here that one poll (taken inform- 


ally but none-the-less a valid basis) of 
a number of executives and key em- 
ployes in a rather large company re- 


cently showed Group life as the most 
popular insurance benefit offered in a 
list of some half dozen such benefits. 


Group Life on Executives 


Important as is this consideration, the 
fact remains that over-all the number 
of cases where substantial amounts of 
Group life insurance are provided for 
executives is small in comparison with 
the number of people covered under 
such plans. Group life insurance for 
executives is only a minor phase of the 
broader Group life insurance picture in 
this country at the present time. A study 
made recently shows that the number 
of employes who have Group life insur- 
ance in excess of that authorized by 
the so-called Model Group Bill when 
related to the total number of employes 
covered under all Group contracts is 
just a mere fraction of 1%. I can recite 
some instances where our failure to 
provide Group life for executives in 
amounts larger than $20,000, because of 
statutory limitations, resulted in com- 
panies adopting a self-insured layer of 
death benefits so that they could pro- 
vide for such executives aggregate ben- 
efits which bore the same relationship 
to earnings as they were able to pro- 
vide for lower-paid employes. 

The other day I was listening to a 
prominent agent from Washington, D. C., 
discuss the Federal Employes Group 
Life Plan. He took a dim view of this 
particular program because he felt sure 
it would impair the market for indi- 
vidual life insurance policies among 
these Government people. I asked him 
if he felt that because they did not 
have Group life insurance, the employes 
of the Chesapeake and Potomac Tele- 


phone Co. were better prospects for 
personal insurance than the Federal 
employes. He assured me they were— 


and you can understand my puzzlement 
because the employes of the Chesapeake 
and Potomac Telephone Co. have life 
insurance equal to one year’s pay just 
like the Federal employes. True, it is 
self-insured—but it is just as real as the 
Group life and, furthermore, has no 
limit whatsoever as compared to the 
Federal plan which has a definite limit. 
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Panel Discussions at Annual Convention of LIAA 





I couldn’t help but remind my friend, 
the agent, that Salary Savings or Salary 
Allotment plans involving individual 
policies, of course, have been operating 
with great success in various telephone 
units around the United States. This 
has been true with respect to other 
corporations where such Salary Allot- 
ment plans have been in effect. 


Self-Insured Death Benefits 


My research covering a considerable 
period of time indicates that a con- 
servative estimate of the amount of 
self-insured benefits in this country and 
Canada would approach $20 billion. 
Suppose this $20 billion is eventually 
transferred to insurance company ad- 
ministration (and I fervently hope it 
will), will it have an unfortunate effect 
on the life insurance production market ? 
Does the mere fact that a Group life 
certificate backed up by life insurance 
company administration is handed ar 
employe make his picture really very 
different from that of the same em- 
ploye with a booklet from his relief 
association calling for a similar amount 
of life insurance ¢ 

Whenever | think about this question 
of self-insured death benefits, I like to 
draw attention to the enormous volume 
of “built in” death benefits under self- 
insured trusteed retirement systems. in 
both our countries. Quite properly, 
companies engaged in Group life insur- 
ance (and my own company has a very 
definite rule on this point) attempt to 
limit the amount of Group life insurance 
at any compensation level to some rela- 
tively mnodest amount such as one and 
one-half times pay. Certainly anything 
beyond two times pay as Group life 
would not be viewed sympathetically at 
all. 

I would like to call your attention to 
seven companies covering a pretty wide 
range of industry and finance. They are 
an airline company, a bank, a_ utility 
company, a pharmaceuticals company, 
an oil company, a can manufacturing 
company and a motion picture company. 
They provide substantially more in the 
way of death benefit under a bank trus- 
teed pension fund than is provided by 
the Group life carried by these compa- 
nies. Please don’t think these particular 
illustrations are exaggerated—quite the 
contrary. They are conservative. | think 
of one oil company where the death 
benefit under its pension fund could 
reach a sum equivalent to ten times 
annual pay. The method of providing 
these death benefits range all the way 
from lump sum settlements, survivor- 
ship options, “Year Certain” provisions 
and widow’s benefits generally. They 
are just other labels for life insurance. 
The magnitude of these benefits, con- 
stituting as they do some large risks 
under pension trusts, can be appreciated 
all the more when it is realized that the 
typical widow’s benefit could only be 
provided by life insurance on the order 
of two to three years’ pay or more in 
the majority of cases. Careful research 
of only a small segment of the many 
trusteed plans which today have these 
“built in” death benefits persuades me 
that in just the area covered by the 
survey there must be at least 50 na- 
tionally known organizations which are 
“on the risk” for upwards of $50 mil- 
llion each just with respect to widow’s 
and other survivorship benefits inte- 
grated with self-insured pension plans. 
i can think of just five companies alone 
which have over $334 billion of this 
type of benefit currently outstanding. 


Ordinary Sales Situation in 
“Group Saturated Communities” 


I thought it would be interesting to 
do some investigation of communities 
where the great majority of employers 
have provivded Group life insurance for 
their people. (Editor’s note: Mr. Mc- 
Donald showed a map on which were 
such cities as Schenectady, Rochester, 
Corning, N. Y.; Saginaw and Flint, 
Mich.; Youngstown, O.; Bethlehem and 
Aliquippa, Pa.; Peoria, Ill.; Muncie, 








Ind.; Louisville and Nashville.) Some 
of them are almost one industry cities 
in that a single employer accounts for 
a large segment of the working popu- 
lation. These may be said to be “Group 
saturated communities.” 

Now, my survey shows that in these 
various cities Ordinary protection has 
averaged as good or better than for 
other sections of the country in which 
these communities are located geo- 
graphically. We have had an _ oppor- 
tunity to talk with not only the repre- 
sentatives of our own company, but to 
discuss the problem and see the records 
of certain Ordinary life insurance agents 
representing other insurance companies. 
I am glad to report that they seem to 
think that Group has had its salutory 
effect in the insurance consciousness of 
the people and that it has not impaired 
their production of individual insurance. 

For some time I have felt very 
strongly that the Group companies 
could be doing more to see to it that 
the employes of their various custom- 
ers received good advice on their per- 
sonal insurance from their employers. 
For several years now in our own com- 
pany we have conducted a _ successful 
campaign to persuade employers to in- 
clude in their house organs, in their 
Group insurance announcements, and in 
any form of publicity which they use 
from time to time, the importance of 
the employe consulting his insurance 
agent—the importance of his viewing 
his Group insurance as supplementary 
protection during the peak of his insur- 
ance needs—and in general emphasizing 
the importance of a personal insurance 
program in addition to anything which 
may be provided under the employer's 
plan. 

As Group has grown in recent years, 
the individual Ordinary branch of the 
business has also grown sharply. As | 
view it, our business is to see to it that 
the American and Canadian people ob- 
tain adequate life insurance. We have 
a long, long way to go before we accom- 
plish this goal—and in providing this 
needed protection, it strikes me there 
is a role for all of the kinds of insur- 
ance which we offer. Now when we 
consider the aggregate of insurance 
protection today in relation to Ameri- 
can and Canadian incomes, it seems 
pretty clear that volume of life insur- 
ance has not kept pace with the in- 
crease in income. Our peoples express 
their desire for greater protection 
through various pressures, such as the 
expansion of Social Security, union 
demands for fringe benefits, and in 
other areas. 

This is all a very challenging situa- 
tion indeed and I, for one, think it is 
fortunate that we have these wholesale 
departments of our business as well as 
the splendid retail distribution to meet 
these demands. 

After more than 35 years in the life 
insurance business (as an Ordinary 
agent I wrote my first Group life con- 
tract in 1923 which replaced a mutual 
benefit association), I still see no rea- 
son why the individual and Group 
branches can’t continue to grow to- 
gether in an atmosphere of mutual 
understanding and respect. 


Tax Discussion at Syracuse 

“Tax advantages of Life Insurance 
and Annuities Under the New Revenue 
Code” was the subject of a recent panel 
discussion at the Syracuse Life Under- 
writers Association. Joseph H. Murphy 
and Ransom G. MacKenzie were panel- 
ists with Richard Hughes as moderator. 
Viewpoints of the legal, banking and 
insurance professions were represented 
on the platform. 





RECORD NEW BUSINESS 
E. Lindsay Armstrong, manager for 
Canada of Standard Life Assurance Co., 
reports record new business for year 
ended November 15, with the total ‘vol- 
ume of such new business completed in 
Canada amounting to $195,440,867. 


Bell on Variable Annuities 


(Continued from Page 3) 


of the public that there will be a long 
period of deflation or adverse political 
climate ahead, the new idea cannot 
readily be laid aside and forgotten. 


Who Will Occupy the Field? 


At the present time, there is no way, 
unless a person is either a teacher un- 
der a plan administered by T.I.A.A. and 
CREF, or an employe wtih a retirement 
plan along the lines followed by the 
Long Island Lighting Co., that he can 
obtain an investment in stocks coupled 
with the annuity principle. If he invests 
in stocks directly, or through units in 
a mutual fund, and whether or not such 
investments are coupled with Term life 
insurance, he is, at most, building an 
estate. He must decide for himself how 
fast he can spend the principal of his 
investment during his years of retire- 
ment. If he is forced to dip into prin- 
cipal at all, he does so at the peril of 
using it up before the end of his life. 
Providing for investments in the com- 
mon stock area even to a limited extent 
and coupling this with the annuity prin- 
ciple is now a completely unoccupied 
field. 

The questions before the life insur- 
ance industry today are whether this 
field will long remain unoccupied, and 
whether, if it is to be occupied by any- 
one, it should be the life insurance in- 
dustry or some other competitive in- 
dustry. The question is not academic. 
Last year a bill was introduced in the 
New York legislature, providing for the 
incorporation of a company which could 
issue variable annuities to the public 
generally. It passed both houses of the 
legislature but was vetoed by the Gov- 
ernor. This year, the sponsors of that 
bill have already announced that it will 
be reintroduced in New York and prob- 
ably in one or two other states as well. 


Central Standard Life to 
Mark 50th Milestone in 1955 


Central Standard Life of Chicago, di- 
rected by Alfred MacArthur, board 
chairman, and E. H. Henning, president, 
will mark its 50th anniversary year in 
April, 1955 and plans are now in prepa- 
ration for an outstanding observance of 
this milestone. 

In an anniversary booklet sent to the 
field forces, it is revealed that Central 
Standard Life now has over $350,000,000 
of life insurance in force. Its assets 
have grown from $11,926 in 1905 to $91,- 
291,735 on January 1, 1954. In addition 
it has today a surplus of almost $11,000,- 
000 as extra protection to its approxi- 
mately 300,000 policyowners. Since or- 
ganization it has paid to beneficiaries 
and policyowners over $130,000,000. 

The company started in a one-room 
office in the back of a bank building in 
Ottawa, Ill. Today it is housed in its 
own 19-story building at 211 W. Wacker 
Drive, in the heart of Chicago’s business 
district. 

It is brought out in the anniversary 
booklet that Central Standard _ in 50 
years of business has earned a reputa- 
tion as both conservative a: progres- 
sive. “It is conservative,” the copy reads, 
‘fn its unwavering policy of sound in- 
vestments, more than adequate reserves, 
proper underwriting of risks and other 
factors that guarantee safety to policy- 
owners. It is progressive in its constant 
search for better ways to serve its poli- 
cyowners—and to provide new plans of 
specialized coverages to meet ever- 
changing needs for personal protection.” 


Ohio State Life Director 

Derrol R. Johnson, vice president and 
treasurer of BANCOHIO Corporation, 
Columbus, has been elected a director of 
the Ohio State Life. 





New Variable Annuity 
Bill To Be Introduced 


GEORGE JOHNSON BACK OF CO. 


Would Issue Variable Life Income Certi- 
ficates, Not Write Life 
Insurance 

George E. Johnson, who is chiefly 
responsible for the move to put a bill 
through the New York legislature creat- 
ing the Variable-Annuity Corp. to issue 
variable annuities backed by common 
stock, states that a new bill will be in- 
troduced in the coming session which 
will have many changes from the bill 
which passed last year but was vetoed 
by Governor Dewey on recommendation 
of Superintendent of Insurance Alfred 
J. Bohlinger. Mr. Johnson is vice presi- 
dent of Teachers Insuruance & Annuity 
and College Retirement Equities Fund, 
but the proposed new company has no 
connection with Teachers or the Equi- 
ties Fund. 

In a statement made to the Journal of 
C ommerce on Monday Mr. Johnson said: 

“Instead of referring to annuities,” 
Mr. Johnson said, “the new bill will 
refer to variable life income certifi- 
cates and other terminology will be 
used throughout which differs from 
standard life insurance terminology. 

“For example, there will be with- 
drawal benefits, rather than surrender 
values, and deposits instead of pre- 
miums. The name ‘annuity’ has been 
retained in the title of the company, 
since from a legal and actuarial stand- 
point, these payments do constitute an- 
nuities. We have hyphenated the name 
to avoid the possibility of the word 
‘annuity’ being used alone in promo- 
tion.” 

The new bill contains other pre- 
cautions so as not to offend life insur- 
ance companies, Mr. Johnson said. “In 
order to guard against the possibility 
that this company will induce a breach 
of contract between a soliciting agent 
and a general agent or an agent and his 
company, the new bill will specifically 
prohibit such a breach of selling con- 
tract by an agent. 

“Also,” he said, “we’ve made _ the 
new company subject to additional sec- 
tions of the New York State Insurance 
Law, as suggested by agent groups in 
the State. 

Not to Issue Life Insurance 





“There has been a misunderstanding 
about the status of the new company. 
It is not connected with any life insur- 
ance company and does not have the 
power to write life insurance. It is lim- 
ited solely to the issuing of variable 
life income certificates.” 

Mr. Johnson explained that, although 
only licensed life insurance agents can 
sell the proposed certificates, he need 
not be a man who sells life insurance 
generally. Thus, a salesman of securi- 
ties who wants to sell variable life in- 
come certificates need only obtain a li- 
cense as a life agent from the Insurance 
Department before he starts. This is 
the converse of the situation where 
agents of the Farm Bureau Insurance 
Co. must obtain licenses as security 
salesmen to sell mutual fund shares. 

Mr. Johnson also intends to seek en- 
abling laws in other states to cover the 
possibility that the law is defeated here. 


Universal L. & A. Manager 


Donald M. Soliday has been appointed 
manager of the Dallas Ordinary agency 
of Universal Life & Accident, according 
to an announcement by Harry Brodnax, 
president. 

Mr. Soliday ioined the Universal 
earlier in the year as a salesman. A na- 
tive of Chicago, he was formerly associ- 
ated wtih the First National Bank of 
Chicago as their foreign exchange 
trader. 

During World War II and the Korean 
action, Mr. Soliday served with the 
Army in various theatres of action as 
a finance officer in the grade of captain. 
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Life Companies Want Present Method 
Of Investment Tax Made Permanent 


Before Curtis Subcommittee of House Ways & Means Com- 
mittee Joint Company Groups Say Present 61/2% Tax Rate 
Is Too High but Simplest and Most Equitable 















































Washington, December 13—Permanent much more heavily here than they are 
extension by Congress of the present ¢ither in Canada or Great 3ritain. 

anil Of Badecel tevntion ot tie tecst~ We cannot reconcile a_ public policy 
yithini eee which penalizes family security here as 


ment income of life insurance companies compared with the more favorable treat- 
ment accorded in other English speaking 
countries, the only other nations in which 
life insurance has attained such propor- 
tions as to constitute a great social force 


and a valuable economic asset,” the state- 


was recommended here today by spokes- 


men for the Joint Committee on Federal 
Income Taxation of Life Inusrance Com 


panies. The committee is composed of 


representatives of American Life Con- ment said. 

vention, Life Insurance Association of “Life insurance in the last analysis is 

America, and Life Insurers Conference. simply a large group of citizens who are 
Testifying before a special subcom- currently contributing a portion of their 

mittee of the House Ways and Means savings to a common fund in order to 

Committee headed by Representative afford protection to their families in 

Thomas B. Curtis of Missouri, witnesses the event of untimely death or alter- 


for the life company organizations pre- nately to provide a modest competence 
sented a detailed endorsement of the for their own old age.... 
present tax method under which the “We believe that a flat tax on net 
Government imposes a flat tax on the investment income is the simplest, fair- 
net investment income of life insur- est and most practical plan yet devised 
ance companies. for the taxation of life insurance com- 
They termed the flat tax method “the panies, and what is more important, 
simplest and most nearly equitable plan among _ policyholders, than any other 
yet suggested,” but stated that the pres- form yet suggested. We also believe 
ent tax rate of 6%% levied on this net that the 644% rate is very high consider- 
investment income of the companies un- ing the nature of the business and in 
der the present formula is extremely view of the great social benefits flowing 
high and constitutes a burden on life’ from the institution. We believe 
insurance policyholders and their thrift. that, so far from being penalized for 
Claris Adams and Robert Hogg Heard saving their own money to provide for 
their own families, the people of the 
Robert L. Hogg, senior vice president United States should be encouraged by 


f Equitable Society, chairman of the life an appropriate tax incentive to provide 


as far as possible their own security by 
personal savings. 


Other Tax Proposals 

The witnesses discussed alternative 
methods of taxing life insurance compa- 
nies. Complicated variants of one of these 
alternatives, known as the “free invest- 
ment income” method, has been tried in 
prior years without producing satisfac- 
tory results. This approach results in 
inequities between companies in the 
amount of taxes they pay and produces 
a steeply progressive, artificial tax base 
wholly unrelated to actual increase in 
investment income, it was explained. 

Another approach, the “total income” 
method, would if enacted be an unsound 
method of attempting to apply regular 
annual corporate taxes to the uniquely 
long-term nature of the life insurance 
business, it was stated. 

None of the alternative — would 
be as simple or as valid a short term 
measure of the true ieniaioet earnings 
of the companies, or would distribute the 
tax as fairly among large and_ small 
mutual and stock life insurance compa- 
nies and their policyholders as_ the 
present method of a flat tax on net in- 
vestment income, it was declared. 

Minor changes in the present method 
could also be made to protect very small 
life insurance companies and companies 
that do not earn enough interest to cover 
their reserve requirements or cover them 
on'y by a narrow margin, it was stated. 

The statement presented by the life 
company organizations said that the 
present act imposing a flat tax at 64% 
on the investment income of life insur- 
ance companies was originally passed as 
a stop-gap measure in 1951. The Treas- 
ury had proposed a flat rate of 3% asa 
temporary measure previously. 

“The companies had in fact been pay- 
ing a flat tax on investment income under 
the 1942 and 1950 laws at a varying rate 
arrived at by circuitous and complicated 
fomulae,” it was stated. “Such formulae 





ances organizations’ Federal tax com- 
mittee, and Claris Adams, executive vice 
president and general counsel of ALC, 









were the spokesmen for the company 
organizations who presented the endorse- 
ment of flat tax method. 
Emphasizing ninety million life 
insurance pol licyholders, representing 
more than half the entire population and 
American families, 


the present 
that 








highly taxed form of private thrift in 
America. The states lay exceedingly 
heavy imposts upon the business in the 
form of premium taxes. These average 
almost 2% of the policyholders’ savings. 
This is not a sales tax paid by the pur- 
chaser of a commodity. It is a capital 
levy enacted every year upon the mere 
process of saving one’s own money for 
one’s own family. To the 5 eo it 


am unts to a gr almost 2% 


on the principal part of their receipts as 
trustees for policyholders. It is inordi- 
nately higher than ag i income taxes of 
other corporations. It has no counterpart 
of which we know in any other field of 
taxation. 


: “é 
oss Charge ot 


Tax on Policyholders’ Savings 


‘The Federal Government levies a tax 
of 64% on net investment income. This 
in turn amounts to about 144% of policy- 


holders’ premiums. Therefore, every per- 
son who insures his life is subject to 
an average charge of $3.50 for each $100 
he saves through life insurance just for 


the privilege of saving his own money. 
This is an onerous burden on thrift and 






b LN 
one which we believe has neither eco- { SS 
nomic nor social justification. a) 

“Life insurance savings are taxed Wy 
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yi 
three-quarters of all ¥ 
exceed the total number of individual ¥ nN 
income tax payers, the life insurance 4 
organization spokesmen said the impact ¥ 
and results of life insurance tax legisla- "y 
tion are far more universal than those : 
of any other tax law. 4 
“It must be borne in mind, too, in . 
our search for a formula that a tax on te 
life insurance is in essence a levy on p 
savings. Thus, care must be taken that yy 
the saver not be penal lized and individual fe 
thrift discouraged vasa life insur- # 
ance is the most heavily taxed form of ¥ 
personal thrift,” it was. stated. 3 
‘Life insurance is, we believe, the most Ye 


Good Tdill 
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WILLIS F. McMARTIN, C.L.U., General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
595 MADISON AVE., NEW YORK 22 
MUrray Hill 8-7110 
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have proved exceedingly unstable. There 
was much opposition in the business to 
averaging of reserve interest require- 
ments. The Treasury has never endorsed 
this concept. There was criticism of tax- 
ing one company according to the ex- 
perience of others in the Senate Finance 
Committee.” 

In the interest of simplicity and sta- 
bility, the companies had suggested and 
Congress approved the present method 
of levying a flat tax on their net invest- 
ment income as a “pragi2atic solution to 
a recurring and vexatious problem.” 

“Such a plan has several virtues. It 
has the merit of simplicity. It can read- 
ily be estimated in advance, which is an 
important consideration in the operation 
of a long-term business,” the statement 
said. 

“Tt is applied to the companies indi- 
vidually upon their investment income 
and thus avoids the complicated and 
doubtful averaging process of the pre- 
vious law. It distributes the tax basically 
among the companies according to size 
and constitutes a fairly equal charge 
upon policyholders. It yields a stable, 
substantial and steadily increasing source 
of revenue to the government... . 


Why Tax Rate Is High 


“We earnestly suggest that the pres- 
ent rate of 644% is extremely high. In 
1942, the formula then devised was de- 
signed to raise an adequate volume of 
taxes from the life insurance business 
in view of the nature of the enterprise. 
This was in the war period when the 
need for revenue was very great. Judg- 


ing by this standard, the present tax 
rate is inordinately high. In 1953, life 
insurance companies paid almost five 


times as much in taxes as they paid in 
1943, although the business has increased 


in the meantime considerably less than 
2% times. We know of no industry in 
which the disparity between present 
taxes and those of the war years is so 
great when related to income,” the life 
company organizations’ statement de- 
clared. 


“Life insurance companies differ fun- 
damentally from manufacturing and 
commercial enterprises. They deal in 
continuing contracts, not in commodities 
currently produced for present sale at a 
temporary price. They differ radically 
from other financial institutions by rea- 
son of the contingent character and the 
long-term nature of their liabilities 
a life insurance company may be forced 


to pay the full face value of its con- 
tract within 24 hours, or it may carry 
the risk for 50 years. . . . It may be 
required to administer and invest the 
savings of its policyholders for them 
or their beneficiaries over many years 


at a guaranteed rate of interest. 
“Premium charges once fixed cannot 
be altered regardless of the duration of 
the risk or change in circumstance. Such 
charges are based upon a forecast of the 


probable death rate, estimates of oper- 
ating expenses and investment experi- 
ence projected f ar into the uncertainties 
of the future,” the statement said. 


Surplus Growth Explained 


Discussing growth of surplus among 
life companies the statement went on 
to say 

“Historically and princip lly for tech- 
nical reasons, the great majority of stock 


life insurance companies have operated 
on a lower reserve basis than mutuals. 
The average stock company needs to 


maintain a larger surplus than the aver- 
age mutual company and as a generality, 
at least, that has been the pattern of the 


business. As a matter of fact, the New 
York law, limits the surplus of domes- 


tic mutual companies but does not re- 
strict the surplus of stock companies. 
The average of total surplus funds as a 
percentage of assets in the entire busi- 
ness is something over 7%. The average 
stock company policyholders’ surplus is 
somewhat higher by necessity because 
of smaller premium income and_ the 
maintenance of lower reserves against 
equal liabilities. It is also true that 
younger and smaller companies need a 


(Continued on Page 13) 
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Equitable Society 
Appointments Made 

IN FIELD AND HOME OFFICE 

W. R. Bills, J. W. Wolflin, W. M. No- 


land, J. J. O’Grady, O. D. Rhame and 
W. H. Fowler, Jr., Included 








Equitable Society has announced six 
field and home office appointments. They 
are: William R. Bills, agency manager, 
San Antonio; John W. Wolflin, residen- 
tial mortgage supervisor, Grand Rapids; 
William M. Noland, salary administra- 
tion manager, personnel department, 
home office, New York; James 
O’Grady, assistant manager, cashier’s 
department, home office; Otto Desmond 
Rhame, cashier, Memphis, and William 
jc zones Jr., acting cashier, Columbia, 


Mr. Bills, as new agency manager in 
San Antonio, heads a territory which 
covers south central Texas and which 
has been expanded now to include the 
Corpus Christi area. He replaces Law- 
rence M. Sanders, who resigned from 
the post last month for reasons of 
health but who remains as_ associate 
manager. A graduate of Northwest 
Missouri State Teachers College at 
Maryville, where he joined the society 
in 1937, Mr. Bills became field assistant 
at San Jose, Calif., in 1945 and district 
manager there in 1946. He has been 
assistant agency manager in San Fran- 
cisco since 1947, 

Mr. Wolflin is beginning his Equitable 
career in Grand Rapids as _ residential 
mortgage supervisor for western Michi- 
gan and northern Ohio. He succeeds 
Donald Cobb, who resigned to become 
a vice president of the Peoples National 
3ank of Grand Rapids. The new ap- 
pointee, who studied business adminis- 
tration and real estate at Detroit Insti- 
tute of Technology, was in charge of the 
veterans’ mortgage section of the Old 
Kent Bank, Grand Rapids, for the past 
year. Previously he had managed Gen- 
eral American Life’s mortgage loan 
branch there and has been an FHA ap- 
praiser in Detroit. 

Mr. Noland, who was assistant manager 
of the cashier’s department at the home 
office, has transferred to the personnel 
department to fill the newly-created post 
of salary administration manager. A 
graduate of Centre College, Ky., he has 
been in the cashier’s department since 
starting with the Equitable in 1937. He 
served in Detroit, Denver and Kansas 
City before moving to the home office 
in 1946, 

Mr. O’Grady came to New York from 
Memphis, where he had been cashier, 
to replace Mr. Noland as_ assistant 
manager of the cashier’s department. He 
joined the Equitable in 1936 and served 
in the cashier’s department at Syracuse, 
Dayton and Cincinnati before being 
named assistant cashier at Memphis in 
1939. 

His replacement, Mr. Rhame, was 
cashier in Columbia from 1947 until be- 
ing named to the Memphis post. A 
graduate of the Citadel, who signed with 
the Equitable in 1937, he has served in 
Pittsburgh and Louisville and has been 
assistant cashier in Dallas and San An- 
tonio. 

Mr. Fowler, newly appointed acting 
cashier .at Columbia, has been assistant 
cashier there since 1948. He attended 
business school in Raleigh, where he 
joined the Equitable as a clerk in 1938 
and became head teller in 1946. 


Bankers National Director 

Wheeler McMillen, prominent in the 
field of farm journalism, has been elected 
a member of the board of directors of 
Bankers National Life of Montclair, 
N. J., at the December meeting of the 
company’s board of directors. 

Mr. McMillen is editor-in-chief of 
Farm Journal, and editorial director of 
Town Journal, a magazine for America’s 
towns and villages. He maintains offices 
in Philadelphia and Washington, D. C. 


New York Life Opens Its 
Second Pittsburgh Office 


New York Life officially opened its 
West Penn branch office in the Smith- 
field-Diamond Building, Pittsburgh, De- 
cember 1, and simultaneously ceremonies 
were held marking the move of the 
original Pittsburgh office to new and 
larger quarters at 1 Gateway Center, 420 
Ft. Duquesne Boulevard, where the com- 
pany also has mortgage loan, Group and 
inspection departments. 

George W. Ferrick, CLU, is manager 


of the West Penn branch and Thomas 
W. Henry is assistant manager. Warren 
B. Witwer is cashier. Hilbert W. Rey- 
nolds is manager of the Pittsburgh 
branch office; J. Gordon Dye, assistant 
manager and Charles F. Taylor, cashier. 


Executive Vice President Dudley 
Dowell; Don Parker, regional vice presi- 
dent of the Eastern region; Second Vice 
President Andrew Thomson; Robert S. 
Hussey, superintendent of agencies of 
the middle Atlantic division; and public 
relations Assistant Vice President John 
M. K. Abbott represented the home 


° ’ 

Provident’s Record Nov. 

President Thomas A. _ Bradshaw, 
Provident Mutual, has announced that 
November was a record month in paid- 
for business in the company. 

Mr. Bradshaw pointed out that the 
high November production amounted to 
a 32% gain over the same month of 
1953 and that November's paid life 
business was exceeded by only one 
other month in company history. He 
reviewed the fact that new business had 
jumped 47% during the past five years 


and that October of this year had also 
been a top production month. 
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PLAN 
FOR 
PENSION 


PROSPECTS 


office. 
| , 





Large, small and medium-size companies will find the 
just right pension plan in the complete Massachusetts 


Mutual line. 


Massachusetts Mutual writes every type of pension 
contract, with maximum guarantees, full flexibility, and 


a wide choice of options: 


INDIVIDUAL POLICIES 
Pension and Profit Sharing Plans 


Retirement Income and Retirement Annuity Contracts 
Combination Plans with Convertible Life contracts and 
conversion fund — 3% conversion charge 

Deposit or Trustee Administration 


GROUP CONTRACTS 


Group Annuities 
Regular 
Deposit Administration 


Profit Sharing 


Group Permanent 
Retirement Income 


Convertible Life Plans — all forms 
Conversion Fund Riders 
Annuity Purchase Riders 


This complete line of quality coverages plus a favorable commission schedule makes 
Massachusetts Mutual a preferred company for brokers who are developing an ex- 
panding pension clientele. 


_Jassachusel Mutual 


ORGANIZED 1851 


From full-time representatives of other life companies we 
invite only surplus and special business. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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New England Mutual Office Changes 


John L. Sterns, Philip C. Raye and John Hill Head Three 
New Major Divisions Within Company’s 


Insurance Activities 


A regrouping of functions within the 
New England Mutual’s home office or- 
anticipation of the year- 


ganization in 


JOHN HILL 


end retirements of Vice Presidents 
Walter Tebbetts and George L. Hunt 
went into effect on December 13, ac- 
cording to an announcement by Presi- 
dent O. Kelley Anderson. i 

Of primary importance is the defini- 


tion of three major divisions within the 


company’s insurance activities. These 
are the insurance administration divi- 
sion, under Vice President John L. 
Stearns; the fiscal administration and 





Fabian Bachrach 
PHILIP C. RAYE 


policy services division, under Vice 
President and Secretary Philip C. Raye, 
and the personnel and home office serv- 
ices division, under Vice President John 
Hill. : 

At the same time President Anderson 
announced the creation of a new de- 
partment of information services under 
David W. Tibbott as director of infor- 
mation services. 


Functions of Divisions 


Mr. Stearns’ insurance administration 
division includes those functions relating 
to the issuance of new Ordinary busi- 





actuarial matters affecting Ordi- 


ness, 
nary insurance, development of new 
Ordinary insurance contracts, reinsur- 
ance of Ordinary business, and the 


supervision of departments falling within 
this division. These departments are 
actuarial, underwriting, medical, ex- 
pediting, policy, benefit and title, settle- 
ment option and pension business. Sig- 
nificant personnel appointments within 
this division, also taking effect on De- 
cember 13, are those of E. J. Moorhead 
as actuary, and David Hall as opera- 
tions ofhicer. 

Responsibilities of the fiscal adminis- 
tration and policy services division un- 
der Mr. Raye are defined as the servic- 
ing of Ordinary policies currently in 
force, budgeting, accounting, auditing, 
taxation and statistical studies. In addi- 
tion, Mr. Raye will perform the duties 
of the secretary. The departments in- 
volved are claim, auditing, budget, pol- 
icy loan, premium collection, renewal 


JOHN L. 


service, and _ the 


section of the securities 


securities 





Boris, Boston 


STEARNS 


clearance 
department. 





PQUIOW 


a CLE LSE 
ae Sen Seen. a 









is the Company's monthly 
magazine, bringing news, in- 
struction, information and 
motivation to its field as- 
sociates. It has been hon- 
ored by awards from the 
Life Advertisers Associa- 
tion, the Freedoms Founda- 
tion, and the International 
Council of Industrial Editors. 
Now in its 4st year of con- 
tinuous publication, the 
EQUIOWA is a vital factor 
in the maintenance of close 
relationships between Field 
and Home Office. 


















FOUNDED IN 
1867 IN 
DES MOINES 


EQUITABLE LIFE 


‘ INSURANCE COMPANY OF IOWA 





> 


Our New Address— 


347 Madison Avenue, N. Y. 
WOLFSON —BERKSHIRE LIFE 





W. James Lawthers has been named 
operations officer for this division. 

Within the category of the personnel 
and home office services division, headed 
by Mr. Hill, are the company’s entire 
Group insurance activities, personnel 
functions, and home office facilities, 
comprising Group insurance, personnel, 
purchasing, coordination, addressograph, 
communications and_ records,  corre- 
spondence, general service and building 
maintenance departments. Operations 
officer for this division is Carlton E. 
Clift. 

Other separate functions continuing 
to report directly to the president are 
the agency department under Vice 
President Lambert M. Huppeler; the 
law department under Vice President 
and General Counsel John Barker, Jr.; 
the real estate and mortgage depart- 


ment under Vice President Dwight 
Foster, and the securities department 
under Financial Vice President Sher- 


win C. Badger. 


Careers of Stearns, Raye and Hill 


Many of the duties outlined in the 
regrouping will not be new to the three 
top executives involved. John L. Stearns, 
whose most recent post has been that 
of vice president and actuary, joined the 
company in 1923 following his gradua- 
tion from Johns Hopkins University 
and Harvard Graduate School of Busi- 


ness Administration. He became assis- 
tant actuary in 1930, associate actuary 
in 1936, actuary in 1939, second vice 


president and actuary in 1947 and vice 
president and actuary in 1950. 

Philip C. Raye was graduated from 
Amherst College in 1926 and joined the 
company’s actuarial department in that 
vear. He was appointed assistant to the 
underwriting vice president in 1934, and 
assistant secretary in 1940. In 1947 he 
was elected secretary of the company, 
second vice president and secretary in 
1948, and vice president and secretary 
in 1950. 

John Hill’s career with the New Eng- 
land Mutual began as a clerk in 1933, 
following his graduation from the Uni- 
versity of Minnesota and the Harvard 
Graduate School of Business Adminis- 
tration. He was made editor of the field 
magazine in 1934, and was put in charge 


of the company’s educational division 
at its inception in 1936. He was ap- 
pointed assistant to the president in 
1941, and served for four years as a 
naval officer during World War II, 
emerging in 1946 as a lieutenant com- 
mander. Returning to the company, he 


became an assistant secretary in that 
year, a second vice president in 1947, 
and vice president in 1950. 


Field Training Supervisors 

John W. Garber and Coleman R. 
Menyhert have been named field training 
supervisors by Life Insurance Company 
of Virginia. 

Formerly associate manager of Life 
of Virginia’s Washington, D. C., district 
office, Mr. Garber will supervise the 
training of his company’s district office 
representatives in the Baltimore, Wash- 
ington and Northern Virginia areas. 

Mr. Menyhert, former associate man- 
ager in Cleveland, will supervise training 
of Life of Virginia’s district office repre- 
sentatives in Ohio and West Virginia. 


T. A. Mosher New Sales Mgr. 


Thomas A. Mosher has been ap- 
pointed sales manager of Allstate In- 
surance Co.’s midwest zone and will 


supervise sales operations in a 15-state 
area. He joined Allstate in 1949 as an 
agent and was made branch sales man- 
ager in 1951. 
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Massachusetts Mutual 
Sets New High Records 


Matar 
USLANDER 


DANIEL A 


Massachusetts Mutual Life at the end 
of ll 1953 


Ordinary 


months, has exceeded its 


sales total as well as its 1954 


quota, with three new production rec- 
ords being established in November. 
More than $54 million of new business 


during the 
month, $2 million 


the old record set in October, 1947. New 
monthly highs for delivered business for 
an agency and also for an individual 
were set by the Lawrence Simon agency, 
of New York City, and Daniel Auslan- 
der, of that agency. 

The company’s delivered business for 
November was more than $39 million, 
making the year’s total to date $398 mil- 
lion, a 144% increase over the com- 
parable period last year and $16 million 
over the 1953 12 months’ Ordinary pro- 
duction. Nine of the 11 months this year 
established new all-time monthly highs, 
and deliveries in each of the months ran 
over $30 million. 


was issued by the company 


surpassing by nearly 


IVAN VRBAN:CH NAMED 


Associate Director of Agencies of Pru- 
dential’s Long Island Regional 


Headquarters 
Appointment of Ivan Vrbanich, CLU, 
as associate director of agencies of The 


Prudential’s Long ioand regional head- 
quarters in Brooklyn was announced by 
Paul B. Palmer, c mpany vice president. 

Mr. Vrbanich will be associated with 
Emanuel M. Belkin, director of agencies, 
n_ supervising the company’s district 
Long 


offices in Renin Queens and 
Island 
For the past five years, Mr. Vrbanich 


I operations of the company’s 
Hempstead district He joined Pruden- 
tial in Detroit as an agent in 1937. He 
advanced to a staff managership there in 
1943 and to the managership at Hemp- 
stead in 1949. 


has directed 





Mutual Benefit Life 
Page Ads on “Cost” 


CITES OTHER CONS!DERATIONS 


Premiums-Dividends Not True Gauge of 
Cost; Company Back of Policy and 
Agent-Adviser 


A full-page ad of Mutual Benefit Life 
appearing in New York Times, Herald 
Tribune, Wall Street Journal and New- 
ark Evening News on Wednesday, De- 
cember 8, described “What Every Suc- 
cessful Man Should Know About the 
Cost of Life Insurance.” 

Publishing the information as a public 
service in an effort to create a better 
understanding of life insurance compa- 
nies, policies and agents, the 109-year-old 
Mutual Benefit Life concluded its full 
pager with the statement that a better 
understanding can help the public to a 
better use of their premium dollars. 

Ad copy stated that “cost” is not de- 
termined by premiums pz uid or dividends 
received. “It is only after the last bene- 
fit pavable under a policy has been re- 
ceived that an accurate determination 
of its ‘cost’ is possible.” 

Readers of the papers advised to give 
their best judgment to three main points 
before selecting their life insurance: (1) 
the character of the company issuing 
the policy; (2) the value to the individ- 
ual of the contract provisions; and (3) 
the ability and integrity of the person 
who helps plan the insurance program. 

What to Look for in Company 

Discussing the “character” of a com- 
pany, Mutual Benefit Life cautioned that 
companies cannot be compared on the 
basis of premium cost and that it is not 
always wise to look for the company 
paying bigger dividends. It did suggest 


that the public should look for such 
qualities as proven stability, financial 
soundness, economy of operation, equity 


in treatment of policyholders, the philos- 
ophy of trusteeship and local represen- 
tation before selecting a life insurance 
company. “You get what you pay for” 
the ad stated, and the only bargain from 
the individual’s point of view is insur- 
ance that fits his particular needs and 
requirements. 

The public was advised to carefully 
choose an agent—‘“one who is well pre- 
pared, well informed, and well paid for 
the important service he extends.” 

The ad concluded with the statement 
that reprints were available, upon re- 
quest, from the home office. 


Nov. Drive Honoring Ling 
Best in Am. Bankers History 


James G. Ranni, president of Ameri- 
can Bankers Life of Florida, announces 
that production of November was the 
highest in any one month since the com- 


pany started slightly more than two 
years ago. 
A sales campaign was conducted in 


honor of George S. Ling, the company’s 
executive vice president and actuary. 
The goal of $2,000,000 in submitted busi- 
ness was exceeded by $5,000. Final re- 
sults will be based on paid business, and 
the winners will be announced later. 

American Bankers Life is presently 
licensed in 23 states and the District of 
Columbia. 


PIONEERS IN 


INCOME PROTECTION 





Non-Cancellable, Guaranteed Renewable 





Sickness & Accident Income Protection 
and Family Hospitalization 
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JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


» Participating Life Insurance 


b All Forms of Group Insurance 


Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 





*LoyaL Protective Lire INSURANCE COMPANY 


BOSTON 





15, MASSACHUSETTS 





Life of Va. Appointments 

The Life Insurance Co. of Virginia 
has announced the following managerial 
changes: 

Raymond E. McCann has been named 
manager of the Roanoke, Va., district 
John F. Proffit, who 
was retired on December 1 after 39 
years of service. Mr. McCann entered 
the employ of Life of Virginia in 1940 
as an agent in Richmond and has served 
as associate manager in Richmond, as 
field training supervisor, and as man- 
ager of the High Point, N. C. district. 
He is a graduate of Hampden-Sydney 
College, where he was a _ three-letter 


man. 
N. Calhoun 
manager of the 


office to succeed 


Anderson has been named 
High Point, N. C. dis- 
trict office to succeed Raymond E. Mc- 
Cann..Mr. Anderson has been a field 
training supervisor for the past two 
years, prior to which he was an agent 
in Richmond and an associate manager 
in Columbia, S. C. He was educated at 
Augusta Military Academy and the Uni- 
versity of Virginia. 

James C. Shields, former field train- 
ing supervisor, has been made manager 
of the Rocky Mount, N. district 
office to succeed T. H. Miller, who will 
become a field auditor. Mr. Shields be- 
gan his career as an agent in Gadsden, 
Ala., and was later associate manager, 
3irmingham, Ala. district office. 

The Columbus, Ohio district office will 
be expanded ag two separate organi- 
zations. Horace Jobe and Charles FE. 
Gaul have been 1 nz ate managers of the 
districts, which will be designated Co- 
lumbus No. 1 and Columbus No, 2 
Henry L. Austin, manager of the Co- 
lumbus office for the past 31 years, was 
retired on December 4. 

Mr. Jobe joined Life of Virginia in 
W ashington, D. C.,, in 1934, was later 
an associate manager in that district 
office. Mr. Gaul entered the company’s 
employ in Cleveland in 1946, where he 
was promoted to associate manager. 
30th Mr. Jobe and Mr. Gaul have spent 
the past four years traveling for their 
company as field training supervisors. 

All of these managerial appointees are 
graduates of the LIAMA school of 
agency management. 





AVAILABLE—GRADUATE ENGINEER 


Construction engineer and superintendent 
desires insurance company connection doing 
inspection work on industrial, structural, 
commercial building, heavy construction 
roads, highways, sewers underground in- 
stallations, etc. 

Registered with National Safety Council 
as safety engineer. Willing to travel or 
will relocate. Have good knowledge of 
safety engineering in above fields. 

Contact: J. oi ND, Pe ee om he 
Brighton Station, Rochester 10, N. Y. Tele- 
phone: Pittsford 10514. 











John Hancock’s New Type 
Of Electronic Calculator 


A new type of electronic calculator 
has been installed at the John Hancock 
home office in Boston. Immediately it 
through the operation testing a 
new system for the calculation of com- 
missions involving more than 7,000 of 
the company’s agents around the coun- 


went 


try. 
The machine has reduced the number 


of steps in former accounting pro- 
cedures by more than 80%, according 
to Robert E. Slater, John Hancock vice 


president and controller. 

“This is a big step forward in the 
automation of business procedures,” 
he said. “The ability of equipment of 
this kind to remember a_ tremendous 
number of complicated office work in- 
structions and to execute them with 
unerring accuracy provides a_ revolu- 
tionary new management technique.” 

John Hancock officials attach great 
importance to the ability of the new 
electronic equipment to help them pro- 
vide better service to policyholders. 

The equipment, manufactured by In- 
ternational Business Machines Co., con- 
tains 2,200 vacuum tubes and 3,500 tiny 





germanium diodes—each equivalent to 
a vacuum tube. 
In addition to performing regularly 


scheduled work, the new machine will 
serve as an electronic proving ground 
for a number of departments within the 
company, and it is expected that addi- 
tional units will be acquired as experi- 
ence is gained. 
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David Marks, Jr., Agcy. 
In Enlarged Quarters 


MANY ATTEND HOUSEWARMING 


Latest Modernistic Arrangements and 
Decor; He’s Been 25 Years 
in Insurance 


David Marks, ‘Je, general agent of 
New England Mutual Life, New York 
City, was a host to a _ representative 
gathering of insurance people at the 
“open house” party held in the agency’s 
new office at 1 East Forty-seventh 
Street. The home office was represented 





DAVID MARKS, JR. 


by President O. Kelley 
eral vice presidents and other execu- 


Anderson, sev- 


tives. 

The agency’s enlarged quarters are 
a milestone in its progress as one of 
New England Mutual’s leading agen- 
cies. Friends were given an inspection 
tour of the offices and were impressed 
by the inviting atmosphere, the latest 
in interior decorating and, in particu- 
lar, General Agent Marks’ private office. 


25 Years in Life Insurance 


As of December 1 “Dave” Marks ob- 
served his 25th anniversary in the life 
insurance business. Twelve of those 
busy years have been spent with New 
England Mutual. He started in its New- 
ark, N. J., general agency and while 
there started to build up a following 
in the pension trust market in which 
he has personally specialized for many 
years. 

Mr. Marks’ personal production in the 
past decade was approximately $50,000,- 
000 excluding Group insurance. For 13 
consecutive years he has qualified for 
membership in the Million Dollar Round 
Table, being a life and qualifying mem- 
ber. 

Among his other activities Mr. Marks 
is a member of the Federal law and 
legislative committee of National Asso- 
ciation of Life Underwriters, also be- 
ing chairman of its subcommittee on 
pensions and profit sharing plans. He is 
chairman of the public relations com- 
mittee of Million Dollar Round Table. 
In 1940 he was president of the New 
Jersey CLU Chapter. Frequently, he 
has spoken before accounting, law and 
life insurance gatherings. 


Equitable N. Y. Dividends Up 


Equitable Society announced that dur- 
ing 1955 it expects to pay a _ record 
$66,000,000 in dividends to holders of its 
Ordinary insurance and annuity con- 
tracts. This is an increase of approxi- 
mately $6,000,000 or 10% above the 
amount set aside for 1954. 





Prudential Announces 
Canadian Field Changes 


THREE NEW DISTRICTS FORMED 


Hutchinson, Silverstone, Lamoureux, 
Gilding, Parsons, Lewis Promoted; 
35 Districts Now in Canada 


Changes in the Canadian field organi- 
zation of The Prudential have been an- 
nounced by Robert M. Green, vice 
president in charge of Canadian opera- 
tions. They include the formation of 
three new districts, and several key 
promotions in the agencies management 
staff of the company. 

The new districts will be known as 
Toronto Lakeshore, Toronto Northwest 
and Sherbrooke. Marking another step 
in the Prudential’s expansion in Canada, 
they bring to 35 the number of districts 
now operating in that country. 

Among the personnel appointmentns 
announced by Mr. Green were the pro- 
motion to manager of Wallace S. 
Hutchinson, George F. Gilding, Marcel 
Lamoureux, Saul Silverstone, L. E. Par- 
sons, CLU, and D. K. Lewis, CLU. 

Careers 

Wallace S. Hutchinson, who has been 
promoted to manager of the Lakeshore 
district has been associated with Pru- 
dential since 1935 when he joined the 
Toronto 1 district as an agent. He rose 
to staff manager five years later, and 
remained in that position on until his 
recent promotion and transfer. 

Also in the Toronto area, George F. 
Gilding has been named manager of the 
Toronto Danforth district. Formerly a 
staff manager in Toronto Scarborough, 
Mr. Gilding joined the Prudential 13 
years ago as an agent in Scarborough 
and was promoted to staff manager in 
1944. 

Marcel Lamoureux, manager of the 
Sherbrooke district, has served as an 
agent, staff manager and training con- 
sultant since going with Prudential four 
years ago. He was an agent in Mon- 
treal Laurier, and a staff manager in 
Three Rivers before being posted to the 
Canadian head office as a training con- 
sultant this year. 

A second promotion in Quebec Prov- 
ince went to Saul Silverstone, who has 
been named manager of the Montreal 
Park Avenue district. He has spent his 
entire Prudential career in the district 
he now manages, starting as an agent 
in 1947 and rising to staff manager two 
years later. 

Leslie E. Parsons, CLU, a staff mana- 
ger in the Ottawa district since 1942, 
has been transferred to Sault Ste. 
Marie and promoted to manager of the 
district. Active in the Canadian Life 
Underwriters Association, Mr. Parsons 
has been with the Prudential since 1940. 

Until his promotion to manager of 
the Halifax district, D. Kenneth Lewis, 
CLU, had been associated with the Ed- 
monton district since going with the 
company 18 years ago. He began as 
an agent in Edmonton in 1936 and was 
promoted to staff manager in 1938. 

In addition to the above mentioned 
promotions, Mr, Green announced_the 
transfers of four other managers. Fred 
H. Daniels has been transferred from 
the Humber district to the newly- 
created Toronto Lakeshore district. 
Stafford Sumner has been transferred 
from the Toronto Danforth district to 
Toronto Downtown. H. E. Fryer has 
been transferred from Montreal Snow- 
don district to Toronto Humber and 
Saul Kotler has been moved from 
Montreal’s Park Avenue district to 
Montreal Snowdon. 


William C. Woodard Dead 

William C. Woodard, 65, general agent 
in Rocky Mount, N. C., for Atlantic Life 
of Richmond, Va., died recently, follow- 
ing an illness of several months. 

Mr. Woodard has just completed 42 
years of service with Atlantic Life. Un- 
til recent years, he was among the lead- 
ing producers of the company. From 
1928 to 1942, he served Atlantic Life as 
a member of the Board of directors. 





Home Life Dolls for Refugee Children 





Thirty children in German refugee 
camps will get an extra touch of happi- 
ness at Christmas this year, thanks to 
women of the Home Life. 

As part of a yearly campaign in the 
company’s home office, 30 distinctively 
dressed dolls have been shipped to refu- 
gee camps at Bemsheim-Auerbach and 
Unperjettingen. These camps are havens 
for those who have fled the Iron Curtain 
countries of East Germany, 
Czechoslovakia, and Hungary. 

More than 300 dolls were distributed 
to Home Life women at the drive’s start 


Poland, 


Pritchard’s Caubihansy bli 
Trustee of NALU Announced 


The candidacy of Oren 
long-time association worker, for trustee 
of NALU was announced by Claude 
Jones, general agent, Connecticut Mu- 
tual, Indianapolis, retiring Indianapolis 
trustee who will serve as Mr. Pritchard’s 
campaign manager. Pritchard is man- 
ager for Union Central in Indianapolis. 

Last year’s chairman of the nomina- 
tions and state law and legislation com- 
mittees, Mr. Pritchard, 25-year member 
of NALU, 
tion capacities since 1935 when he was 
vice president of the Fort Wayne, Indi- 
The Indiana state asso- 


Pritchard, 


has served in official associa- 


ana, association. 
ciation has long had before it a continu- 
ing resolution to back Mr. Pritchard for 
any NALU post he might seek. 

In addition to his vice presidency with 
the Fort Wayne association, Mr. Pritch- 
ard has served as secretary, vice presi- 
dent, and president of the Indianapolis 
and of the Indiana associations and as 
vice president and president of the Gen- 
eral Agents & Managers association of 
Indianapolis. For 15 years he has served 
as legislative chairman for the Indian- 
apolis and Indiana groups and is credited 
with having more to do with shaping 
the Indiana insurance code and rulings 
than any other individual in the state. 

At the national level, the candidate has 
served on the state law and legislation, 
Federal law and legislation, Group in- 
surance, Social Security, agents’ quali- 


weeks ago. The dolls were 


several 


dressed, many of them in hand-made 


costumes, and exhibited for a week in 
the company’s home office. 

With the 30 dolls already having left 
for Germany, some 270 more are to be 
distributed to children’s homes in the 
New York area. Among them are the 
Brooklyn Home for Children, the Chil- 
dren’s Aid Society, Mount Loretto, and 
Bellevue Hospital. 

Called “Dolls for Girls,” the drive is 
complemented by another Home Life 
campaign, “Toys for Boys,” which oper- 
ates on a similar basis. 


BMA Milwaukee Meeting 


An annual state sales meeting of Busi 
ness Men’s Assurance was held Sunday 
and Monday, December 12 and 13, at 
the Hotel Plankington in Milwaukee 
Forty-eight Wisconsin representattives 
and their wives attended the two-day 
corference. 

G. A. Diehl, manager of the Milwau- 
kee branch office of BMA, was in 
charge of all arrangements for the 
meeting and presided at the business 
sessions. 

This has been an outstanding year for 
the company’s Wisconsin sales organiza- 
tion and during November, a company 
campaign month, the Milwaukee branch 
office reported a life insurance produc- 
tion of more than $1,250,000. 

The Home Office was represented at 
the meeting by L. D. Ramsey, vice presi- 
dennt and controller, and Lile Hopkins, 
sales assistant. 


fication law, and nominating committees 
He has been chairman of the subcom- 
mittee of agents’ qualification, chairman 
of state law and legislation both last 
year and this, and last year’s chairman 
of the nominating committee, on which 
he served two years. 

Entering “ business his junior year 
at Franklin College, Franklin, Ind., in 
1924, the candidate moved to Miami, 
Florida, a year later, returning to Indian- 
apolis in 1928 with American Central 
Life, now American United. 

In 1934, Mr. Pritchard was appointed 
assistant state manager by Union Cen- 
tral Life. Later that same year, he was 
made manager of a new Union Central 
branch in Fort Wayne. He returned to 
Indianapolis two years later in his pres- 
ent capacity as state manager for the 
company. 
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Dividend Tax Opposed 
By National Life Head 


DEANE DAVIS AT WASHINGTON 





Holds Levy Discriminatory, a Tax on 
Capital and Inequitable Between 
Individual Companies 





Washington—A proposal to tax cer- 


tain types of life insurance dividends, 
while excluding others, was opposed 
Tuesday as “discriminatory and inequi- 


capital and not upon 
man- 


table, a tax upon 
incentive to unsound 


doubtful constitu- 


an 
decisions, of 
veritable 


income, 
agement 
tionality and a invitation to 
manipulation designed to lessen the im- 
pact of the tax,” by Deane C. Davis, 
president of National Life of Vermont. 

Mr. before a subcom- 


Davis testified 


mittee of the House Ways and Means 
Committee, conducting hearings on 
methods of taxing life insurance com- 


He opposition to 


appeared in 


panies. 

the so-called “dividend alternative,” 

which has been advanced by three in- 
associations as their recom- 


surance 
Subcommit- 
Curtis, Rep., 


mended basis for taxation. 


tee chairman is Thomas B. 
Missouri. 

This proposal would measure the tax- 
companies 
take 25% 


ex- 


able income of life insurance 
by a formula 
of dividends to policyholders after 
cluding dividends on Group life insur- 
annuities and other-than- 
life business, adding to that amount 
3%4% of the mean of reserves for other- 
than-life business, and making a_ pro- 
portionate deduction on account of ex- 
empt interest and the dividends received 
credit. 

Mr. Davis said that this 
applied to a mutual life insurance com- 
would be a tax capital and 


which would 


ance, Group 


proposal, 


pany, on 
not upon income. “There is no more 
reason for imposing a tax upon the 
return of this capital than there is 


when a bank returns a deposit of capital 
to a depositor,” he asserted. “Moreover, 


the policyholder has already been sub- 
jected to individual income taxes in 
the process of acquiring this capital.” 
Effect on Companies Differs 
Mr. Davis said that a tax upon divi- 
dends, based on a factor on 25%, is 
discriminatory and inequitable hebwben 
individual insurance companies. “No 


two companies are precisely alike in the 
type of insurance sold. Any method 
of taxation which fails to take account 
of variations in the activities of dif- 
ferent companies must inevitably result 
in discrimination in its effect among 
companies,” he said. 

The proposed tax would be an incen- 
tive to unsound management, Mr. Davis 
asserted, because there would be an 
obvious temptation to reduce gross pre- 
miums charged on policies to lessen or 
eliminate the possibility of being taxed 
on dividends. This would sacrifice the 
margin of safety on which a well-man- 
aged insurance company should operate. 

In addition, the National Life presi- 
cent said that the proposed tax has no 
logical philosophical basis. “There is no 


logic in saying that for certain com- 
panies there will be substituted for 
investment income an alternative meas- 


ure which is not income and which bears 
relationship to 


no necessary income, 
he said. “Even if it can be shown that, 
for the life insurance industry as a 
whole, 25% of policyholders’ dividends 


is ccnioakans of 15% of investment in- 
come, this relationship will certainly not 
hetd for all companies, since it is an 
average composed of companies both 
below and above the average.” 

Mr. Davis said that the proposal was 
of doubtful constitutionality. He said 
the Supreme Court has handed down 
many decisions offering various defini- 
tions of the word “income,” but in none 
of these does it appear that the court 


New Life of Va. Agency 


Life Insurance Co. of Vi irginiz 1 has 
established an agency office in Fort 
Lauderdale, Fla. Theodore R. Moore 


and J. Jay Barnett have been appointed 
co-managers. 

A graduate of Ohio State and of the 
University of Michigan Law School, Mr. 
Moore has been engaged in the life in- 
surance business in Evanston, III, for 12 
years. Seven years ago he ‘established 
an office in Miami and a home in Fort 
Lauderdale. 

Educated at Bethany College in West 
Virginia, and Banks Business College in 
Philadelphia, Mr. Barnett has lived in 
Florida since 1939. He has completed 
the LUTC courses and has on two occa- 
sions received the N.Q.A. 





has ever adopted the theory that actual 
disbursements, or a_ portion thereof, 
constitute income, within the meaning 
of the proposal, which would amend the 
Internal Revenue Code relating to the 
taxation of the income of life insurance 
companies. 

Mr. Davis said that he favored a tax 
of 64%% of net investment income as 
“the most equitable, most easily admin- 
istered and most satisfactory practical 
solution all around both to the Govern- 
ment and to the insurance industry.” 


Occidental Now in Boston; 


W. G. Condon Made Mgr. 


W. Gleason Condon, for the past eight 
years an agent for Occidental Life of 
California in Baltimore, has been named 
Occidental’s newly-opened 
branch office in Vice President 
William B. Stannard announced. Lo- 
cated at 807 Chamber of Commerce 
Building, 80 Federal Street, Boston, the 
new branch is the first Occidental office 
to be opened in Massachusetts. 

Mr. Condon joined  Occidental’s 
Howell King agency, Baltimore, in 1946, 
and since that time has had many hon- 


manager of 
Boston, 


ors as one of the company’s top  pro- 
ducers. He is a life member of the 
Million Dollar Round Table, and_ for 
five consecutive years he has won the 


A member of 


National Qualitv Award. 
Club, Condon 


Occidental’s Millionaires 
has qualified for company conventions 
five times, including three Top .Club 
meetings, and on two occasions was 
named Occidental’s Agent of the Year. 

He attended University of Michigan 
and has been active in Baltimore civic 
affairs as a member of the local Life 
Underwriters Association, the Lions 
Club, and the Advertising Club. 
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“T haven't sold anyone yet, but its been fun trying!” 


Bankerslifemen Enjoy Their Work 


Even when they aren’t making calls in theatrical dressing 
rooms Bankerslifemen enjoy their work . .. and like it best 


of all when they make sales. 


That isn’t a completely selfish attitude, at all. The desire 
to render a valuable service ... and an appreciation of the 
good feeling which comes from doing so... is instilled in a 
Bankerslifeman from his first days in his agency office. 
That’s why he really enjoys helping people solve the prob- 
lems of life and living through his service. 


This service-mindedness which makes the Bankerslifeman 
enjoy his work helps make him the kind of life underwriter 
you like to know as a friend, fellow worker or competitor. 
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COMPANY 
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ACTUARIAL POSITION 
OPEN 


In rapidly growing life insurance 
company located in New York 
City. Associate or Fellow of 
S. O. A. Excellent career oppor- 
tunity. Our staff knows of this 
advertisement. 


Box 2275 


The Eastern Underwriter 
93-99 Nassau St., New York 38 














Cerf Agency, State Mutual, 
Had $1,700,000 in November 


With a total paid-for production ex- 
ceeding $1,700,000 for November, the 
Louis A. Cerf, Jr., agency, in New York 
City, posted the largest amount of life 
insurance ever produced in one month 
by one agency in State Mutual Life’s 
110-year history. Practically all of this 
total was contributed by the agency’s 
full-time agents. 

By writing $495,000 of new business, 
Frankland F. Stafford, a perennial mem- 
ber of the Million Dollar Round Table, 
was not only the agency’s leading asso- 
ciate for the month but also became the 
company’s top career underwriter for 
the year to date. 

The Cerf agency is already assured of 
having the best year since it was 
founded in 1916, and as of December 1, 
leads State Mutual’s other 65 nationwide 
agencies. 

Louis A. Cerf, Jr., currently president 
of State Mutu: i’s General Agents As- 
sociation, is a veteran of 35 years in 
the business. After receiving his educa- 
tion at Princeton University and com- 
pleting overseas Army service in World 
War I, he began his life insurance ca- 
reer as an agent for Mutual Benefit Life. 
In 1929, when he was assistant manager, 
he resigned to become a general agent 
for Fidelity Mutual, a position he held 
for 10 years before joining State Mutual 
as a general agent in New York. In the 
15 years he has directed the agency, it 
has grown rapidly and this year will pay 
for more than $7,000,000 of new business. 


Brokers Attack Muscians 


° : Sas 
Union Getting Commissions 
Greater New York Insurance Brokers 

Assn. has filed a brief at the request of 
Superintendent Alfred J. Bohlinger in 
which the payment of commissions on 
Group life and disability insurance on 
members of Local 802, AFL Musicians’ 
Union to Musicians Service Corp. is 
called a rebate and discriminatory in 
violation of the insurance law. Superin- 
tendent Bohlinger had promised the 
brokers to submit the brief to the at- 
torney general but an opinion on the 
matter would probably not be forth- 
coming until after the change of admin- 
istration in both the Insurance Depart- 
ment and the attorney general’s office. 


Robert P. Hale Appointed 


Robert P. Hale has been appointed 
associate director of agencies for Re- 
public National Life, Dallas, according to 
Clarence J. Skelton, vice president and 
director of agencies. 

Mr. Hale, who was formerly brokerage 
manager, will be responsible for agency 
supervision. His experience covers a pe- 
riod of 15 years in the life insurance 
business as a producer, supervisor and 
brokerage manager. 

With the promotion of Mr. Hale, the 
agency supervisory staff will consist of 


Larry Cardwell, regional director for 
Illinois, Indiana and Michigan; Jim 
Galloway, agency supervisor in the 


southern division; and B. Hix Smith, 
agency supervisor in North Texas, Okla- 
homa, Nebraska, Kansas and South Da- 
kota. 
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Variable Annuity Committee 





RICHARD B, EVANS 


The Joint Legislative Committee of 
Life Insurance Association of America 
and of American Life Convention has 
appointed a sub-committee to consider 
the over-all subject of variable annuifies, 
including legislation. Chairman of the 
sub-committee is Richard B. Evans, 
president of Colonial Life. 


AMERICAN GENERAL PLAN 
Will Expand in a Number of States 
After Merger With American 
Reserve of Omaha 
B. N. Woodson, president, American 
General of Houston, which recently 
bought American Reserve of Omaha, 
said this week that the consolidated 
statement at the end of this month will 
show approximately $41,000,000 of assets 
and $275,000,000 insurance in force. Both 
companies are now operating as separate 
entities, but eventually American Re- 
serve will be merged into the American 
General. After the merger Raymond 
Low, president of American Reserve, 
and Harold Hutchinson, executive vice 
president, will continue with the or- 
ganization of which Mr. Woodson will 

be president. 

Mr. Woodson said to The Eastern 
Underwriter: “Each company is 30 years 
old. The American General has hereto- 
fore written no business outside of 
Texas. We bought the American Re- 
serve as it gives us opportunity to ex- 
pand in a number of states. American 
Reserve cperates in ten states. When 
the companies are eventually merged we 
will begin an expansion program which 
will include appointment of additional 
general agents and we expect to enter 
a number of other states.” 


Northwestern Mutual’s 
Agency Building Clinic 

Eighteen recently appointed general 
agents of Northwestern Mutual Life are 
attending the firm’s seventh annual agen- 
cy building clinic and refresher workshop 
at the Milwaukee home office this week. 

During the five-day session each gen- 
eral agent personally prepares a 1955 
building program for his own agency. 
Emphasis is placed on the recruiting and 
training of new men, according to Har- 
old W. Gardiner, director of education 
and field training at Northwestern Mu- 
tual. With lectures kept to a minimum, 
most of the five days is being devoted 
to discussions and workshops. Mr. Gardi- 
ner said the general agents ‘will put their 
new programs into action upon returning 
to their agencies. 

The general agents, coming from all 
parts of the country, range in experience 
from newly appointed general agents to 
those with a few years experience. 


Washington Tax Hearing 


(Continued from Page 6) 
larger surplus because of the possi- 
bility of greater fluctuation in mortality 
experience and investment result. Again, 
as a generality, this has been the pattern 
of the business. 

“As a matter of fact, a safe margin 
of surplus over stated liabilities is an 
individual company problem depending 
upon the type, character and spread of 
insurance at risk, the administrative ex- 
pense ratio achieved by the company 
depending on its type of operation and 
the stage of its progress, its reserve 
basis and the characteristics of its in- 
vestment portfolio. It is a problem to 
which no one but the management can 
give an informed and authoritative an- 
swer because such surplus to be ade- 
quate must be proportioned to both the 
magnitude and the character of the 
risk. The actual surplus now maintained 
by the various companies is significant. 
It has been accumulated to the present 
level without the impact of tax policy as 
an influencing factor. The fact that 
stock companies have put a larger pro- 
portion of their yearly margins into sur- 
plus and used less for the distribution of 
dividends to stockholders is complete 
proof of the necessity of present sur- 
plus levels in proportion to liabilities 
in the judgment of the management. 
Every manager of every enterprise likes 
to pay dividends to stockholders as cir- 
cumstances justify. In life insurance, 
there has been no tax impact in con- 
nection with dividends, yet the record 
discloses that with few exceptions, divi- 
dend distribution to stockholders has 
been extremely modest simply because 
the character of the business did not 
justify paying larger dividends and still 
permit the maintenance of adequate total 
surplus funds in proportion to liabilities. 
As a matter of fact, many thoughtful 
men in the business seriously believe 
that in view of the reserve structure 
the business may be_ under-capitalized. 
It is true that in the last few years ap- 
parent margins remaining from yearly 
operations have been greater and there- 
fore accretions to surplus have been 
larger than in the depression years of 
the ’30’s or in the ’40’s when rigid con- 
trol of the investment markets seriously 
limited a normal investment return. Life 
insurance is a long-term business. Eco- 
nomic conditions are subject to serious 
and sometimes sudden change: It is 
wisdom as old as Joseph’s in the day 
of the Pharaohs to save in the fat 
years for the lean years to come. Life 
insurance has been able to withstand the 
shocks of war, pestilence, and panic be- 
cause it has been permitted to build 
strength in the day of prosperity against 
the day of adversity and, parenthetically, 
few things in our whole economy make 
more difference to more people than the 
assured strength and incontestible sol- 
vency of life insurance. 

Money Rates, Assets Ratios 


“Furthermore, money rates have al- 
ready eased considerably during 1954 
and, in the judgment of most experts, 
the long-term trend of investment earn- 
ings is definitely downward. The last 
long-term government bond issue which 
showed an average yield of 3.16% for the 
vear 1953 was selling at a 2.65% vield 
basis in October of this year. Triple A 
corporate had dropped from 3.20% to 
2.89%. Doub'e A’s had dropped from 
3.31% to 3.05% and A’s from 3.47% to 
3.14%. Furthermore, most of the market 
bonds purchased in 1952 and 1953 were 
issues containing a callable provision 
and therefore are subject to refinancing, 
and many are now being called. A mod- 
erate decline in the current unprece- 
dented building boom could easily result 
in an over surplus of investment funds 
in this field and a consequent reduction 
in investment return. The point is that 
the last two or three years have been 


untypical, providing greater margins 
than normal in the last decade. This 
emphasizes the long-term nature of the 
life insurance business and that the tax 
structure should not be built around the 
operations of two or three particularly 
favorable years but be based on the 
long- term view. 

The following statistics relating to a 
group of representative stock companies, 
including the largest, having 60% of the 
assets of all United States stock compa- 
nies, are illuminating. In the aggregate, 
their proportion of capital and surplus 
funds to assets in 1942 was 8.6%. In 
1953, it was 9.8% after paying dividends 
to stockholders averaging annually only 
25% of the capital and surplus funds 
during the period. Had these companies 
been taxed at the present corporate rate 
on their annual increase in capital and 
surplus before stockholders dividends 
year by year, their total surplus funds 
would have been reduced by over 30% 
from 9.8% of assets to 6.6% of assets, a 
figure substantially below the level gen- 
erally considered adequate for this class 
of compez anies. As a matter of fact, had 
these companies been taxed over the 
spme period on the general corporate 
plan at current top rates, they would 
have suffered an actual loss in capital 
and surplus funds in relation to assets 
had no dividends whatever been paid to 
stockholders. 


Life Insurance Stocks 


“In the staff report emphasis has been 
mlaced on the recent fantastic rise in 
the price of life insurance stocks, pre- 
sumably with the implication that this 
fact should have some effect upon the 
income tax structure. As well pointed 
out bv Mr. Menge, president of the Lin- 

olin National Life Insurance Company, 
‘The matter of taxation of life insurance 
companies should not be judged by the 
price which stocks command in the stock 
market but rather from the point of 
view of whether or not companies are 
able to maintain a satisfactory relation- 
ship of capital and surplus to insurance 
in force and liabilities.’ The present 
level of life insurance stocks is a phe- 
nomenon of, which we hope is not an 
omen in, the present bull market. On 
September 30. 1929, a share of stock in 
the Aetna Life Insurance Company sold 
at $75 in the market. The book value 
was $18.75. The yield at market was 
1.07%. On January 1, 1943, the market 
price Was $15; the book value was 
$14.05; the yield was 4.6%. In June of 
1954, the market price was $134; the 
hook value was $50.40; the yield was 
1.68%. This pattern pervades all insur- 
ance stocks.” 
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Krauss Agency Reception 
In Remodeled Offices 


WILLIAM KRAUSS 


Staff members and friends of the Wil- 
liam Krauss agency, Union Casualty & 
Life of Mount Vernon, N. Y., with 
offices in Hempstead, L. I., were enter- 
tained at a reception recently, in newly 
centrally located at 

The agency, which 
Krauss less than 


offices 
Avenue. 


remodeled 
233 Fulton 
was organized by Mr. 
a year ago, maintains a full-time staff 
and is completely equipped for broker- 
age service. 

Mr. Krauss, a graduate of St. Lawrence 
University with an LL.B. degree, is a 
member of the Bar of the State of New 


York. He was a successful practicing 
attorney prior to his entry into the 
armed forces during World War II, 
where he served overseas with the 
United States Claim Service for four 
years. 

A CLU, Mr. Krauss has appeared on 


various life insurance panels both at re- 
gional and national conventions. He is 
currently teaching Part C of the CLU, 

_aws, Trusts and Taxes, at Mineola, 
w I. He has long been active in the 
affairs of industry associations and has 
served as au officer of the Fort Greene 
Lodge, F & A. 

The delegation of home office officials 
attending the Krauss Agency reception 


included Roy A. Foan, vice president 
and director of agencies; A. Maxwell 
Kunis, vice president and actuary; Aart 


Hoogenboom, assistant director of. agen- 


cies. 


Public Relations Man Chase 
Speaker Before Life Assn. 


W. Howard Chase, partner in Selvage, 
Lee & Chase, public relations firm, ad- 
dressed the Life Insurance Association 
of America in New York last week. 

“An inescapable conclusion is that to- 
day’s business leaders must be and act 
like the apostles of freedom,” he said. 

“They must proclaim the dynamic truth 
that the revolution for man’s spirit and 
greater dignity is at its beginning—not 
its end. In that amazing revolution, 
whereas the tyrants have a vested in- 
terest in bondage, today’s business lead- 
ership has a vested interest in freedom, 
freedom of the market place of ideas, of 
spirit.’ 





HAIGHT, DAVIS & HAIGHT, Inc. 
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Joint Selection Committee 


To Hold Exams in May, 1955 


The Joint Education and Examination 
Committee of Home Office Life Under- 
writers Association and Institute of 
Home Office Underwriters will hold an- 
other examination on underwriting in 
May, 1955. 

The examinations consist of two parts. 
Since the Joint Committee was estab- 
lished in 1948, 352 candidates have passed 
Part I, and 273 candidates passed Part 
II, representing about 70% of all candi- 
dates who took thé examinations. 

To be eligible to take the underwriting 
examinations and qualify for a certifi- 
cate of proficiency a candidate must: 

1. Have credit for LOMAI examina- 
tions 1, 2, 3 and 4, or parts I and II of 
the General Proficiency Course set by 
the Life Insurance Institute of Canada; 
2. Be actively working in home office 
underwriting; and 

3. Be recommended by a member of 
either the association or institute. 

Additional information regarding sug- 
gested reading and manner of making 
application for the examination may be 
obtained from Edward H. Sweetser, 
secretary-treasurer of the Joint Educa- 
tion and Examination Committee, New 
York Life Insurance Co., 51 Madison 
Avenue, New York 10, N. Y. 


P. N. Eckman Dies; Retired 


Hancock Vice President 

Philip N. Eckman, 68, retired vice 
president of the John Hancock, died re- 
cently in Natick, Mass. 

Mr. Eckman, at the time of his retire- 
ment in 1949, had been 47 years with the 
company’s home office in Boston. He 
joined the Hancock in 1902 as an office 
boy in the Industrial policy department 
and was later transferred to the under- 
writing department. 

Joining the company’s Group depart- 
ment at the time of its formation in 
1924, Mr. Eckman was pioneer of the 
Group insurance plan in the John Han- 
cock. He was made manager of that de- 
partment in 1940, second vice president 
in 1942 and vice president six years later. 

Born in Sweden, Mr. Eckman moved 
here as a child and grew up in the Rox- 
bury, Massachusetts section. Later he 
lived for several years in Wellesley. He 
was an active member of the Dudley 
Street Baptist Church and Masonic 
groups. 

He leaves a son, Richard B., of Bos- 
ton; a daughter, Mrs. Frederick Pemple 
of Medfield; his mother, Mrs. Julia Eck- 
man of Boston ; a sister, Elsie M. 
Eckman of Boston; and a_ brother, 
Harry, of Detroit. 
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? 2 Which Does Your Prospect Prefer ? 7 


“AR or NON -PAR 


Whichever the choice Manufacturers Life offers 


A SPECIAL LOW COST CONTRACT 


NON-PAR e Reduced Rates make our famous 
Guaranteed Maximum Protection Plan a 
leader in the Whole Life Non-Par field. 


PAR 


e We now offer a new Preferred Whole 


Life Par Policy with extremely low net 
annual payments. Check the table below. 


20 Year Summary—$10,000 Face Amount —lIllustrating Low Net Payments 


Assuming dividends taken in cash 

















ry - 1 Average Annual Average Annual 

ot issue aati dividends | tat garment. | cost Event, 
25 $169.10 $21.30 $142.00 $134.90 
35 231.00 32.30 190.90 181.80 
45 329.30 43.10 276.00 264.60 














tThis is not a guarantee, estimate or promise of dividends or results. 
It is an illustration based on dividends approved for distribution in 1955. 


ADDITIONAL FEATURES OF BOTH CONTRACTS 


* $7500 minimum 


% Ages0-80 + Substandard too 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE * CHICAGO °* 


CINCINNATI 
HONOLULU * LANSING * LOS ANGELES * NEWARK °¢ 


¢ CLEVELAND °¢ 


DETROIT * HARTFORD 
PHILADELPHIA * PITTSBURGH 


PORTLAND * SAGINAW * SAN FRANCISCO © SEATTLE * SPOKANE 


Also licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 





PENSION CONSULTANT 


Leading firm of pension consultants inter- 
ested in adding an account executive on 
pension plans. Must be familiar with 
actuarial aspects and contract provisions, 
preferably based on experience with an 
insurance company. Our staff knows of this 
advertisement. Replies held confidential. 
Box 2276, The Eastern Underwriter, 93 Nas- 
sau Street, New York 38. 











Heads Springfield Agency 





CHARLES V. 


DURR 


Charles V. Durr, of Huntington, W. 
Va., has been chosen to head the Spring- 
field, Ill, general agency of Northwestern 
Mutual Life. He will succeed Evans E. 
Cantrall, the dean of Northwestern Mu- 
tual agents. The appointment is effective 
January 1, according to Grant L. Hill, 
vice president and director of agencies. 

A district agent in Huntington since 
1949, Mr. Durr developed an organization 
which last year ranked 23rd among the 
Milwaukee company’s 215 district agen- 
cies. Mr. Durr, who joined Northwestern 
Mutual in 1942, last year qualified for 
the Million Dollar Round Table by per- 
sonally selling more than one million 
dollars worth of life insurance. 

At 70, Evans Cantrall can look back 
on 37 years as a general agent and 48 
years of continuous service heading the 
same Northwestern Mutual agency. In 
1906 at the age of 22, Mr. Cantrall suc- 
ceeded his father as district agent in 
Springfield. The Springfield territory 
was made a general agency in 1917 with 
Mr. Cantrall as general agent. During 
his career, Mr. Cantrall has served as 
secretary, vice president and president 
of Northwestern Mutual’s Association 
of Agents and as president of the Spring- 
field Association of Life Underwriters. 
He has also been active in civic affairs. 


General American Sales 


The highest Ordinary production 
month in its history was scored this 
November by General American Life. 
For the first time one month’s Ordi- 
nary sales exceeded $10,000,000. Signifi- 
cantly, this new record was set during 
a non-campaign month and was the sec- 
ond time in 1954 that all previous 
monthly production records for Ordi- 
nary life sales were topped. 

General American expects to close 
the current year with a total Group life 
and Ordinary volume in force of over 
$1,750,000,000. 
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D. W. Tibbott Made Director 
Of Information Services 


DAVID W. TIBBOTT 


The New England Mutual has estab- 
lished a new department of information 
services, a staff unit under the presi- 
dent’s office, to be headed by David W. 
Tibbott as director of information serv- 
ices. 

The new department, which will inte- 
grate the company’s primary communica- 
tions functions consisting of advertising, 
public relations and publicity, will be re- 
sponsible for coordination with the other 
closely allied fields of policyholder rela- 
tions, sales promotion, publications, and 
personnel relations. 

Heading the units of the information 
services group are Lee Barrett, whose 
appointment as assistant director of ad- 
vertising was recently announced; Fran- 
cis W. Hatch, Jr. public relations as- 
sistant, and Donald G. Abbott, publicity 
assistant. 

Mr. Tibbott, widely known in the life 
insurance advertising field, joined New 
England Mutual as director of advertis- 
ing in 1939. His previous experience 
includes advertising positions with the 
Boston Globe, Batten, Barton, Durstine 
and Osborn, and the Curtis Publishing 
Co. He is a past president of the Life 
Advertisers Association, has just com- 
pleted a term as a director of the Asso- 
ciation of National Advertisers, and has 
served as a director of the Boston Ad- 
vertising Club. 


Named Field Supervisor 

Robert, James Malcolm has been ap- 
pointed field supervisor, Ordin: iry agency 
division, Life Insurance Company of 
Virginia. 

Prior to service in World War II he 
attended Duke University and the Col- 
lege of Charleston. Following his dis- 
charge as a Lt.-Colonel he attended 
Presbyterian College and the School of 
Insurance Marketing of Southern Metho- 
dist University. 

Since entering the life insurance busi- 
ness in 1946 he has had experience as a 
personal producer, as an agency super- 
visor and as an agency manager. 

Mr. Malcolm will make his headquar- 
ters in Richmond. 


NAMED BY PAN - AMERICAN 

Elmon W. Doty and Vincent J. Quarta- 
raro have been appointed general agents, 
effective immediately, for Pan-American 
Life in Beaumont, Texas and surround- 
ing territory. 

Both Mr. Doty and Mr. Quartararo 
have been associated with Pan-American 
for several years as associate general 
agents to the late N. Whitehurst, 
who was general agent in Beaumont for 
the company for over 22 years. 














Sales Robot 


THE SELF-SERVICE UNDERWRITING KIT 







a new concept mn 


& group insurance 
iN a> 
selling ! 


Until Sir Isaac Newton sat under a tree and had an apple fall on his 
head nobody placed any importance on such an occurrence other than 
a simple “Drat’.” Sir Isaac recognized the force of Gravity, and, 
subsequently, everyone gave gravity its due and wanted in on the act. 


The same holds true in Group Insurance! Insurance men, not realiz- 
ing that group selling can be simplicity itself, are waiting for it to 
be “discovered” before going after the ripest, most profitable plum 
in the business! 


U. S. LIFE... leader in the group field, now makes it possible for 
you to stop groping and start GROUPING for real volume with 
SALES-ROBOT®... a new unique self-selling kit. 


SALES-ROBOT® makes it possible for you to 


e PLAN your group sales activity 

e SELL your own prospective clients 
e UNDERWRITE your own groups 
e BIND your own cases without delay 


If you’re not using SALES-ROBOT® yov’re losing sales and com- 
missions. Reserve your ROBOT ... now! There’s a new horizon in 
group selling awaiting you. 


Stop groping... start GROUPING! 


Write now to your U. S. Life general agent or to 


(Uonraa Savas! 


LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


The UNITED STATES LIFE INSURANCE CO., Dept. EU-12 
84 William Street, New York 38, N. Y. 

Gentlemen: Please send us complete information on The Sales Robot and 
Group Selling. 
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Flint General Agent for 
Northwestern Mutual Life 





ALBERT I. ROEDER 


Albert I. Roeder, of Lima, Ohio, has 
been appointed Flint, Michigan, general 
agent of Northwestern Mutual Life. Mr. 
Roeder will succeed Gain M. Stinson, 
who is retiring from agency work De- 
cember 31, according to Grant L. Hill, 
vice president and director of agencies. 

A Northwestern ,Mutual agent since 
1948, Mr. Roeder has headed the Lima 
district agency for nearly four years. In 
the first year, the Roeder agency ranked 
22nd in sales among the Milwaukee 
company’s 215 district agencies. By 1953 
the agency has climbed to 14th place 
and it is currently ninth. The agency 
has sold more than $1 million of insur- 
ance each year since Mr. Roeder took 
over and last year the total reached 
nearly 13%, million. Mr. Roeder has also 
written a substantial volume of business. 

Mr. Stinson joined Northwestern Mu- 
tual in 1920, became a leading agent for 
the Grand Rapids district agency and 
qualified for the company’s Marathon 
Club from 1923 to 1926 by writing one 
hundred lives each year. He was ap- 
pointed district agent at Grand Rapids 
in 1924 and ten years later became gen- 
eral agent at Flint. He plans to continue 
representing the company and serving 
his personal customers as special agent 
in Flint. 


Northwestern Mutual Life 


Sets Production Records 

Two new records have put the North- 
western Mutual Life in a position to sur- 
pass the best year in its history. The 
highest November sales in history and 
the largest sales total for the first eleven 
months of any year are the company’s 
latest achievements. 

During November, Northwestern Mu- 
tual agents sold more than $40 million 
of insurance, an increase of 3% over 
the November, 1946 record. Sales for the 
first eleven months of 1954 totaled more 
than $476 million, a boost of 3% over 
the previous eleven-month record, set 
last year. 

Northwestern Mutual’s best year was 
in 1953 when sales totaled $519 million. 

The new eleven-month record marks 
the sixth consecutive month the Mil- 
waukee company has set a cumulative 
sales record. Since June, records have 
been announced for the best six, seven, 
eight, nine and ten-month periods in 
ae var history. 

R. Eckert agency, Detroit, led 
all ‘elie Northwestern Mutual agencies 
with sales in November of $1,794,000, over 
a half million more than its nearest 
competitor. 






























































December 17, 1954 











Company Tax Hearing Draws Crowd 


Strong Case Made for Retention of 6/2% Flat Rate; Robert 
Hogg for LIAA and Claris Adams for ALC Lead Discussion; 
Committee Members Penetrating But Considerate; Fire and 

Casualty Companies Represented; Some of Those Present 
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RENEWAL PURCHASE COMPANY 
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N. Y. BOwling Green 9-0109 








By Levertnc CarTwRIGHT 


Washington—Nearly 200 industry rep- 
resentatives turned out Monday for the 
start of the hearings before the House 


on taxation of life insur- 
ance companies here this week. Interest 
was intense and the proceedings were 
followed closely. Rep, Thomas B. Curtis 
of Missouri, as chairman of, the sub- 
committee, was considerate but _per- 
sistent in his questioning. Rep. Victor 
\. Knox of Michigan had numerous 
questions to ask, some of them pene- 
trating. 

~There are some who are guessing that 
the present stop-gap program will come 
out with its face washed and_ shoes 
shined, and put in long pants. In other 
words, a procedure that was entered 
into apologetically is likely to be proved 
out as an authentic plan and one that 
can be well justified for the long pull. 
What was done under pressure may 
have been smarter than was realized. 
That, of course, doesn’t mean that a 
change in the rate may not be in the 
cards. That would be a matter of degree. 


Hogg and Adams Mostly 
on Stand Monday 


subcommittee 


Robert L. Hogg, senior vice president 
and advisory counsel, Equitable Society, 
and Claris Adams, executive vice presi 


dent and general counsel, American Life 
Convention, held the center of the stage 
Monday. They shared the presentation 
of the prepared material and took on 
answering most of the questions. Sitting 
near them, and in frequent consultation, 
were Bruce FE. Shepherd, manager, 


LIAA, and A. N. Guertin, actuary, ALC. 
More Benefits Than Dangers in Flat Tax 


Late Monday afternoon Mr. Hogg 
pushed aside his prepared statement and 
made a_ heartfelt, articulate plea for 
use of the flat tax on net investment 
income as the permanent tax. 

What has had the least fluctuation 
and what is geared most closely to the 


growth of the business is investment 
income, he said. It is the one consistent 
thing in the picture. This base has 
stability that commends it. 


Mr. Hogg, in answer to 
said there far more 
dangers in going for a flat tax. Rep 
Mills of Arkansas argued that there is 
an inequity in a flat rate on investment 


questions, 


are benefits than 


income regardless of whether a com- 
pany has the capacity to pay the tax. 
He felt the tax should be addressed to 
the question of earnings. 

Mr. Hogg agreed that it should be 
made clear that a flat rate is actually 


related to the corporate rate and should 
go up and down with the corporate rate 
and not independently 
Rep. Curtis said the flat 
he tied into the corporate 
theory built into it. 
Claris Adams said the 6%4% flat 
constitutes an equal charge on 
income regardless of the reserve 


Fire and Casualty Men Also Present 


There were a number of 
hand from fire and casualty ranks. 


rate should 
rate and some 


rate 
equal 
basis. 


observers on 


They 


wanted to see how the bodies lie tax- 
wise from the life insurance standpoint. 
Principles advanced in one field may 
have repercussions in the other. The 
fire and casualty tax pattern may be 
opened up for revision in 1955 by reason 
of the program advocated by a com 
mittee of stock companies spearheaded 
by Allstate. In life insurance, of course, 
stock and mutual companies are taxed 
alike. The industry policy is to pre- 
serve such uniform treatment. Acacia 
Mutual Life, however, is continuing to 





on the one hand and fire-casualty on 
campaign for a pattern that would dif- the other may be slurred in the course 
ferentiate between such companies. of the debate. 

In fire and casualty there is a dif- Among those present from the fire- 
ferent basis of taxation for stock and casualty side of the house were Herbert 
mutual companies. What the Allstate Walton and Randolph Paul of Allstate; 
group is insisting upon is uniformity of | J. R. Berry of National Board of Fire 
tax pattern throughout the property and Underwriters; Felix Hebert and Am- 


brose Kelly of Factory Mutuals; George 
Haskell of American Mutual Alliance; 


liability segment of the business. 
Thus questions might be raised in one 


field that might by extension carry Russell Matthias of Meyers & Mat- 
weight in the other. There is, too, the  thias, Chicago, State Farmer Mutual; 
possibility that issues brought out in Lowell Snorff of American Motorists 
the fire and casualty field might affect and Lumbermens Mutual Casualty. Paul 
the consideration of the life insurance Boyer and Wayne Cook attended, rep- 
tax problem. For instance, there is resenting Household Finance Co. Shelby 


Cullom Davis, prominent insurance stock 
specialist from New York, was on hand. 
Messrs. Boyer and Cook took in the 


some fear on the part of life insurance 
interests that the difference in purpose 
of investment income in life insurance 
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tax hearing when they couldn’t find a 
scheduled hearing on credit life insur- 
ance by the Senator Langer committee. 

Mr. Hogg was interrupted by com- 
mittee members with questions that were 
framed in a considerate way and were 
usually prefaced by the assertion that 


they were asked for information pur- 
poses only. Chairman Curtis, for in- 
stance, inquired about the significance 


of reserve strengthening on taxes re- 
lated to reserve earnings requirements. 
He said the matter is important of how 
fixed an item is surplus and how much 


latitude there may be for switching 
between surplus and reserves. 
Reserves 
Mr. Adams recalled that under the 


1942 taxing law the reserve strengthen- 
ing operation had no effect on tax re- 
sults and it was during the currency of 
that law that the strengthening went 
on. Due to drop in interest rate the tax 
liability disappeared under the 1942 law 
and the interest rate decline made re- 
serve strengthening wise. 


Rep. Curtis elicited a statement that 
reserve strengthening is carried out 
under state governmental surveillance. 
A. N. Guertin asserted that when a 


reserve strengthening is certified to a 
state, that then becomes the legal re- 
serve. 

Rep. Curtis asked whether it is proper 
to tie the life insurance tax to the 
corporate rate. 

It was brought out that the present 
stop-gap 6%4% tax on net investment 
income is actually the 52% corporate 
rate, but reduced to a certain propor- 
tion of investment income. Mr. Hogg 
said it is important to relate the tax to 
the regular corporate rate. There has 
been public misunderstanding of the 
614% factor. 

Some Questions Answered by Adams 

There were questions on the stock- 
mutual situation. Rep. Knox asked 
whether the surplus of a stock company 
is a stockholders fund. No, Mr. Adams 
emphatically stated. Surplus serves the 
same purpose to the policyholder of a 
stock company as to a mutual. As a 
matter of fact, surplus is more vital to 
a stock company than to a mutual. That 
is why stockholder dividends are so 
modest. Surplus is there as a pledge to 
policyholders. 

Rep. Knox asked whether a tax on 
retained surplus would give the mutuals 
an advantage. Yes, Mr. Adams said, 
they could cut back their surplus and 
erase the tax. The stock companies 
couldn’t pay 52% on their increase in 
surplus without getting onto thin ice. 

Rep. Knox asked about mortality sav- 
ings. Mr. Adams said that the favor- 
able mortality that has been seen for 
20 years can’t be depended on for years 
to come as an absolute fact. In the 
middle ages there is feeling that the 
limit has been reached on spectacular 
advances. In the older companies, lia- 
bility under the settlement options gives 
a reverse effect to surplus from mor- 


tality improvement. 
Also Mr. Adams said the mortality 
element gives far less leverage than 


(Continued on Page 21) 
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Frank R. Shippen, trust officer of 
Philadelphia National Bank, has been 
named coordinator for the Philabank 
Plan, vice president of the bank’s trust 


department announces. The Philabank 


FRANK R. SHIPPEN 


Plan, an employe benefit plan directly 
joining the facilities of a major insur- 


ance company and large commercial 
bank, was announced by Philadelphia 
National Bank in September. The in- 


surance company is Mutual Life of New 
York. Response to the plan by bankers 
across the country has been large, Mr. 
Shippen says. Inquiries have come from 
38 states, Alaska and District of Co- 
lumbia. 

Frank Shippen joined the Philadel- 
phia National Bank as a trust officer in 
July, 1952, with a background of work 
in estate planning in both banking and 
insurance fields. In World War II he 
was with the Marine Corps having rank 
as captain and seeing considerable ac- 
tion in the Pacific island-hopping opera- 
tions. He has been closely associated 
with the development of the Philabank 
Plan since its beginning. 


Fifty new members of the John Han- 
cock Gallon Donor Club were given a 
testimonial dinner, December 7, by the 
John Hancock War Veterans Associa- 
tion. Mayor John B. Hynes of Boston, 
Brig. Gen. Otis M. Whitney, State Com- 
missioner of Public Safety; and State 
Senior Vice-Commander Henry Mc- 
Laren, of American Legion, were among 
the guests. The organization is com- 
posed of John Hancock employes who 
have contributed more than a gallon of 
blood to the Red Cross. 


Nearly 500 red, yellow and_ green 
Christmas lights were ablaze in color 
atop the John Hancock 26-story building 
recently simultaneously with the open- 
ing of Boston’s 1954 Christmas Festival. 

The lights extend 580 feet around the 
Hancock’s 25th-floor parapet, are visible 
from many surrounding communities. To 
give the impression of equal color bril- 
liance from a distance the lights are 
arranged in groupings of one yellow, 
two red and three green bulbs. 

A huge white cross, 225 feet high and 
extending the width of the building, 
made its annual appearance on the 
Copley Square side of the John Han- 
cock on December 1, as a further con- 
tribution to the Hub’s annual Christmas 
Festival. 

Uncle Francis. 


New Post for John H. Reid 


John H. 


Southern Group Annuity specialist for 


Reid has been appointed 


the John Hancock Mutual. He was for- 
the Atlanta 
office. Following a temporary assign- 
ment at the home office in Boston, he 
has opened a new office in Atlanta. 
John B. Clos has been appointed mana- 
ger of the Atlanta group office, succeed- 
ing Mr. Reid. 


merly manager of Group 


Philadelphia Life Gains 


Philadelphia Life of Philadelphia, dur- 
ing November, soared to its highest 
peak when it experienced a 53% increase 
in new, paid business compared to No- 
vember, 1953. In written business, a high 
96% increase was recorded compared to 
November, 1953. 

The favorable business resulted in the 
32nd consecutive month in which Phila- 
delphia Life has attained its 10% growth 
objective. 


Confederation Dividends Up 

Confederation Life Association of Tor- 
onto has announced a general increase 
in dividends for 1955. It applies to all 
plans and series of plans written by the 
association except for two specialty plans 
in the juvenile area, 

The new dividend scales become effec- 
tive January 1, throughout the com 
pany’s whole field of operations. On an 
amounts to just 


average, the increase 


over 11%. 








MUTUAL BENEFIT LIFE 
TODAY otters many “pluses” 


in the field of “living insurance.” 
Settlement provisions, for exam- 
ple, are extremely flexible. Six 
different options enable you to 
receive the proceeds in the way 
most advantageous to you— or to 
you and your wife. Furthermore, 
the guaranteed monthly payments 
available to you in place of cash 
are higher than average. Mutual 
Benefit Life, you see, offers insur- 
ance that is truly 


living insurance 


poeta 





POLK LAFFOON II, Cincinnati, got 
the habit of studying at Yale—has 
continued ever since, with Home 
Office courses qualifying him as 
a specialist in Security planning 
and Analagraphing. His hours of 
study are paying off too—in more 
and more pleased clients. 











Before Abe Lincoln was elected president 
Mutual Benefit Life was offering 


LIVING INSURANCE 


Life insurance was originated, of course, to help men provide for 
their families in event of death. Yet, less than 15 years after its 
founding, Mutual Benefit Life had made life insurance a sound 
living investment, paying the policyholder on his own life. 


Following the first such endowment policy Mutual Benefit 

Life added many additional “living benefits’ — 

enabling policyholders to borrow on policies, and take 
dividends for emergencies and opportunities. Liberal settlement 


options were designed, allowing policyholders to take cash 


values on other types of policies as income 


for their retirement years. 


Over the years “living insurance” 


has become so popular that 


Mutual Benefit Life now pays out 


THE 


MUTUAL 


$2 to policyholders, for every $1 BENEFIT 


paid out in death claims! 


LIFE 


INSURANCE COMPANY 
Organized in 1845 
300 Broadway, Newark, N. J. 
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Mutual Benefit Home Office 


(Continued from Page 1) 
sites, covers 
four acres. 

“The company’s plans extend beyond 
fia home office 
statement 


construction <¢ new 
the 


envisage 


the 
building,” 
“They 


explained. 


the renovation of the 
including the 
the 


Broad and 


surrounding area, erection 


of commercial buildings on south- 
east and northeast corners of 
buildings 


the 


Bridge Streets. These will 


architecturally with new 
\fter completion, the en- 


f Washington Park will 


harmonize 
home office 


tire perimeter « 


be comprised of attractive, institutional- 
type buildings, including the Newark 
Public Library, the Newark Museum, 
Rutgers University Buildings, the Sec- 
ond Presbyterian Church, the Veterans’ 
Administration Building, the American 
Insurance Building, the Hardware Mu- 
tual Insurance Co., the headquarters 
building of the New Jersey Bell Tele- 
phone Co. and others of similar high 


character.” 


Considered Suburban Site 


The Mutual Benefit Life executives 
explained that before the decision was 
made to make an investment of this 
magnitude in the heart of the city, 
there was a careful evaluation of alter- 
nate locations in the suburbs. The com- 
pany purchased 150 acres in a suburban 
area, and still holds that property. The 


studies made independently by the com- 
pany and those conducted by firms en- 
gaged by the company, disclosed that 
the advantages of a city site outweighed 


other considerations. 
“The city of Newark with its mador 
airport, five railroads, a network of 


modern highways and coordinated bus 
services, provides the company with a 
central location for the daily flow of 


visitors who have business problems to 
discuss—the sale of life insurance, in- 
vestments, and other matters of vital 
importance to the best interests of the 
company’s more than 410,000 policy- 
holders,” the statement continued. 

“Of no less importance was the con- 


cern for the comforts and convenience 
of the men and women now employed 
in the home office. Any _ relocation 


would, of necessity, complicate and add 
to the time and cost of their transporta- 
tion, resulting in the ultimate loss of 


an area of approximately 


many valuable and experienced people. 
Investigations disclosed that the experi- 
ences of certain companies which have 
moved from urban areas bore out the 
board’s judgment. 

“The new home office will be within 
easy walking distance of the Lacka- 
wanna, the railroad used by many com- 
pany employes, and will be convenient 
to both the Pennsylvania Station and 
Newark Airport, maior terminals for 
out-of-state visitors. Many principal 
bus routes pass the property. With an 
outlet on McCarter Highway, the pro- 
posed East-West Freeway, which will 
be the main automobile artery to out- 
lying communities, will be within two or 
three blocks.” 

The statement also pointed out that 
another problem confronting companies 
which have moved from urban locations 
is the difficulty of recruiting sufficient 
new personnel. This was a matter of 
serious concern to the board, the state- 


ment said, since the Mutual Benefit 
Life is dependent on the graduating 


classes of the high schools in the New- 
ark area for a very large proportion of 
its clerical personnel. The announce- 
ment said further that considering the 
company’s continuing growth, the board 
was reluctant to jeopardize a stable and 
proven labor market. 

“The possibility of tax savings in 
in smaller communities was thoroughly 
studied. Independent analyses were 
made of the financial structures of mu- 
nicipalties in the area under considera- 
tion. The reports indicate that such 
savings are likely to be temporary at 
best, inasmuch as smaller communities 
sooner or later face increz asing taxes to 
meet the expanding needs of police, fire 
civic and school facilities. 

“In further evaluating the advantages 
of a Newark versus a suburban loca- 
tion, investigations disclosed that re- 
moval to a smaller community tended 
to isolate management executives. The 
board felt that the company could ill 
afford to risk the loss of its close asso- 
ciations with business and industrial 
groups and civic and welfare agencies, 
so essential to an understanding of busi- 
ness conditions and social problems in 
the complex and competitive life insur- 
ance field. 

“In addition, the recent change in 
the form of the Newark city govern- 
ment fosters the kind of good economic 
climate attractive to business interests. 
The directors are impressed with the 
sound and constructive approach of the 
present administration toward many of 
the problems of our city government, as 
well as those which are plaguing busi- 
ness in other large cities. This augurs 
well for the future of Newark and the 


Ackerman Again to Head 


Univ. Insurance Teachers 

At the annual meeting of the Ameri- 
can Association of University Teachers 
of Insurance to be held at Sheraton- 
Cadillac Hotel, Detroit, December 28, 
Dean L. J. Ackerman, University of 
Connecticut, will be reelected president. 
Other reelections will include Professor 


Hampton H. Irwin, Wayne University, 
vice president; and Dean William 7 
Beadles, Illinois Wesleyan University, 


Hold-over members 
of the executive committees will be 
C. M. Kahler, past president, Wharton 
School, and Herbert C. Graeber, dean, 
American College of Life Underwriters. 
At the convention will be announced the 
name of the new editor of the Journal 
of the association and the winner of the 
Elivur Wright Award for distinguished 
writing in the field of insurance during 
1954. This award carries with it a cash 
stipend of $250. Featured sneaker will 
be Eugene M. Thore, general counsel of 


secretary-treasurer. 


Life Insurance Association of America, 
subject being “Ingratiating Interven- 
tion.” 


Other topics to be discussed include 
“Requirements for Persons Majoring in 
Insurance” and “Tomorrow In the Auto- 
mobile Liability Business.” Association 
has 375 members. 


Mutual Benefit. The company looks 
forward to a long period of growth and 
prosperity for Newark and expects to 
continue its responsibility and leader- 
ship in the city with which it has been 
so closely identified for nearly 110 
years.” 


Those in Charge of Project 


The selection of the site for the new 
home office was supervised by Milford 
A. Vieser, financial vice president, who 
will be in charge of the construction of 
the new building. George Goldstein, 
Newark real estate consultant and ap- 
praiser, was engaged by the company 
to assemble the properties. John J. 
Magovern, Jr., vice president and coun- 
sel of the company, was in charge of 
the legal aspects of the transaction. 

Members of the building committee 
of the board of directors are: W. Paul 
Stillman, chairman; H. Bruce Palmer, 
president, Mutual Benefit Life; Lyle 
McDonald, chairman, Public Service 
Electric & Gas Co.; John J. Schumann, 
Ir., retired, former president, General 
Motors Acceptance Corp.; Irving Riker, 
counsellor at law, president, Franklin 
Savings Institution; Lawrence ]. Mac- 
Gregor, president, Summit Trust Co. 








T HERE was a young fellow named Noyes 
Who was loaded with avoirdupois. 

His broker said, “Tsk! - - - 

You can get Preferred Risk; 

Continental is kind to fat boys.” 


Of course, some people are too heavy 
even for us. But 5/0”, 174 lbs. has a 
good deal when he gets our Under- 
writers Preferred policy (minimum 
amount $12,500, please). He can get 
Disability Income or Non-Can A & H 
too. Ask us for details. 


Samuel D. Agency, Inc. 
Continental Assurance Co. 
R o S A N Chicago, Ill. 
76 William Street, New York 5, N. Y. 
WH 3-7680 














Elected to Conn. Assembly 
Rodney B. Wilcox, comptroller’s as- 
sistant at Connecticut General Life, 


Hartford, has been elected a represen- 
tative to the Connecticut General As- 
sembly. 


A Republican, Mr. Wilcox will repre- 
sent Wethersfield in the state’s lower 
legislative house for a two-year term. 
The General Assembly will convene Jan- 
uary 5. 

Mr. Wilcox is vice president of the 
Insurance Accounting and Statistical As- 
sociation. He joined Connecticut Gen- 
eral 20 years ago after graduating from 
Wesleyan University, Middletown, Conn. 


Dr. C. E. Flood Asst. Medical 
Director Occidental, Calif. 


Dr. Clyde E. Flood was potion as- 
sistant medical director of Occidental 
Life of California, last week. He joined 
Occidental in 1953 after serving for seven 
years as assistant to the chief surgeon 
of Southern Pacific Railroad in Tucson, 
Ariz. He served in the Army Medical 
Corps from 1942 to 1945, and was a sur- 
geon with the Tucson Clinic for seven 
years prior to his Army service. 

A graduate of University of Arizona 
and George Washington Medical School, 
Dr. Flood is a Fellow of American Col- 
lege of Surgeons and the International 
College of Surgeons, and is a member of 
the Arizona, Southwest, and American 
Medical Associations. 
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WLLL FOR FIELD MEN 


You are looking at democracy in action. 


Our 7-man Field Advisory Board—elected annually by GUARDIAN 
managers throughout the country—meets regularly with GUARDIAN’S 


President and his staff . . 


. to discuss recommendations from the field 


for improving our service and to give their opinion on changes pro- 


posed by the company. 


Several years of experience with the GUARDIAN Field 
Advisory Board have proved that giving our field force a 
voice in the policy-making decisions of the company works 


LIFE—ACCIDENT AND HEALTH @ OVER A BILLION DOLLARS INSURANCE IN FORCE 


# GUARDIAN 


A ae ie i 


UNION 


SQUARE es NE Ww 


Shounen Copery OF AMERICA 


YOR K 3 N Y 


out to the best advantage of the company, the public and 
the high-calibre men and women who represent us in their 
communities. 
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Appointed General Manager 
For the Great-West Life 





D. E. KILGOUR 


D. E. Kilgour has been appointed 
general manager of the Great-West 
Life Assurance Co., Winnipeg, and he 
will assist H. S. Manning, vice president 
and managing director, in the executive 
direction of the company, while con- 
tinuing to head the company’s agency 
operations in Canada and the United 
States. 


Stramler General Agent 


Mass. Mutual at Fresno 
Massachusetts Mutual Life is extend- 
ing its sales organization in California 
with the establishment of a new general 
agency at Fresno. James H. Stramler 
has been named manager of the new 
office which will be located in the Anglo 
Bank Building. 

Mr. Stramler is a native of Bakers- 
field and was graduated from University 
of California in 1938. Prior to his en- 
trance into the insurance field, he was 
a land specialist and agricultural engi- 
neer with the U. S. Bureau of Reclama- 
tion. He also served two tours of duty 
with the U. S. Marine Corps. 

An active Mason, Mr. Stramler is a 
member of the Central California Life 
Underwriters Association, Life Under- 
writers Training Council committee, Ma- 
rine Corps League, and University of 
California Alumni Association. He has 
been listed in “Who’s Who on the Pa- 
cific Coast” since 1948. 


North American Sales 


North American Life of Chicago has 
just completed its most successful month 
of life insurance sales. At the same time 
the company concluded the most suc- 
cessful sales contest in the history of 
the company. 

In November North American Life’s 
agents produced $4,500,000 volume of 
Ordinary business exclusive of credit for 
accident and health insurance and Group 
insurance. 

November 30 was the last day of the 
sales campaign which began on October 
15. The October 15-November 30 sales 
campaign carried the theme, “Step Out 
and Sell for C. G.,” and was given in 
honor of C. G. Ashbrook, executive vice 
president. The total volume produced 
(exclusive of accident and health and 
Group) was over $7,000,000. 

Executive Vice President C. G. Ash- 
brook predicted that 1954 production of 
life insurance would exceed 1953 sales 
by 15% for the year. 


Provident Life to Hold 
Home Office Housewarming 


100 Provident Life 
managers and agents are scheduled to 


Approximately 


attend a January meeting and house- 
warming on January 10 and 11 at the 
new Provident Life home office in Bis- 
marck, N. D. 

According to agency Vice President 
Joseph Dickman, the meeting will be 


one of the largest ever held at the com- 








YOUR NEAREST 


Phoenix Mutual Manager 








PHOENIX MUTUAL LIFE INSURANCE COMPANY 





pany’s home office, and all nine states 
in which Provident operates will be rep- 
resented. 

Preceding the regular meeting, the 
company’s field advisory council will 
meet on January 9. The council consists 
of John Ingwalson, Grand Forks; Louis 
Carl, Williston; G. Frederick Lawrence, 
3ismarck; H. C. Krehbiel, Portland, 
Ore.; and E. D. Langdon, Menlo Park, 
Calif. 

The new Provident Life home office 
building was just recently completed and 
was not occupied until November 1. 
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Special uots to 


Equitable of Iowa Production 

New paid production in Equitable Life 
of Iowa for the month of November 
$10,283,370, it 


Fuller, agency vice 


amounted to was an- 


nounced by Ray E. 
president. This brought the total pro- 
duction for the first 11 months to $115,- 
003,710, and increased life insurance in 
force to $1,355,753,471. 

The Chicago agency, Griffin, Ingram 
and Pfaff, general agents, led all agen- 
cies throughout the country. 











Surfelucs, aud 








Standard: 


4. LIBERAL COMMISSIONS 


at 14%. 


6. CASE DEVELOPMENT 





OF HARTFORD, CONNECTICUT 





1, LIBERAL STANDARD AND SUBSTANDARD LIMITS 
Permanent Plans — $350,000, ages 20 to 45 


Renewable Term up to $200,600 
Substandard: Up to $200,000 and to 500% mortality 
Term Insurance considered. 


2. NO REINSURANCE COMPLICATIONS 


The Company has no reinsurance connections and the above 
limits represent its own retention. 


3. OTHER COMPANIES’ REPORTS ACCEPTED 


Photostatic copies of other companies’ examination reports will 
be considered, thus eliminating the hazards incident to arranging 
for new examinations, and saving time for your busy clients. 


55% top first commissions graded by plan to produce exception- 
al over-all return. Full commission paid on all extra premiums 
except aviation and temporary flat extras. 


5. RENEWALS UP TO 14TH YEAR 


Renewal commissions are three years at 8% and six years at 
4% — plus five additional years at 3% contingent upon pre- 
mium volume. Single case agreements offer three renewals 


We'll be happy to help you develop your unusual cases and are 
equipped to offer expert medical counsel plus fast service. 


$100,000, ages 60 to 70 
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Catherine McFeeley Celebrates 50 Years 
With Postal Life; Presented With Gifts 





George Kolodny (second from left) presents Miss Catherine McFeeley (center) with 


50th anniversary gift. 


Postal Life officers in group (I. to r.) are Robert Paton, 


Saul Rosenthal, Howard M. Watne, John B. Wyckoff and Henry Way-Silvers. 


The old days of Delmonicos, horse 
carriages and gas lights were relived by 
Miss Catherine McFeeley when she was 
toasted by the officers of the Postal Life 
of New York at a luncheon in her honor, 
and at a surprise dinner given by 30 
Postal employes at the Town & Country 
December 6. 

oldest Postal em- 


Restaurant 

Miss McFeeley, the 
ploye in point of service and an under- 
started with that company when 
after its 


writer, 
it was being formed—soon 
charter was issued in 1904 by the State 
of New York. 

She was presented a beautiful wrist 
watch by President George Kolodny on 
behalf of the company, and airplane lug- 
gage by Arthur Milton on behalf of the 
General Agents’ Association of which he 
em- 


is president. In the evening, the 


ployes gave her a pearl necklace 
Answered Ad for Clerk - Typist 
Miss McFeeley 


a company ad for a 


remembers answering 
clerk-typist and re- 
porting on her first day at work with 
her hair in two braids tied with ribbons, 
her hat flapping in the wind and her 
modestly reaching down 


She 


flowing dress 


to below her high-laced shoes. 
joined the six other Postal employes at 
the 425 Fifth 


since been torn down. 


Avenue building, which has 
She recalls that 


the company’s first policies were wrapped 


where the owner’s name was inscribed 
in gold. In 1916 the company moved 
into its then new and present home of- 
Life Building at 511 
first sky- 


fice, the Postal 
Fifth Avenue. It 
scraper to be built on Fifth Avenue and 
architectural 


was the 


received a prize for its 
beauty. The old Delmonicos restaurant 
was located across the street, and Fifth 
\venue and Madison Avenue were lined 
mostly with homes and churches. 
Looking back over the 50 years, Miss 
McFeeley says that “Postal been 
kind to me. It has a long and fine his- 
tory, and I am proud to have seen it 


has 


grow to its present stature during my 
own lifetime.” 


Occidental Reinsures Its 
Philippine Peso Business 


Occidental Life of California has re- 
insured its peso business in the Philip- 
pines with the Life 
Co., Ltd., Manila, it was revealed this 


week. 


Insular Assurance 


Vice 


Brace, whose company 


According to Occidental Presi- 
Howard J. 


four 


dent 
covers million policy and_ certifi- 
cate holders and operates in 47 states, 
Canada, and Hawaii, the agreement af- 
fects approximately 9,900 peso policy- 
holders in the Phillippines and involves 
$26 million of life insurance. The trans- 


affect issued 


in tissue paper, tied with white ribbon action does not policies 
and placed inside a leatherette case and payable in U. S. dollars. 
— 


APPLICATION FOR STOCK SALE 
California Union Insurance Co., San 
Francisco, has made application to the 
Department of Insurance for a permit 
to issue and sell to the Pacific Employ- 
ers Insurance Co., not to exceed 1,573 
shares of its $10 par value stock at a 
price of $20 per share. The proceeds of 
the sale, when consummated will be 
divided equally between capital structure 
and surplus. The company has an au- 
thorized total of 100,000 shares of which 
38,427 shares now are outstanding. 




















MASSACHUSETTS 
INDEMNITY 
INSURANCE (C0. 


BOSTON 


THE FINEST IN 
NON - CANCELLABLE 
DISABILITY INSURANCE 





Insurance to provide income in 
the event of disability is 


THE FOUNDATION OF ALL 
SOUND INSURANCE PROGRAMS 


Add this vital protection to every 
Life Insurance Program 


50 East 42nd Street - 


LOYAL ATKINSON 
Branch Manager 

New York 

MU 7-5212 





























Protection 
is never 
out of style 


— and you always meet the per- 
sonal requirements for protection 
of every client, with Columbian 
National Life’s comprehensive se- 
lection of policies—for instance... 

Life 

Annuities 

Endowments 

Juvenile 

Term to 70 

Modified Five 

Double or Triple Protection 

Substandard 

Franchise 

Group (all lines) 

Accident 

Health 

Hospital 

Group Creditor 


It’s never a rainy day for the 
insurance agent who knows his 
Columbian National Life line! 


The LOLUMBIAN NATIONAL 
fae, LIFE INSURANCE 






BOSTON MASSACHUSETTS 


Another $1 Billion Year 


Senior Vice President Alvin B. Dala- 
ger of Equitable Society has informed 
agents that the Society’s field force 
passed the billion dollar mark in new 
Ordinary production for 1954. The So- 
ciety also had the best November busi- 
ness in its history with a 43% gain over 
November, 1953. The outlook for 1955, 
Mr. Dalager said, is “extremely opti- 


mistic.” 





HONORED 


Abram L. Geller, Houston, Texas — 
Life Member, Million Dollar Round 
Table, and 3 times Pacific Mutual 
National Production Champion and 
Big Tree Club President, says — 


“In the Pacific Mutual tradition, 
personal achievement is greatly 
dignified. When | first earned the 
Big Tree Club Presidency in 1933, 
1 was honored in tangible ways 
that permanently enhanced my 
prestige. Ten years later, my sec- 
ond Championship again brought 
lasting recognitions that helped 
shape the pattern for still another 
‘First’ in 1953, my 25th Paeific 
Mutual year.” 


LIFE INSURANCE COMPANY 
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Company Tax Hearing 


(Continued from Page 16) 


interest yield. For instance, one-quarter 
of 1% in yield is equal to 20% of mor- 
tality factor. 


The “Bull Market” in Life Co. Stocks 


Late in the morning the hot subject 
of the bull market in life insurance 
stocks got injected into the proceedings. 
Mr. Curtis suggested that contrary to 
the industry brief’s contention that the 
life stock boom is due to a 1929 kind 
of speculative razzle dazzle, the quota- 
tions may be close to actual values. The 
test, he suggested, might be what has 
been realized in mutualizations. Mr. 
Adams voiced the belief that no stock 
company has ever been mutualized for 
more than book value. Western & 
Southern Life policyholders got the 
company for 70% of book 

Mr. Curtis asked: “Don’t the quota- 
tions represent the investor's | idea of 
what ultimate values will be? 

Mr. Adams, in refutation, said that, 
for instance, one company couldn’t be 
mutualized for more than $80 a share 
and be left with any surplus. Yet, the 
stock sells for about $420. Hope of 
mutualization couldn’t justify the pres- 
ent market. Then, Rep. Curtis asked, 
how about reinsurance deals and the 
price paid for business? Mr. Adams 
went into the Lincoln National Life 
reinsurance of Reliance Life to argue 
that this was highly untypical and that 
Lincoln National had special uses for 
Reliance Life business and agency or- 
ganization. Mr. Adams said stock bro- 
kers got a bone in their teeth as a 
result of that transaction, sharpened 
their pencils and romanced to the skies 
life insurance stocks for the public. 

“When the uninformed public buys at 
these prices,” Mr. Adams said fervently, 
“it can’t shake a gory finger at any life 
insurance man. We think the prices are 
murderous. This is the first time since 
1929 that speculators have gotten into 
the market. We can almost guarantee 
what is going to happen to the market.” 
He added, however, that he didn’t mean 
to imply that in the main life insurance 
company investments are not sound in 
the ordinary course. 


Mortality Gains 


At the session Monday afternoon Rep. 
Curtis persistently inquired whether 
mortality gains ultimately get back to 
the policyholder. Mr. Adams said they 
do. This is true even in a stock com- 
pany, because its rates have to be 
pitched on the assumption that all mor- 
tality gains in a mutual company will 
go back to policyholders. For instance, 
he showed that stock companies that 
had a non-par rate of $20.06 at age 35 
for O.L., were up against one mutual 
with a gross rate of $28.11 and a net 
premium after dividends in a 20-year 
span of $20.23; another had $28.11 and 
$22.43, etc. 


Ultimate Return of Surplus 


Rep. Curtis said the most important 
question to be dealt with is that of 
ultimate return of surplus to the policy- 
holder. 

Rep. Curtis asked why the industry 
had given up its so-called distributed 
income approach of last July in favor 
of the Mutual Life program. Mr. Hogg 
recalled that the July suggestion was 
tentative and many companies developed 
a distaste for it when they got around 
to analyzing the actual impact of the 
pattern. 

Rep. Curtis significantly said he was 
sympathetic to that response. The Con- 
gressional group asked the industry to 
reexamine the matter in an effort to 
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see whether there was any acceptable 
pattern other than that represented by 
the present stop-gap law. This the Con- 
gressional committee requested even 
though recognizing the likelihood that 
they might still have to get back to 
the principle of the stop-gap. 


Tuesday’s Witnesses 


ag scheduled for Tuesday were 

W. Marshall, Provident Mutual Life; 
Guilford Dudley, Jr., president, Life & 
Casualty ; Haughton Bell, vice president 
and general counsel, Mutual Life of 
New York; Deane C. Davis, president, 
National Life of Vermont; Gerald M. 
Swanstrom, general counsel, Northwest- 
ern Mutual Life, and Walter G. Voecks, 
president, Lutheran Mutual Life. 
Scheduled for Wednesday were Carrol 
M. Shanks, president ; Valentine Howell, 
executive vice president, and Louis R. 
Menagh, vice president and comptroller, 
Prudential; D. N. Warters, executive 
vice president, Bankers Life Co.; Judge 
J. Raymond Tiffany, general counsel, 
National Small Businessmen’s Associa- 
tion; David Lloyd Kreeger, vice presi- 
dent and general counsel, Government 
Employees Life; Scott W. Lucas, spe- 
cial counsel; Edward J. Schmuck, gen- 
eral counsel, and Lloyd Crippen, actu- 
ary, Acacia Mutual. 


Tax on A. & H. Business of 
Life and of Casualty Companies 


The Congressional committee mem- 
bers were serious, attentive and un- 
usually well informed. The questioning 
was pertinent despite the complex 
nature of the problem. Daniel A. Reed 
of New York, chairman of the House 
Ways and Means Committee, was pres- 
ent for part of the hearings. 

Late Monday when the question came 
up of the difference in taxation between 
A. & H. business as done by a life 
company and a casualty company, Mr. 
Hogg said if the Equitable Society had 
split its returns and paid a tax on 

& H. under the casualty formula its 
tax would have been $413,000 less. 

At one point Rep. Knox asked: “Do 
you.insist you should be tax-free on 
the amount of interest needed to mature 
your contracts ?” 

The industry answer was that the 
integrity of the reserves must be main- 
tained. 

Mr. Adams at the outset complimented 
the authors of the 56-page pamphlet on 
“Facts and Issues With Respect to the 
Taxation Problem.” This was prepared 
by the staff of the committee. This, he 
said, is an authentic document. This is 
a vexatious problem of long standing 








Monatoana, “Garden of the Great 
Spirit,” is the Indian name for the 
Thousand Islands region where UCLIC’s 
1955 Agency Meeting will be held. Send 
for UCLIC’s Guide to Monatoana and 
find out how easily you can qualify for 


MU 4-5779 

Matt Jaffe Associates, Ltd. 

431 Fifth Ave., New York 16, N.Y. 
WH 3-0190 

Cousins and Birnbaum, Inc. 

62 William St., New York 5, N. Y. 
MO 7-5635 


Winston Westchester Agency 
4 Fourth Avenue, Mount Vernon, N. Y. 


the great Pow Wow. Ask any of the trail 
blazers listed below. 

You will find that East, West, North, 
and South, UCLIC’s good rates, fast 
service and youthful vigor, lead the way 
to more commissions for you. 


TR 5-8450 

The Weingarten Agency 

26 Court St., Brooklyn 1, N. Y. 
OL 7-1300 

Nathan Eisensmith Agency 
90-38 Parsons Blvd., Jamaica, Long Island 
IV 1-7340 


William Krauss Agency 
233 Fulton Ave., Hempstead, Long Island 


LIFE — A. & H. — GROUP — HOSPITALIZATION 


Roy A. Foan, Vice-President and Director of Agencies 


17 East Prospect Avenue, Mount Vernon, N. >. 


& [ ros CASUALTY AND LIFE INSURANCE COMPANY 


If you are a full time agent of another company, we solicit’ your ‘sutplus business only. 
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“What we want is a permanent and fair 
tax related to the nature of the life 
insurance business. The life business 
is not like other businesses and more- 
over the life companies are unlike one 
to the other. This inserts difficulty and 
complexity,” he continued. : 

Rep. Knox asked about Group insur- 
ance. Mr. Adams voiced the belief mar- 
gins here are so thin that the tax possi- 
bilities are not important. It gets down 
to collecting a management fee for 
handling Group business. 

Rep. Curtis asked whether an insurer 
might not increase its reserves rather 
than run afoul of the New York, Penn 
sylvania and other state 10% surplus 
accumulation law. Mr. Adams said every 
reserve law is a minimum standard. 
Everything that is done in the direction 
of reserve strengthening has been in the 
interest of the policyholder. 

Some Life Presidents at Hearing 

Besides the witnesses, the life com- 
pany presidents on hand Monday in- 
cluded Louis W. Dawson, Mutual Life 
of New York; S. J. Hay, Great Na- 
tional Life; Ralph R. Lounsbury, Bank 
ers National; Thomas A. Bradshaw, 
Provident Mutual Life; Elmo Walker, 
Union Life of Little Rock; Julian An- 
thony, Columbian National; H. Clay E. 
Johnson, Interstate Life & Accident: 
Harold E. Coley, Durham Life; Lau- 
rence F. Lee, Peninsular Life, Martin 
B. Williams, manager of Life Insurers 
Conference, was also one of industry 
heads at the hearing. . 


Muller iia to V. P. 


By Excess Covers, Inc. 

David Muller, Dzn., has been pro- 
moted to vice president of Excess 
Covers, Inc., New York, according to 
announcement by Arthur Von Thaden, 
chairman, this week. Mr. Muller has 
been associated with the corporation 
for almost a year. His principal duties 
will be in connection with su develop- 
ment and_ utilization § of ntinental 
European markets for excess yor rein- 
surance with which he has been long 
identified. 

Born in Rotterdam and a graduate 
of Van Ruyven College, he entered the 
insurance business in 1928, with the firm 
of Luyke & er which was founded 
by his father, the late David Muller 

Mr. Muller “wd wpe extensively 
throughout Europe and the Middle 
East, living for several vears in London 
where he represented Dutch insurance 
and reinsurance interests 


WITH PRUDENTIAL 35 YEARS 

Charles Minervini, manager of The 
Prudential’s Parkchester district in New 
York City, completed 35- years with the 
company in November. 

Mr. Minervini’s Prudential career 
started when he became a company 
agent in 1919, and throughout the suc- 
ceeding years he has been associated 
with a number of New York district 
offices. He became a stafi manager two 
years after joining the company, and in 
1937 was appointed manager of the com- 
pany’s Central Park district. He became 
head of the Parkchester district in 1952 


Bijitebite Sines Record 

The sale of one billion dollars in new 
Ordinary insurance, the greatest 11- 
month sales record in the 95-year his- 
tory of Equitable Society was announced 
by Alvin B. Dalager, senior vice presi- 
dent in charge of agency affairs. The 
new Ordinary insurance sales record is 
an increase of approximately 7.6% over 
the same period in 1953. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 
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SOCIAL WELFARE PLANS 


One of the strongest arguments in 
favor of reappraising and analyzing the 
from the 


of Social 


serious problems arising 


growth and increasing cost 
Welfare plans was made at annual meet- 
ing of Life Insurance Association of 
America by President Louis W. Dawson 
of Mutual Life of New York who spoke 
as president of LIAA. He pointed out 
that Social Security as now being oper- 
ated postpones much of the cost, there- 
by placing a heavy burden on future 
generations. He said if the plan were 
liquidated the liabilities now existing 
under it would be $250,000,000,000 more 
than is in the Trust Fund. He also said 
that SS taxes paid by employers and 
employes may later run as high as 11% 
even if there be no further 
Reserves, he pointed out, 
are life insurance 
protective 


of payroll, 
liberalizations. 
are not dynamic as 
that 
enterprises. 


funds earn interest in 


VARIABLE ANNUITIES 


One of the top subjects of interest in 


life insurance, investment, foundation 


and college endowment circles is that of 


“Variable Annuities.” It is a plan to 
sell retirement or annuity plans backed 
stocks Objec- 


those plan to 


by common investments. 


tive is for buying the 
participate in the growth factor in com- 
mon stocks and 
than the fixed income plans. 

The subject was discussed in some 
detail at a panel which was held at the 


convention last week of the Life Insur- 


get a higher income 


America which will 
be found reported in the life section 
During the week a sub- 
committee was appointed by the Joint 
Legislative Committee of LIAA and 
American Life Convention for the pur- 


ance Association of 


of this paper. 


pose of giving over-all consideration of 


“Variable Annuities,” including legisla- 
tion. 
Also, in New York has been formed 


a corporation which will go to the New 
York legislature and attempt to have an 





act passed favoring variable annuities. 
Such an act went through the last 
session of the legislature, but was vetoed 
by Governor Dewey. 


Luman K. Babcock, member of the 
Eastern Division committee of the Na- 
tional Automobile Theft Bureau since 
1922 was honored December 9 on the 
occasion of his retirement from that 
committee. He had recently retired from 
active service in insurance with the 
Aetna Casualty & Surety. Mr. Babcock, 
who served 15 years as chairman during 
his 32 years on the committee, was pre- 
sented with a testimonial and remem- 
brance at a meeting of the committee in 
NATB headquarters in New York. 


“poe Sa 


Frank W. Maxwell, for the past two 
years associated with the advertising 
department of Good Housekeeping and 
previously with King Features Syndi- 
cate, in New York City, has been ap- 
pointed eastern editor and advertising 
director for The Insurance Field Co. 
An infantry combat officer in the Euro- 
pean theater in World War II, he is 
a native of the Greater New York area. 
The Insurance Field is published in two 
separate bi-weekly editions—life and 
fire-casualty—and the company, in addi- 
tion, publishes state insurance direc- 
tories for ten states from New York to 
Texas, services for both life and prop- 
erty and casualty agents, and insurance 
supply items. Manager of the eastern 
operations for the printing division of 
The Insurance Field Co., is Lawrence 
E. Callahan. 

an see 

Charles A. Hostetler, chief deputy of 
the North Carolina Insurance Depart- 
ment, has resigned effective January 15 
to return to private law practise with 
his father-in-law in Raeford. He took 
his present post with the Department in 
October, 1952. Charles W. Lewis, super- 


visor of company operations in the 
Department, will be advanced to chief 
deputy. He joined the Department in 


1936 and is a native of Goldsboro. 
a 

Dwight L. Clarke, former president of 
Occidental Life of California and still 
a member of its board of directors, has 
been reappointed as a member of the 
Community Redevelopment Agency in 
Los Angeles by Mayor Norris Loulson. 
The agency is a group formed by the 
city charter to purchase slum areas, clear 
them and then sell them to private en- 
terprise for redevelopment according to 
the city’s master plan of development. 





Mr. and Mrs. Thomas Watters 


Thomas Watters, Jr., of the New York 
insurance law firm of Watters & Dono- 
van, and Mrs. Watters are among the 
most popular figures at insurance con- 
ventions. The accompanying picture was 
taken at the Hotel Commodore during 
the recent convention there of National 
Association of Insurance Commissioners. 
Mrs. Watters, a native of Des Moines, 
is a graduate of University of Chicago 
where she majored in philosophy and 
psychology after which she did post 
graduate studies at Columbia University 
for a year. Mr. Watters, who is a grad- 
uate of Drake University, was a well 
known newspaper man in Des Moines 
before joining the Iowa Insurance De- 
partment as Deputy Commissioner. His 
partner, James B. Donovan, is general 
counsel of National Bureau of Casualty 
and Surety Underwriters. The firm is 
counsel for National Automobile Under- 
writers Association. 
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Michael Chamberlain, general agent 
in San Diego for General American Life, 
has received a high honor from the 
Queen of England. By order of Her 
Majesty, he was awarded the medal of 
the Most Excellent Order of the British 
Empire as former president of the San 


Diego Branch, English Speaking Union. 
The Order, considered an important 
honor for military or civilian British 


subjects, is conferred on citizens of other 
countries only for exceptional and signi- 
ficant service to the British Empire. 


te ae | 


Julian S. Myrick, chairman, American 
College of Life Underwriters, and with 
the Richard E. Myer agency, Mutual 
Life of New York, has met a number of 
leading executives ‘of life i insurance com- 
panies during his visit to Australia. He 
went there as representative of the Na- 
tional Lawn Tennis Association and as 
an adviser to the Americans in the Davis 
Cup matches. 
cae 


Charles M. Waltenbaugh, Connecticut 
Mutual, Erie, Pa., has been named chair- 
man for the 1955 Cancer Crusade in 
Crawford County, Pa. He previously has 
served as head of the commercial and 
professional division of the campaign 


i eee 


Stratford Lee Morton, general agent 
emeritus, Connecticut Mutual, St. Louis, 
has been named a member of the St. 
Louis Committee of the Mississippi Val- 
ley Association. The Association, made 
up of leaders in industry, commerce and 
agriculture was formed for the purpose 
of securing legislation beneficial to the 
Mid-Continent and Gulf areas. 





George H. Menefee has been made 
chairman of the Louisiana Insurance 
Rating Commission’s casualty and sure- 
ty division. A Baton Rouge insurance 
man he has been a member of the Liqui- 
fied Petroleum Commission. He _ suc- 
ceeds Joe F. McNeil of Shreveport who 
died of a heart attack while on a 


hunting trip. 
oe 





A, F. LAFRENTZ 


Arthur F. Lafrentz, president of Ameri- 
can Surety Co., has been made a di- 
rector of Guardian Life. His father, the 


late Ferdinand W. Lafrentz who for 


years was head of American Surety, 
went on Guardian Life’s board and 
served with distinction there over a 


long period. 





Mrs. Paul McNamara with her husband 


upon arrival at Hawaiian Islands. 


Paul McNamara, president of North 
American Life, Chicago, and Mrs. Mc- 
Namara, are now on a visit to Hawaii, a 
combination of business and_ pleasure. 
They were greeted by Gregory Akeda, 
Hawaiian manager of the company, who 
hg them the traditional welcome with 
eis. 
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1954 Cyclopedia of Insurance 


The 1954 edition of Cyclopedia of In- 
surance in the United States, published 
by The Index Publishing Co. of New 
York, and edited by G. Reid MacKay, 
has made its appearance. The sixty- 
fourth annual edition, it contains 1,213 
pages. 

Mr. MacKay is a native of Scotland 
where he was educated in public and 
high schools and also in Edinburgh Uni- 
versity. Arriving in the United States 
at the age of 22 he spent five years in 
railroad construction work on the Pacific 
Coast and after that went with Balfour, 
Guthrie & Co., well known insurance 
agency on the Pacific Coast. At the 
beginning of World War I in 1917 he 
became associated with Ladew Tanning 
Co. of Newark who was engaged in war 
contracts for the United States. He is 
also president of the Index Publishing 
Co., editor of Insurance Brokers Placing 
Guide and associate editor of “Those 
Who Underwrite,” published by Roberts 
Publishing Corp. 

As is usual, one of the most interesting 
sections of the Cyclopedia is the bio- 
graphical data of insurance personalities. 
Some extracts from these biographies 
follow: 

Emerson Stone Adams, executive vice 
president, Mutual Benefit Health and 
Accident Association, is a native of 
Nebraska ; was educated at Shattuck 
Military Academy, Fairbault, Minn., and 
Grinnell College in Iowa. In 1924 he 
joined the Mutual Benefit H. & A., be- 
coming vice president in 1944 and execu- 
tive vice president in 1949. In 1947 he 
became vice president of United Benefit 
Fire, first vice president in 1949 and was 
elected president in 1953. 

Willis L. Campbell, president, General 
of America Group, was born in Spokane, 
Washington, and was graduted from 
University of Washington in 1922 with a 
B.B.A. He entered the insurance busi- 
ness in 1946 as assistant treasurer of the 
General of America Group, became vice 
president and treasurer in 1949, and has 
been president and director since July, 
1952. Companies in the group are First 
National of America, General Casualty 
Co. of America, SAFECO Insurance Co. 
and General America Corporation. 

James A. Cathcart, Jr., president, Gen- 
eral Reinsurance, was born in Columbia, 
Co was educated at University of 
South Carolina and received his LL.B. 
from New York Law School. After two 
years experience in the general agency 
business in South Carolina he joined the 
General Reinsurance Corporation in New 
York. In 1942 he became associated with 
the Peerless Casualty. He returned to 
the General Reinsurance as vice presi- 
dent in 1950. 

Roland Hammond Gwyn, United States 
manager, Century Insurance Co. and 
Pacific Coast Fire, a native of Argentina, 














was educated at Radley College in Eng 
land. He is a Fellow of Chartered Insur- 
ance Institute and a_ barrister-at-law 


(Middle Temple, London). He joined 
the Century in London in January, 1937 
and was appointed U. S. branch secretary 
in December of that year; named assist- 
ant U. S. branch manager in 1945 and 
United States manager in July, 1953. 

W. Harold Leonhart, president, Leon- 
hart & Co., of Baltimore, is a native of 
Parkersburg, W. Va.; was educated in 
public schools and Marshall College 
Model School in Huntington, and City 
College, Baltimore. He began his insur- 
ance career in 1921 and after brokerage 
and reinsurance experience became 
president of Smith, Leonhart & Co. of 
New York and Baltimore in 1939; was 
president, Southern Underwriters, Inc., 
of Baltimore in 1941. He has had long 
experience in safety engineering and 
claims supervision work. 


Fred Maccabe, president and director, 
American International Marine Agency 
of New York, was born in Liverpool and 
educated at Wallasey Grammar School, 
Chesire, England. He began his insur- 
ance career in Liverpool with the Stand- 
ard Marine Insurance Co. as loss man- 
ager. Coming to the United States he 
became loss manager of the Automobile 
of Hartford in New York, then assistant 
secretary and secretary of the company 
in Hartford. 

Richard B. Masters, United States 
manager, New Zealand Group, was born 
in California. He entered the insurance 
business in 1924 with the California In- 
surance Co. Two years later he joined 
the Security of New Haven as Metro- 
politan manager, resigning in 1927 to 
travel throughout the United States. In 
1930 he returned to the Security as fire 
underwriter and in 1940 was promoted 
to assistant manager, Pacific Coast de- 
partment. He joined the New Zealand 
in 1952 as assistant U. S. manager, and 
was promoted to his present post this 
year. Companies in the New Zealand 
Group are New Zealand, South British 
and Baloise Marine. 

Thomas C. Morrill, vice president, 
State Farm Mutual Automobile Insur- 
ance Co., a native of Chicago, attended 
Central College of Arts and Sciences and 
Northwestern University. His insurance 
experience began in 1929 with the Chi- 
cago office of Alfred M. Best Co., be- 
coming assistant manager, casualty and 
surety department in 1940. In 1945 he 
became assistant to the Superintendent 
of Insurance, New York Insurance De- 
partment and ‘was appointed Deputy 
Superintendent two years later. He 
joined the State Farm Mutual in 1950 
as director of research; was elected vice 
president in 1952. 

Harry Schisler, executive vice presi- 
dent, Fidelity & Deposit, is a native 
Baltimorean; was educated at Baltimore 
— College and University of Maryland 
Law School. He entered the insurance 
business in 1910 as a clerk in American 
Bonding. Co., which was absorbed by the 
F. & D. in 1913. With F. & D. he became 
assistant manager, claim department in 
1929; manager in 1940; was elected vice 


president in 1947, first vice president in 
1950. His title was changed to the pres- 
ent one in March of this year. 

Lothar Sudekum, United States man- 
ager of Union Reinsurance of Zurich, 
was born in Germany and after complet- 
ing education at the Universities of 
Heidelberg, Berlin and Breslau, came to 
this country in 1933. His first insurance 
experience was with Frank B. Hall & 
Co., and the Aetna (Fire) in Hartford. 
From there he went with Pilot Reinsur- 
ance, receiving training under Carl 
Schreiner, until World War II when he 
joined the newly formed U. S. Ski 
Troops, serving for two years in Europe. 
Later he was transferred to the Intelli- 
gence Service. When he returned to the 
United States he went with the Ameri- 
can Plan Corp. as executive vice presi- 
dent, resigning to become U. S. manager 
of the Union Reinsurance Co., which 
started operations in the U. S. on Janu- 
ary 1, 1953. 

Joseph Supornick, partner in public 
adjusting firm of Joseph Supornick & 
Son, St. Paul, is a native of Russia. He 
was educated in St. Paul and entered 
the insurance business as a public ad- 
juster in 1915. 

Ottocaro Weiss, chairman of the board, 
Buffalo Insurance Co., was born in Tri- 
este and educated at the University of 
Zurich. With Assicurazioni Generali of 
Trieste since 1929, he is also United 
States representative of that company 
and United States manager, General In- 
surance Co. of Trieste and Venice. 


* * * 
Department Store to Continue 


Insurance Department 

The general insurance department 
opened under a lease arrangement with 
the Chicago department store of Carson 
Pirie Scott & Co. will be continued in- 
definitely. The department was opened 
in September, 1953 for a one year’s trial 
with the firm of Childs & Wood oper- 
ating the insurance department. 

“Based on the record of the past 
year,” said President John T. Pirie of 
the store, “I have concluded that we 
are bringing a valuble service to our cus- 
tomers.” 

He added that established “credit ma- 
chinery” was used in handling about 
70% of the policies bought. 


* * * 


Charles F. Noyes Co. Moves 

The Charles F. Noyes Co., Inc., one of 
outstanding real estate firms in New 
York City, and for years at 40 Wall 
Street, has moved to new premises com- 
prising the second and third floor of 

2 Broadway. The new premises are 
reached by marble stairs. Improvements 
costing $250,000 have been made by the 
Noyes organization in the new location 
which will be the company’s main office 
and that of Findlay - Noyes Co., its in- 
surance brokerage affiliate. To take care 
of appraisal, mortgage and sales division 
records it was necessary to pack 1,000 
large boxes as the records number 800,- 
000 items. 

The Charles F. Noyes Co., Inc., was 
established by Mr. “Noyes in 1898. Wil- 
liam B. Falconer, who joined Mr. Noyes 
in 1901, was elected president in 1938. 
Beginning with a capital of $500 the last 
financial statement of the organization 
showed assets in excess of $1,000,000 and 
in the year ending April 20, 1954, the 
company closed 5,724 separate real es- 
tate transactions. The company is also 
management agent for New York City 
property valued at $300,000,000. Approx- 
imately 200 employes comprise the ad- 
ministration personnel and 3,000 are em- 
ployed in operation of its office, store, 
loft, industrial and commercial buildings. 
This operation department is managed 
by Hamilton G. Ford. Edward J. Craw- 
ford, Sr., is second to William B. Fal- 
coner in years of service. Edward J. 
Crawford, Jr., his son, and William B. 
Falconer’s son, William B., Jr. are 
active in the business as well as two 
sons of George A. Hammer and a son 
of Edward E. McNally, vice president 
in charge of the midtown office. Dun- 
can M. Findlay is in charge of the in- 
surance affiliate. 


Review-Lengyel Articles 

The staff of Professor S. J. Lengye) of 
London, in agreement with The Review 
of London, is preparing under his su- 
pervision for each issue of The Review 
an article about the development of in- 
surance and reinsurance business in dif- 
ferent countries of the world in the 
light of economic conditions in those 
countries. After the articles are printed 
they will be published annually. 

Professor Lengyel, whose address is 
63 Fitzjohn’s Avenue, London, N.W. 3, 
says that eventually the articles will 
cover all countries in Europe, North and 

vatin America, the British Common- 
wealth and some independent states in 
Asia and Africa. 

* * * 


National Board Awards 

The National Board of Fire Under- 
writers has invited the nation’s press, 
radio, and TV stations to take part in 
its Gold Medal Awards of 1954. 

The Gold Medal Awards were insti- 
tuted in 1942 to give public recognition 
to the daily press and radio for outstand- 
ing public service in fire prevention and 
fire safety. In 1946 an award for the 
weekly press was established and in 
1952 a fourth classification—television 
—was added. The awards consist of a 
gold medal or $500 in cash, at the recipi- 
ent’s option. 

In addition, the National Board pre- 
sents a number of honor award cita- 
tions. 

In the 13 years since the National 
3oard of Fire Underwriters instituted 
its gold medal awards, 12 dailies, 8 week- 
lies, and 14 radio or television stations 
have been honored and some 100 others, 
in their respective classifications, have 
received honor award citations. 

To support the nomination, a scrap- 
book of clippings, letters, photographs, 
recordings, or other material relating to 
1954’s fire prevention and safety activi- 
ties should be mailed by February 14, 
1955 to the National Board of Fire Un- 
derwriters, 85 John Street, New York 
38, N. Y. The National Board will place 
it before a panel of judges. 

Announcement of the winners of the 
Gold Medals and Honor Award Cita- 
tions is made by the National Board in 
New York in March, usually a month 
after the deadline for submitting scrap- 
books. Presentations of awards usually 
are made at civic functions in the recipi- 
ent’s communities at a later date. 

* * « 


Kits of Policies to College 
Teachers and Students 

The National Board of Fire Under- 
writers again is offering college and uni- 
versity teachers of property insurance 

—and their students in advanced or spe- 
cialized insurance courses—kits of speci- 
men insurance policies. These kits con- 
tain policies commonly used for fire, 
automobile, allied lines, marine and in- 
land marine insurance. The kits also 
are available for company training pur- 
poses and accredited CPCU courses. 

This National Board activity is con- 
ducted in conjunction with the Associa- 
tion of Casualty and Surety Companies 
and the Institute of Life Insurance. 

During 1953, the second year in which 
the National Board participated in the 
activity, over 10,000 fire insurance kits 
were distributed and approximately the 
same quantity of the general kits were 
made available for general or survey 
courses. Distribution of the general 
kit is being handled by the Institute of 
Life Insurance, 488 Madison Avenue, 
New York 22, N. x, 

* * 
Has 35th Anniversary 

George Gordon recently observed his 
35th anniversary with the Travelers In- 
surance Companies. He occupies an 
office at 10 Cedar Street in New York 
City where he has been for more than 
22 years and specializes in writing jew- 
elers block insurance. A native of Man- 
chester, N. H., he has traveled exten- 
sively throughout the United States. 
Robert N. Gordon, his son, was grad- 
uated from the home office school of 
the Travelers in Hartford, and is now 
associated with his father. 
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AFIA Names Arpert and Cushman 
As Assistant General Managers 


Eric Arpert, secretary and treasurer 
of the American Foreign Insurance As- 
sociation for some years, and William F. 
Cushman, AFIA secretary, were ad- 
vanced to assistant general managers 





ERIC ARPERT 


at the annual meeting of the association 
at the University Club in New York last 
week. The trustees also reelected as 
trustees the following: 
C. L. Allen, president, 


Aetna [nsur- 





WILLIAM CUSHMAN 
ance Co.; K. E. Black, president, Home 
Insurance Co.; F. A. Christensen, presi- 


America Fore Companies; K. B. 
eenaiee: Fire Association of 


dent, 
Hatch, 


N. J. WOMEN’S PARTY 
The Insurance Women of New Jersey 
held their annual Christmas party on 
Thursday evening, December 16 at Hotel 
Essex House, Newark. Elizabeth Doran 


and Mary O’Shea were co-chairmen. The 
members will donate to the annual con- 
tribution to the Newark News Christmas 
Fund. 


Philadelphia; J. A. North, president, 
Phoenix Insurance Co. of Hartford. 

H. I. Bartlett, vice president of the 
Boston Insurance Co., was elected trus- 
tee to replace the late D. C. Bowersock. 

President W. A. Hebert of the Spring- 
field Fire & Marine Co. presided at the 
meeting and dinner and General = an- 
ager James O. Nichols presented a re- 
port on operations for the fiscal ah 
ended June 30, 1954 <A substantial 
growth in volume and operating results 
were reported. 

Mr. Arpert was born in Brooklyn and 
started his insurance carreer with the 
brokerage firm of Benedict and Bene- 
dict. Later he joined the John W. Begg 
Agency of the Perrin organization and 
in January, 1921, entered the employ of 
the AFTA. 

Mr. Cushman was born in Stonington, 
Conn. He graduated from Colby College 
and joined the AFIA in 1922. 


Home Joins USAIG 


The Home Insurance Co. and its casu- 
alty subsidiary, the Home Indemnity, 
will become member companies of the 
United States Aircraft Insurance Group, 
effective January 1. The companies will 
participate in writing various forms of 
aircraft insurance. 


Late Wm. J. Reynolds Contributed 


Much to Fire Insurance Progress 


Few fire insurance executives were 
harder workers for the business or kept 
themselves in closer daily contact 
with events on “William Street” in New 
York City than William J. Reynolds, 
chairman of the board of Corroon & 
Reynolds, Inc., who died suddenly De- 
cember 8 at his New York City home 
at the age of 70 years. Although he was 
also president of the American Equi- 
table, New York Fire, Globe & Republic 
and the Central Fire Agency, Inc., and 
chairman of the board of the Merchants 
Manufacturers Insurance Co. of New 
York, his office on the ground floor of 
the Corroon & Reynolds Building was 
always open to visitors. 

Through these many daily interviews 
and discussions Mr, Reynolds kept 
abreast of current thinking in production 
and other circles. A man of high intelli- 
gence, as well as having a full back- 
ground of insurance, he would wisely 
interpret the facts he gathered and over 
a long period of years his advice bore 
important weight in shaping constructive 
executive decisions at top levels. Yet he 
was a man of unusual modesty and his 
name appeared infrequently in the pub- 
lic press except in connection with offi- 
cial elections. 


Fifty-five Years in Insurance 


It was fitting that a solemn mass of 
requiem should be celebrated last Satur- 
day morning at Our Lady of Victory 
Roman Catholic Church at Pine and 
William Streets, only three blocks from 
the Corroon & Reynolds Group home 
office. Mr. Reynolds had “lived” on 
William Street, or close to it in the in- 
surance district for 55 years. He was 
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often at his desk long after dark at 
night and had eased off somewhat only 
in recent years due to ill health. Mr. 
Reynolds enjoyed wide popularity among 
company men and producers alike and 
he will be widely mourned by those who 
felt that William Street was brightened 
by his personality and guidance. 
Outside of his official posts with the 
Corroon & Reynolds organization Mr. 
Reynolds was a member of the execu- 
tive committee and chairman ot the 
committee on finance of the National 
Board of Fire Underwriters, president 
and member of the executive committee 
of the Stock Company Association, di- 
rector and executive committee member 


of the General Adjustment Bureau and 
senior member of the loss committee of 
the New York Board of Fire Under- 


writers. He had also held high posts 
with the New York Fire Insurance Rat- 


ing Organization and the New York 
Fire Insurance Exchange. He was like- 
wise a past president of the Drug & 


Chemical Club. 

A native of Brooklyn, Mr. Reynolds 
left public school when 13 years old. 
After working a short while in a depart- 
ment store he joined W. L. Perrin & 
Son in insurance when he was 14 years 
old. He served as office boy, then coun- 
terman for 10 years. Next he was in 
charge of the counter for Newman & 
McBain, in which agency he had been 
brought by Richard A. Corroon, then a 
silent partner, who had been impressed 
by the energy and intelligence of young 
Reynolds. The latter remained with 
Newman & McBain for a decade, be- 
coming secretary and chief underwriter 
of the agency. In 1918 he went with 
Corroon & Duffy, which had taken over 
management of the Central Fire Office 
from Willcox, Peck & Hughes. 

After a time Mr, Reynolds was given 
a partnership in Corroon & Duffy, which 
later became Corroon & Reynolds. He 
became vice president of the fire com- 
panies and some years ago president, 
when John R. Barry became president 
of Corroon & Reynolds, Inc. 


HOME DIVIDEND DECLARED 

Kenneth E. Black, president of the 
Home Insurance Company, announced 
that directors of the company at the 
meeting December 13 declared a quarter- 
ly dividend of 50 cents a share payable 
February 1, 1955 to stockholders of 
record January 3. This 192nd consecu- 
tive dividend payment to Home stock- 
holders maintains the company’s record 
of payments in 100 out of 101 years 
since its founding. 
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Ernest A. Henne— 


By CLarENCE AxMAN 


No fire insurance executive in the 
West stands in higher esteem with rep- 
resentatives of all companies in that 
section of the country than does Ernest 
A. Henne. 

Mr. Henne is manager of the Western 
Department at Chicago for Continental 
Fidelity-Phenix, Niagara and American 
Eagle, the four fire companies of the 
America Fore Insurance Group. 

Having the appearance of a Roman 
senator, a rare gift for friendship grow- 
ing out of amiability and understanding 
of people, he has built up an unusually 
large reservoir of friendships. It wasn’t 
long after he reached Chicago before 
he began to be elected by his confreres 
in the business to important industry 
positions. They have included presidency 
of Western Underwriters Association, 
chairman of Subscribers Committee of 
the Western Actuarial Bureau (a post 
he held for years), and trustee of Un- 
derwriters Laboratories. Currently, he 
is president of Western Adjustment & 
Inspection Co, and of Underwriters Sal- 
vage Co. 

The western department of the Amer- 
ica Fore Insurance Group, of which 
he is the head, is one of the largest 
operations in the insurance field. Its 
territory is 18 states, of which three are 
Rocky Mountain states, and in addition 
it supervises the company’s agencies in 
four of the Canadian provinces: On- 
tario, Manitoba, Saskatchewan and AI- 
berta. Also located in the Western de- 
partment is the supervision of the com- 
pany’s farm and hail business nation- 
wide. 


Was Fireman on Railroad 


Mr. Henne, who was born in Tubin- 
gen, Wurttemberg, Germany, came to 
this country in 1885 while en route to 
Fort Scott, Kansas, to which city his 
father had gone two years before and 
where the latter had entered the bakery 
business. Ernest landed at Castle Gar- 
den at the Battery near where the fa- 
mous Swedish singer, Jennie Lind, had 
made a sensational success many years 
before. He attended public school in 
Fort Scott, which is in Bourbon County 
and is the county seat. The city, a mili- 


tary station before the Civil War, is 
100 miles from Kansas City. 
After leaving school Ernest Henne 


got a job with a painting contractor and 
for a time he did painting of houses, also 
hanging wallpaper. During his boyhood, 
the youth ot the West was fascinated 
by railroads and an early ambition of 
Ernest’s was to be a _ railroad man. 
Eventually, he quit the paint and paper- 
ing business and obtained a position as 
fireman on the Frisco Railroad, better 
known as the St. Louis and San Fran- 
cisco. His run was from Fort Scott to 
Springfield and Joplin, Mo. and also 
to points in Oklahoma. During his two 
and a half years of service on this job, 
the greater portion of that time he 
was fireman on a locomotive with an 
engineer by the name of E. W. Kells, 
the father of several sons and daugh- 
ters, two of the boys likewise being in 
the employ of the Frisco at that time. 
Ernest became very much interested in 
one of Mr. Kells’ daughters, who sub- 
sequently became Mrs. Henne and they 


are this year celebrating their 50th 
wedding anniversary. 
The glamour of railroad work soon 


Vice President of America Fore’s Fire Companies Heads, 


as Western 


Department Manager, One of Largest Insurance Operations in Insur- 


ance Field; Started Career in Fort Scott, Kansas 


wore off and Ernest again returned to 
his former employer in the painting 
business and after two years of further 
activity, through his employer's influ- 
ence, ‘obtained a position as salesman 
for a varnish company, traveling in 
several southeastern states. But the 
panic in late 1907, during which time 
banks in his area paid off in scrip, ended 


his career as a varnish salesman. Imme- 
diately following his return to Fort 
Scott headquarters, he purchased the 
C. C. Mevers Agency (Mr. Meyers 
moved to Kansas City) which repre- 
sented the Glens Falls, Northwestern 
National, Dubuque Fire & Marine, Ger- 
mania and the Firemen’s of Newark. 


Neal Bassett at that time supervised the 
several states in the Central West and 
transferred the representation of the 
l‘iremen’s to Ernest. Mr. Bassett later 
on became president of the Firemen’s. 
Ernest operated the agency in his own 
name for 18 months. He then sold it 
to a friend of his, John Kearns, and ac- 
cepted an offer as special agent for the 
National Union, assisting State Agent 
Charles Henninge r, traveling out of 
Kansas City in Kansas and Oklahoma. 
Incidentally, the president of the Na- 
tional Union at the time wz iS E. E. Cole, 
who had previously been in the field 
for the Continental Insurance Co. under 
Henry Evans. Mr. Cole was father-in- 
law of Holgar J. Johnson, now president 
of the Institute of Life Insurance, and 
one of the leading public relations men 
in the United States. 


Meets Tom Braniff in Okla. 


While traveling in Oklahoma, Ernest 
made the acquaintance of Tom Braniff, 
junior partner of the Merrill-Braniff 
General Agency, and was invited to en- 
ter their employ as an examiner in 
Oklahoma, the only state in which they 
operated. The firm at that time repre- 
sented the Spring Garden, the Michigan 
Commercial, the Austin Insurance Co. 
of Texas and others. Tom Braniff, as 
is well known, later became president of 
the Braniff Airlines, although at the 
time of his death he still continued his 
interest in insurance operations in Okla- 
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Phoenix of 
brother of 
Carter of Detroit, 


the Fidelity - Phenix and who 
came yice president of the 
Hartford. Charles Carter, a 
the late George W. 


was then state agent of the Hanover; 
Guy Fuller was state agent for the 
Springfield. John Benson, still residing 


in Oklahoma (retired), represented the 
Commercial Union. Russell D. Hobbs, 
junior rating engineer in the Oklahoma 


Inspection Bureau, who later became 
general manager of the Western Actu- 
arial Bureau, is now retired. 

When Mr. Henne was in the Okla- 


homa field in 1912 the oil industry had 
already made a good start. Tulsa was 
the main center of the oil activity. Oil 
was not discovered in the Oklahoma City 
area until about 25 years later, and the 
big oil refineries on their present scale 
had not yet been established. 

Mr. Donica, who had been much im- 
pressed by Ernest Henne, prevailed upon 
Manager Tuttle to make him his as- 
sistant in the Iowa field, where he 
traveled for three years, being trans- 
ferred there from Oklahoma the latter 
part of 1913. Later on he was trans- 
ferred by the Continental to Western 
Missouri with Kansas City headquarters, 
succeeding A. A. Maloney, who was 
brought to Chicago to work in the 
western department of the Continent:! 
A short time later Maloney was put in 
charge of the San Francisco office of 
America Fore. 


Transferred to Chicago 


The transfer of Henne to Chicago 
came after he was asked to go there 
by Fred W. Koeckert, then executive 
vice president of the Continental. At the 
outset it was to be an eight or ten 
weeks’ assignment for home office train- 
ing, but the force of his personality, 
judgment and ability resulted in its be 
ing a permanent post. At the start he 
was assigned to special situations, 4 
ing in vacancies in office and field. J. R. 
Wilbur, then western manager, 
Henne: “You are to make yourself use 
ful until I find the exact niche which 
you will fill.” He was soon “ade ex 
ecutive special agent handling special 
situations in the western states. Like 
wise when the Continental engaged in 
writing hail on growing crops, the man 
agement of this operation was placed in 
his hands. 


said to 


Becomes an Officer 

Mr. Henne remained executive special 
agent until January 1, 1921, when he was 
appointed secretary of the American 
Eagle. In 1924 when the America Fore 
completed its own building in Chicago 
after the death of Henry Evans and the 
companies in the group were placed 
under joint control, Mr. Wilbur was 
given charge as vice president and Mr. 
Henne became his assistant and was 
made secretary of all fire companies in 
the group. He was elected vice presi- 
dent of the companies in 1929, and upon 
the retirement cof Mr. Wilbur in 1930 
succeeded him in general charge of the 
western department, the Niagara having 
been added to the organization in the 
previous year. 

The key men in the western depart- 
ment under Mr. Henne are: Mr. Her- 
man P. Winter, vice president and sec- 
ond in command; Raymond F. Jackson, 
secretary, in charge of all recording un- 
derwriting; C. R. Williams, secretary, 
outside contact work; E. B. Vickery, 
secretary, in charge of Cook County 

(Continued on Page 29) 
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Public Relations Program Needs 
Full Support of Companies, Fieldmen 


There is extensive value for fire insur- 
ance in a well-rounded EUA public rela- 
tions program John R. Robinson, chair- 
man of the public relations committee, 
annual meeting of the 
Association in 
The most im- 
a_ successful 


reported to the 
Eastern Underwriters 
New York this week. 
portant single factor in 
program, he said, is the enthusiastic 
support and cooperation of member 


companies reflected in the encourage- 





Fabian Bachrach 
ROBINSON 


JOHN R. 


ment given to their fieldmen to take 


part in the work of the various field 
clubs. 

Mr. Robinson, United 
States manager of the Phoenix Assur- 
ance, commended the fieldmen in the 
EUA territory for their “outstanding 
work.” Seven of the 18 field clubs have 
adopted and now under the 
constitution and 
3uffalo Insurance Field Club, 
Field Club, 


who is deputy 


function 
suggested by - laws. 
These are: 
Del. - Md.- D.C. Insurance 
Mountain Insurance Field Club, Pine 
Tree State Field Club, The Insurance 
Field Club of Rochester, Insurance Field 
Club of Syracuse, Western Massachu- 
setts Field Club. 


Catastrophe Loss Operations 


« 


“Three devastating hurricanes which 
visited our area within a period of 45 
days stretched to the utmost the public 
relations efforts of our field forces and 
also proved the basic workability of the 
catastrophe loss program,” Mr. Robin- 
son said. 

“Tt will be recalled that the storm 
of November, 1950, indicated the need 
for a coordinated catastrophe plan in 
our territory. Accordingly, with the 
help of field clubs, local agents’ organi- 
zations, the Loss Executives Association 
and the National Board of Fire Under- 
writers, such a plan was devised and 
held in readiness for future use. It had 
trial periods with small area storms and 
the Worcester, Mass., tornado of June, 
1953, but its framers never anticipated 
the situations created by the three hur- 
ricanes coming in such rapid succession 
in the late months of 1954. 

“While there were many examples of 
outstanding work done under adverse 
circumstances by field clubs, local agents 
and others connected with our business, 
it was indicated that there were certain 
weaknesses in the plan when it functions 
under circumstances where catastrophes 


repeat themselves within the same area. 

“A complete study and review of the 
plan is under way to take advantage of 
those lessons which we learned the ‘hard 
way.’ With the cooperation of the field 
clubs, it planned to improve the tech- 
niques that were found wanting, particu- 
larly those involving distribution of loss 
notices to agents and the centralization 
of publicity in connection with stock 
company functions of catastrophe han- 
dling. 

“It is also recognized that the Weather 
Bureau reports frequently issued indicat- 
ing tracks of hurricanes can be used to 
alert the fieldmen in threatened areas 
thus giving them warning to prepare for 
distribution of catastrophe loss notices 
and for other necessary activity in con- 
iection with the pending catastrophe,” 
Mr. Robinson continued. 


Town Inspections 


“There were ten town inspections 
completed during the year as compared 
with 19 in 1953. Members receive a 
printed report of each town inspection, 
hence, no further details of these activi- 
ties will be given except to point out 
that approximately 1,500 buildings in- 
spected produced nearly 4,000 possible 


defects, and, through the cooperation of 
the local committee of townspeople, ap- 
proximately 80% of these were remedied. 

“The cumulative effect of this pro- 
gram can not be measured in lives or 
dollars, and we will never know how 
many of both were saved throuyh the 
efforts of your fieldmen who made these 
town inspections. 


Fire Prevention Week 


“Fire Prevention Week observances 
were hampered by the hurricanes al- 
though preliminary reports indicate ex- 
cellent work done during that week. 
Again, we point out that many commu- 
nities, local agents and civic organiza- 
tions depend on our fieldmen to assist 
them in planning and organizing these 
observances. This is particularly true 
among the increasing number of local 
boards of state associations of insurance 
agents which are taking the lead in mak- 
ing this annual program a real success 
in their communities. 


Field Training Program 


“Preparation of a field training pro- 
gram in rating organization operations 
is under way. Originally, it was planned 
to develop this program in cooperation 
with rating organizations and offer it to 
field clubs as an education course for 
training new fieldmen coming into each 
rating territory. After reviewing initial 
drafts of material, your committee con- 
sidered it a most valuable educational 
aid and recommended that its use should 
not be limited to fieldmen but expanded 





The story 


Things every Insurance Buyer should know—No. 77 





of two 





Once there were two men whose 
wives were fortunate enough to own 
jewelry. 


The first man bought and insured 
an engagement ring in 1935. Last 
year he had the ring re-appraised 
and was surprised to find that it had 
doubled in value. He hastened to 
increase his insurance. 


The second man bought and in- 
sured an expensive bracelet in the 
same year. But jewelry styles some- 
times change, and when this brace- 
let was appraised again, its value 
had decreased. Our friend reduced 
his insurance and saved money on 
his premium. 
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Which of these two men was the 
wiser? The answer—at least in our 
opinion—is that they were both 
wise. Jewelry is a highly personal 
possession; perhaps its only true 
value is what the owner feels it is 
worth. But for those who would like 
a rule-of-thumb, we suggest the 
following: Insure your valuable jewels 
for what it would cost to replace them 
at today’s prices. 











See a competent, independent in- 
surance agent or broker, and ask 
him to review your jewelry insur- 
ance. He will advise you how to 
proceed in determining whether 
your present policy is adequate to 
meet your special needs. 


lewark + New Haven Philadelphia 
San Francisco + Seattle + Syracuse 








This advertisement appears in the country’s leading newspapers in December. 
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to include member and subscriber com- 
panies of rating organizations, rating 
organization employes and local agents. 

“This will be the third educational 
venture undertaken by your committee, 
the others being an inspection course 
to improve town inspection techniques 
and a course in effective speaking to 
train fieldmen to carry our message to 
the public. 

“As we continue to expand our public 
relations work, your committee has tried 
to plan each project carefully to improve 
our methods and to increase the effec- 
tiveness of the several activities under- 
taken. 

“To accomplish each important objec- 
tive, we must utilize available manpower 
effectively. If each fieldman in our terri- 
tory devoted a couple of hours a month 
to the programs undertaken by his field 
club, the over-all result would be tre- 
mendous. Each month, approximately 
4,000 man hours would be available for 
promoting our public relations. There 
are also plus values to the individual 
fieldman. He learns to organize and di- 
rect a meeting, he enhances his prestige 
with local agents and the townspeople, 
and receives training in leadership mak- 
ing him more valuable to himself and 
his company.” 


National Board Grants to 


Architectural Foundation 
The National Board of Fire Under- 
writers has made a $4,500 scholarship 
grant to the American Architectural 
Foundation which is distributing the 
fund to aid students in the study of 
architecture. 
Winners of scholarships and their in- 
stitution of study are as follows: 
Byron B. Black, Roanoke, Va., Vir- 
ginia Polytechnic Institute; Cora L. 
Wells, St. Augustine, Fla., University of 
Florida; Heinz E. Zobel, St. Louis, Mo., 
Washington University; Laurence C. 
Gerckens, Carlstadt, N. J., University of 
Cincinnati; Rolland H. Williamson, 
Ames, Iowa, Iowa State College; Martha 
W. Darlington, Darling, Pa. Pennsyl- 
vania State University, and Harvey A. 
Berg, Brooklyn, Rensselaer Polytechnic 
Institute. 


N. Y. WOMEN MEET DEC. 20 

The Insurance Women of New York 
will hold their annual Christmas Party, 
Monday, December 20, from 5:30 to 7 
p-m., at the Drug & Chemical Club, 85 
John Street. The Insurance Women of 
New York will again make a contribu- 
tion to the New York Times Hundred 
Neediest Cases and to the WOR Christ- 
mas Fund for Children. Marie L. Duhig 
is chairman of the charities committee. 
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EUA Meets in N. Y. 


(Continued from Page 1) 


policyholders involved with these com- 
bination damages. 

“If we are to continue, as we must,” 
said Mr. Miller, “the acceptance of risks 
subject to hurricane hazard, we should 
be realistic in our approach to properly 
serving our customers by at least sur- 
veying the possibility of providing cov- 
erage against the forces of wind-driven 
waves at a substantial rate level. 

“Such a study has been instituted and 
the results thereof will be communicated 
to the membership when all possible 
data has been obtained. 


Majority of Losses Adjusted 


“In view of the tremendous strain 
placed upon the adjusting facilities by 
these three hurricanes it is to our credit 
that the majority of the losses have 
been adjusted and no widespread suf- 
fering resulted through any unnecessary 
delays. 

“It is interesting to note that the 
Federal Civil Defense Administration 
has received applications for disaster 
relief from 413 towns and cities in the 
areas affected by these hurricanes, so- 
liciting Federal funds for temporary 


emergency repairs to put essential 
non-profit public-owned service facili- 
ties back in operation. This is an in- 


dication that the entire burden of these 
storms was not borne by the insurance 
carriers. 

Dangers of Coverage Extension 

“In addition to the obvious need for 
immediate rate increases to recognize 
the substantial drain upon the resources 
of our member companies there are 
other facets to the impact of these 
hurricanes which warrant careful study. 
Among the important aspects, is a more 
constructive and realistic approach to 
newly devised expanded coverages for 
the important dwelling classification. 

“It is quite obvious to us that any 
automatic extension to include such 
things as trees, shrubs, plants and 
lawns carries with it an added catastro- 
phe burden that can neither be borne 
by a single company’s financial struc- 
ture nor its excess reinsurance carrier 
without requiring such a_ substantial 
rate level that we may price ourselves 
out of the market so far as the average 
home-owner is concerned, not to men- 
tion the substantial increased annual 
cost for excess reinsurance. 

“It is interesting to note that the 
impact of these three hurricanes upon 
the market for our common stock was 
negligible. The confidence of our stock- 
holders gives credit to our ability to 
absorb shock losses without disturbance 
to the economic scheme under which 
we operate. 

“We should keep constantly before us 
the obligation which we owe to our 
policvholders, our agents, and our 
stockholders in appraising the risks we 
write and to avoid hasty decisions on 
coverage extensions that can only haunt 
us in the future. 


Re-survey of New Forms 


“The re-survey of the currently rec- 
ommended ‘all physical loss’ and broad 
named peril dwelling policies suggests 
again the need for complete and thor- 
ough study before launching new and 
untried ventures which must subse- 
quently be revised or withdrawn. 

“The speedy tempo with which these 
innovations are launched and the fear 
of loss of business through such com- 
petition should not deter us from doing 
a good job of draftsmanship in the 
interest of the insuring public and all 
of those segments of our business which 
we are called upon to serve. 

“While it is recognized that some of 
us may be concerned with the delay in- 
herent in close scrutiny of new and un- 
tried ventures, it would seem far better 
to use some weeks of study and re- 
search needed to produce a _ realistic 
product, rather than speed it through to 
a conclusion which must later be re- 
versed.” 

Committee Reports 
The hurricanes and the problems re- 








. e« Mighty good business for you— 
these private and corporate plane 
owners. 

High time you got your share of this 
business. 
And, it’s a mighty smart idea to wrap 
up all their insurance in the same com- 
pany—fire, auto, liability and aviation, 
right down the line. Agents know it’s 
much easier to handle an entire account 
with just one company. 
Our agents have no difficulty placing 
Aviation Insurance with us. After all, 
we're in the INSURANCE business 
and if we can quite capably insure a 
man’s house, car, boat and other pos- 
sessions . . why shouldn’t we insure 
his (or his company’s) airplane? 


We'd like to hear from you if you have 
any Aviation problems. 
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HARRY W. MILLER 


sulting therefrom were major topics 
treated in committee reports. The loss 
adjustment practices committee under 


Chairman Henry C. Pitot, U. S. mana- 
ger of the Royal Exchange Assurance, 
reported a need for revising the catas- 
trophe loss notice distribution tech- 
niques to assist agents and companies 
to speedily process the adjustment of 
claims. 

Chairman P. J. Priore, U. S. manager 
of the Sun Insurance Office, drew atten- 
tion to an increase in assignments un- 
der the delinquent agency balances 
committee procedures designed to re- 
habilitate agencies which become in- 
volved. He also mentioned the need for 
maintaining balance collection on a 
monthly basis within normal credit limi- 
tations to prevent sizeable delinquencies 
from developing. 


L. M. Michel, rating methods re- 
search committee chairman and _ vice 
president of the Fire Association of 
Philadelphia, detailed activities of his 


committee which included reference to 
recommendation of a revised improve- 
ments and betterments coverage and 
the editorial and other revisions rec- 
ommended in the new dwelling coverage 
forms. 


Honor Rating Organization Managers 


At the dinner which followed the an- 
nual meeting, there was special tribute 
paid to the rating organization mana- 
gers in the territory of the association 
who included: 

H. Hazlehurst, Jr., Insurance Rating 
Bureau of District of Columbia; B. M. 
Hermes, New England Fire Insurance 
Rating Association; C. H. Hill, Middle 
Department Association of Fire Under- 
writers; A. C. Hudson, New Hampshire 
Board of Underwriters ; R. W. Neal, 
Maryland Fire Underwriters Rating 
Bureau; H. S. Stanley, New York Fire 
Insurance Rating Organization; L. A. 
Watson, Fire Insurance Rating Organi- 
zation of New Jersey. 

Among guests were representatives of 
the Farm Underwriters Association from 
Chicago who attended a morning meet- 
ing with the EUA rating methods re- 
search committee. They were B. R. 
Walinder, secretary of the America 
Fore; G. M. Craig, vice president of 
the Home, and k. S. Ogilvie, secretary 
of Farm Underwriters Association, and 
assistant manager of the Western Un- 
derwriters Association. 

Also in attendance were Joseph A. 
Neumann, president, and John F 
Neville, executive secretary, National 
Association of Insurance Agents, to- 
gether with the Eastern agents confer- 
ence committee consisting of R. M. L. 


Carson, Glens Falls, N. Y.; J. Vernon 
Coblentz, Frederick, Md.; ie W. 
Faunce, Boston; Charles H. Franken- 


bach, Westfield, N. J.; Preston H. Had- 
ley, Bellows Falls, Vt.; H. Earl Munz, 
Paterson, N. J., and E. Stuart Windsor, 
Baltimore. 








Page 28 










we aebiecrches 


UNDERWRITER 


December 17, 1954 











NAIA Leaders Study Threats From 


Washington to State Regulation 


Storm warnings are up again in the 


nation’s capital for state insurance 
regulation, according to the Washington 
National Asso 


Agents. Various 


representatives of the 
ciation of Insurance 


aspects of insurance and insurance in- 
vestigations, he said, are now being con- 
sidered by some national political stra- 
tegists as political issues. 

In his report to the NAIA executive 
committee at its meeting in Williams 
burg, Va., December 5-7, Maurice G 
Herndon also pointed out that “there 
is reason to believe that the White 
House may be considering this matter 
in view of letters of complaint received 
in Washington about alleged bad prac- 
tices within the insurance industry.” 
Incidentally, he said, complaints “have 
by no means been confined to the health 
and accident segment of our industry. 

Combatting Federal Control 

Some suggestions were offered by 

Mr. Herndon to the proponents of state 


regulation of insurance which would 
assist them to combat this trend. First, 
he said, the NAIA membership could 


help the state Insurance Commissioners 
remember it is not always the number 
of laws on the state books but more 
particularly how they are administered 
and enforced that seems to count most 
with the Federal law enforcement agen- 
cies and the Congress. 

Secondly, members of the NAIA 
could more effectively, and in their own 
way, work for modernizing and strength- 
ening state insurance laws where needed. 
This action, he said, would be aimed 
primarily at eliminating any “need” to 
brine io Washington complaints about 
any insurance operations within the 
various states. 

All members of the executive commit- 
tee were present at the meeting includ- 
ing Chairman Kenneth Ross, Arkansas 


City, Kan.; President Joseph A. Neu- 
mann, Jamaica, N. Y.: Robert E. Bat- 
tles, Los Angeles; Robert Maxwell, 
Texarkana, Ark.-Tex.; Dave R. Mc- 
Kown, Oklahoma City, Okla.; Arthur 


M. O’Connell, Cincinnati; Archie M. 

Slawsby, Nashua, N. H., and Louie FE. 

Woodbury, Jr., Wilmington, N. C. John 

F. Neville, NAIA executive secretary- 

general counsel, also participated. 
Public Relations Plans 


devoted 
executive 


Considerable discussion was 
to public relations by the 
committee, particularly in view of the 
fact that the national board of state 
directors at its meeting in Chicago had 
noted that a _ special committee be 
named to devote itself to a study of 
this important subiect. Some public re- 
lations and advertising programs pres- 
ently being developed by state associa- 
tions came in for favorable mention. It 
is expected that the members of this 
new and important committee will be 
named soon. 

The executive committee reviewed 
arrangements for the 1955 NAIA an- 
nual convention to be held at Los An- 
geles, October 2-5, 1955. 

George Hanson reported to the ex- 


JOSEPH A. NEUMANN 
President 


ecutive committee concerning the bro- 
kers’ minimum qualifications and licens- 
ing bill which had been placed before 
the National Association of Insurance 
Commissioners at its meeting in New 
York Citv. The executive committee 
emphasized the importance of this bill 
to the National Association of Insur- 
ance Agents even though the draft of 
the bill pertained to brokers only. The 
fear was expressed by Mr. Maxwell that 





the introduction of the brokers’ bill 
and its approval by the Insurance Com- 
missioners might be a powerful per- 
suasive element for the passage of simi- 
lar legislation in those states which do 
not now authorize the licensing of resi- 
dent brokers. 

At the NAIC meeting in New York 
Mr. Neville had indicated that the 
NAIA would probably oppose the bill 
when it is considered at the next meet- 
ing of the NAIC in Los Angeles in 
June. 


Compulsory Auto Insurance 


President Neumann, who continues as 
chairman of the NAIA special commit- 
tee on automobile insurance, reviewed 
the many facets of the situation. He 
outlined efforts of New York State 
agents in helping to defeat the com- 
pulsory automobile insurance programs 
in the past two years but warned that 
it was not a dead issue and that con- 
tinued watchfulness was _ necessary. 
There were indications that compul- 
sory insurance proposals would also be 
introduced in other states. Mr. Mc- 
Kown reported that there was such a 
proposal pending in Oklahoma which 
would probably be brought up at the 
coming session of the legislature. 

The unsatisfied judgment  endorse- 
ment to the automobile liability policy 
was discussed by the committee, which 
agreed that the NAIA casualty insur- 
ance committee should be requested to 
study the question of this coverage be- 
ing made available to the public by 
Bureau companies. 


Comments were also made on _ the 
meeting which representatives of the 
NAIA held with the National Bureau 


Committee of Ten on November 16, 
1954. Of principal importance at that 
meeting was the subject of the possi- 
bility of granting a credit in the rates 
for driver training. Joe H. Bandy, 
chairman of the NAIA casualty com- 
mittee, had expressed the feeling that 
the idea was good and that serious 
consideration should be given to such 
a credit. 


Federal Crop Insurance 


Federal Crop Insurance is concerned, 
Mr. Herndon quoted F.C.I.C. Manager 
Charles Laidlaw as stating that “the 
new local agency method of operating 
the F.C.L.C. is now leveling off and on 
its way to helping place the F.C.I.C. on 
a more business-like basis in line with 
NAIA recommendations made years 
ago.” Mr. Laidlaw told the NAIA 
Washington representative that “by and 
large local insurance agents are per- 
forming the difficult and important task 
of rewriting and streamlining the entire 
method of issuing policies at the local 
level.” 

Mr. Laidlaw admitted 


that he found 
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In this holiday season we’re 
happy to express our thanks 
for the wonderful support 
which the Insurance Fraternity 
has given us. 


INSTITUTE OF 
INSURANCE 
132 Nassau Street 
New York 38, N. Y. 
Near City Hall 
‘ COrtlandt 7-7318 4 


no k cal 
money 








insurance agent 

y through F.C.L.C. representation 
but added that most local insurance 
agents who are attempting to do a real 
sincere job stated that they wanted to 
continue to represent the F.C.1.C. in 
the belief that the experience they had 
gained the hard way since entering the 
operation would enable them to work 
out something worthwhile for them- 
selves in the future. 

F.C.1.C. officials, he said, are still op- 
timistic about private insurance even- 
tually entering the crop insurance pic- 
ture. 


making any 


Bliss Vice President 
Of Newhouse & Hawley 


Fred G. Bliss has been elected vice 
president and a director of Newhouse & 
Hawley, Inc., of New York City. He 
has been associated with the office for 
many years in the Chicago office and 
will assume his new duties in New York, 
on January 1. He will have charge of 
the New York office and eastern opera- 
tions. 

John E. Irland, secretary, has been 
also elected treasurer, and George Pape, 
of the Chicago office, has been named 
assistant secretary. 


Louisville F. & M. in 


Hands of Conservator 
Affairs of the Louisville Fire & Ma- 
rine, a stock fire company of Louis- 
ville, Ky., are presently in the hands 
of Syl Goebel, State Insurance Commis- 
sioner, as conservator, pending efforts 
to reinsure the business or reorganize. 
The company was hit hard on _ hail 
storm losses the past year, and also suf- 
fered considerably from hurricane Hazel. 
About 80 company agents, and com- 
pany executives met on December 13 
and 14 in an effort to work out a pro- 
gram for reorganization, if possible, re- 
insurance, sale, or at least to continue 
the payment of premium balances, so 
that claims can be cared for. 
Commissioner Goebel was named con- 
servator by action of the Franklin 
County Circuit Court, at Frankfort, Ky., 
on Saturday, December 11, and in turn 
attended the December 13 conference. 
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‘Clipping Wings of Firebug” Current 
National Board Ad; Kits to Agents 


“Clipping the Wings of the Firebug” 
is the title of the current advertisement 
of the National Board of Fire Under- 
writers that appeared recently in The 
Saturday Evening Post and is appearing 
in Time Magazine on January 10, and 
This Week, on January 16. 

The advertisement tells how firebugs 
were once a serious menace—how they 


Clipping the wings of the firebug 


are on the job protecting “you—your 
home, your family, your job, or business 
every hour of the day or night.” 


Remaining Ads 


Of the seven ads in the series, the 
three remaining are scheduled to appear 
as follows 

“Putting Out Fires Faster Than Ever 


PROTECTING YOU IN MORE WAYS THAN YOU KNOW 








FIREBUGS WERE ONCE A SERIOUS MENACE 
causing millions of dollars damage —be- 
cause there was no adequate machinery for 
catching these criminals. But local authori- 
ties, with the help of fire insurance investi- 
gators, tackled this job. Better techniques 
of arson detection have been developed. 
Today, within every State, there are special 
forces for arson investigation and prosecu- 
tion. The result: arson is now mainly the 
work of youthful or unbalanced 

the professional arsonist knows he has little 
chance of getting away with it. 


ily, job or business. 


caused millions of dollars damage _ be- 
cause there was no adequate means for 
catching these criminals. It explains 
that local authorities, with the help of 
the fire insurance investigators, tackled 
the job, and developed better techniques 
of arson detection and better methods of 
investigation and prosecution. The re- 
sult now is that arson is the work of 
youthful or unbalanced persons—the 
professional arsonist knows he has little 
chance. 

Like all advertisements in the current 


NBFU series, it emphasizes the fact that 
capital stock fire insurance companies 
cstiaeiniiaiieienianes 


Every hour of the day and night, capital 
stock fire insurance companies are on the 
job protecting you- your home, your fam- 


But adequate protection for you changes 
as time passes. Also, fire, explosion or wind- 
storm strike without warning. Sickness does 
too—so you see your doctor and dentist to 
protect your health. See another specialist 
~— your insurance agent or broker—to-make 
sure you are adequately protected against 
loss by fire or other disaster. This protection 
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agents or brokers. It’s the insurance serv- 
ice that gives you the personal advice of 
a man right in your own neighbor. 
hood. And he protects you in more 
ways than you know; he’s the man 
who can take care of ALL your 
insurance needs! 


NATIONAL BOARD OF FIRE UNDERWRITER! 
85 John 


is also necessary to your security. Street, New York 38, N. Y. 
222 West Adoms Street 465 Colifornia Stroct 
Chicege 6, Mamoit Sen Frances 4, Colifernio 





Evening Post on 
January 22, Time on February 21, and 
This Week on February 13. “Today 
Your Home Is Safer Than Ever From 
Fire,” Saturday Evening Post on Feb- 
ruary 26, Time on Mare h 21, and This 
Week on March 13. “Putting a New 
Roof Over Your Head . Fast,” Sat- 
urday Evening Post on April 2 2 Time on 
April 18, This Week on April 10, and in 
the Farm Journal in April. 

These ads also are appearing in five 
influential trade papers: Editor & Pub- 
lisher; The American Press; The Na- 
tional Publisher; Publishers’ Auxiliary, 


3efore,” Saturday 
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and Broadcasting-Telecasting. 

In promoting the advertising cam- 
paign, the National Board has distrib- 
uted two sets of*tie-in advertising kits 
to more than 2,500 local agents 
tions. These kits which can be obtained 
only through the associations, contain 
reproductions of current advertisements, 
and 17 inch by 21 inch posters suitable 
for window display. In addition, a 
“work sheet” explains how tie-in ad 
mats can be ordered for local adver- 
tising. 


associz t- 


Sample Advertisements 


The kits also contain a proof sheet of 
nine sample advertisements, similar in 
theme to the national advertisements. 
Intended for agency use, they are illus- 
trated with sharp line drawings of ex- 
cellent quality. 

Decals and ad-mats of the capital 
stock seal also are suggested for use as 
well as a series of radio commercials for 
sponsorship by local boards and agents. 
The radio commercials include 10-second 
time signal and 20-second and 50-second 
spot announcements. 

From reports received at the National 
Board, it is evident that insurance ad- 
vertising at the local level is being 
greatly stimulated. Many local boards 
are setting up advertising programs. 


Buck Heads Auto Club 

Frank H. Buck, assistant secretary of 
the American Insurance Co., has been 
elected president of the Automobile Un- 
derwriters Club of New York, succeed- 
ing Donald A. Wills, assistant secretary 
of the Hanover Fire. 

Also elected at the annual 
December 10 at the Downtown 


meeting 
Athletic 


Club were vice president, Michael T. 
Reilly, Aetna Fire; secretary, J. A. 
Bantell, London & Lancashire Group, 


and treasurer, Fred C. Hoffman, Royal- 
Liverpool Group. 


SEMREAERSR REMC RaPSoonSETPECL 


NAIC Turns Down Appeal 
To File Brief in N. Y. 


_ The executive committee of the Na- 
tional Association of Insurance Commis 
sioners, at its recent New York meeting, 
by a vote of 8-6 turned down a request 
for the NAIC to file an amicus curiae 
brief in the court case in New York i 

volving the appeal of the New York 
Fire Insurance Rating Organization 
against the New York Insurance Depart- 


ment decision on rating rights of the 
North America Companies. 
Those advocating NAIC intervention 


thought the Commissioners could tell the 
Court of Appeals what the original in- 
tent was of pertinent provisions of the 
\ll-Industry rate regulation bill. 


Ernest A. ‘Henne 


(Continued from Page 25) 


and the greater Chicago department ; 
B. R. Walinder, secretary, in charge of 
hail and farm business, these operations 
being handled countrywide out of Chi- 
cago. All these men, as well as others 
occupying junior executive positions, 
have grown up in the organization 
through the years that Mr. Henne has 
been associated with the organization. 


Stature of Western Department 


The western department has grown to 
its present stature, writing millions of 
dollars of premiums, with a personnel 
of more than 1,100 employes, office and 
field. Of this number 200 are state and 
special agents and staff adjusters domi- 
ciled in the states under the western de- 
partment’s supervision 

The western department of the Amer 
ica Fore Group is located at 135 South 
LaSalle Street, known as the Field 
Building, in Chicago. 

Mr. and Mrs. Henne reside in Evans- 
ton, Ill. They have no children. 
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Glens Falls Vice President 


Goes to San Francisco 





. HURRY 


James S. Hurry, newly elected vice 
president of the Glens Falls Group, is 
being transferred from Los Angeles to 
the San Francisco office where he will 
prepare to assume the executive supervi- 
sion of the Pacific Coast Department on 
June 1, 1955, at which time Vice Presi- 
dent R. H. Griffith will retire under the 
pension plan of the Glens Falls compa- 
nies, 

Mr. Hurry has a wide acquaintance 
among the insurance fraternity of the 
Pacific Coast and has been a well known 
and popular figure for many years. A 
native of San Francisco, he received his 
education and early insurance training 
there. He is a veteran of 34 years’ serv- 
ice, having gone to the general agency 
of the Glens Falls in San Francisco in 
1920 as assistant general agent. Two 
vears later he became a direct employe 
serving as special agent in the northern 
California field. He was appointed man- 
ager of the Los Angeles office of the 
Pacific Coast department in 1929, and in 


May, 1950, was elected secretary of all 
the Glens Falls companies, remaining 
at Los Angeles. 


N. Y. Court Ruling 


(Continued from Page 3) 


dismissal of the complaint rather than 
the granting of a new trial. 

“The most favorable inference rule 
cannot serve to justify the granting of 
a new trial in this instance. That is 
available to an appellant only when 
there is evidence presenting a question 
of fact. Here, as the record shows, there 
is not a scintilla of evidence to support 
an inference that the loss occurred 
within the coverage of the policy. It all 
points to the simple conclusory fact that 
the loss occurred while the vehicle was, 
in fact, unattended. It has long been 
the rule—and still is—that ‘insufficient 
evidence in the eye of the law is no evi- 
dence.’ 

“We do not read the Caldwell and Im- 
brey cases cited in the majority opinion 
as compelling the granting of a new 
trial. Here the uncontroverted testimony 
negates plaintiffs’ right to recover and 
requires dismissal of the complaint. We 
note that in each of the cited cases is- 
sues of fact were presented which had 
not been disposed of, thereby rendering 
a dismissal of the compl: 1int improper. 

“The judgment dismissing the com- 
plaint should be affirmed, with costs to 
the respondent.” 


OPENS TOLEDO, OHIO, AGENCY 

Eugene E. Elendt, formerly with Lum- 
bermen’s Mutual Insurance Agency, has 
opened his own agency in Toledo, Ohio, 
to be known as the American Guardian 
Insurance Agency, with offices at 320 
Ontario Street. 


NATIONAL FIRE DIRECTORS 





Glover of Hartford National Bank and 
Mortenson of Bushnell Memorial 
Succeed Maxwell and Broadhurst 

Milton H. Glover, senior vice presi- 
dent of the Hartford National Bank and 
Trust Co., and William H. Mortensen, 
managing director of Bushnell Memo- 
rial, have been appointed members of 
the board of directors of the National 
Fire of Hartford. Mr. Glover and Mr. 
Mortensen succeeded Sidney T. Max- 
well, former executive vice president of 
the National of Hartford Group, and 
Leon P. Broadhurst, former chairman 
of the Phoenix State Bank & Trust Co., 
both of whom have resigned. 

A noted banker and civic leader, Mr. 
Glover is a trustee of the W. T. Grant 
Foundation, Edward W. Hazen Founda- 
tion, Hartford Seminary Foundation and 
a member of the corporation of Brown 
University. He is a director of the 
Hartford National Bank & Trust Co., 
Connecticut General Life, Capewell 
Manufacturing Co., Chemical Coatings 
Corp., Veeder Root, Kaman Aircraft, C. 
B. Cottrell and Sons, Ensign- Bickford 
Co., Holo-Krome Screw Co., La Pointe 
Electronics and the Village Water Co. 
in Simsbury. 

Mr. Mortensen is a well-known figure 
in cultural, political and business cir- 
cles; a former Mayor of Hartford and 
State Senator. He sponsored in the 
Senate the act creating the Connecticut 
Inter-racial Commission for state civil 
rights and fair employment practices. 
He is a director of the Connecticut Bank 
& Trust Co., Public Library, Children’s 
Museum, Connecticut Opera Association, 

Hartford Symphony Society, Civic 
Music Association and a member of the 
Metropolitan District Commission. 

Mr. Maxwell who now spends consid- 
erable time away from Connecticut has 
resigned because it is not convenient for 
him to attend the meetings. Mr. Broad- 
hurst has asked to be relieved of his 
duties as director in order to devote 
more time to his other varied business 
and personal interests. 


Fireman’s Fund Toyshop 
Going Full Blast 


The Fireman’s Fund Christmas Toy- 
shop at 116 John Street, is a bustling 
place these days as “operation Santa 
Claus” completes its work. For the fifth 
consecutive year New York’s orphaned 
and hospitalized children can count on 
receiving new toys and gifts that make 
for a more joyful yuletide. 

The Toyshop group, comprised en- 
tirely of employes of Fireman’s Fund in 
New York, happily donates both toys 
and time, working after business hours 
and during lunch hours, repairing, 
scrubbing, painting toys, dressing dolls, 
wrapping gifts, etc. 

Besides offering spare time, these em- 
ployes are collecting repairable toys 
from neighbors and friends and buy 
hundreds of new dolls, trucks, games, 
etc., for the toyshop. 


Marine Underwriters Pay 
$3,000,000 Onassis Ship Fine 


Underwriters at London Lloyd’s, Brit- 
ish insurance companies and American 
marine underwriters were this week re- 
ported to have paid $3,000,000 to the 
Peruvian government as a fine imposed 


on the Aristotle Onassis whaling fleet 
for alleged operations in water claimed 
by Peru as territorial waters. The pay- 
ment is said to have been made rather 
than have the Peruvian Government 
seize the vessels and sell them at auction 
which likely would have produced a 
larger insurance claim. The American 
market is interested to the extent of 
10%, or $300,000, of the fine. The fleet 
is insured for over $11,000,000. 

While ocean marine policies generally 
do not insure against risk of fines for 
violation of territorial waters London is 
reported to have chosen to pay the fine 
as the lesser of two evils. The five 
whalers of the Onassis fleet were seized 
last month by Peruvian naval units and 
taken to the naval base at the port of 
Callao, a few miles west of Lima, capi- 
tal of ‘Peru. 

Frank B. Hall & Co. of New York, 
prominent insurance brokerage firm, 
placed the American share of the Onas- 
sis fleet marine insurance in this market. 


G. D. McCarthy Speaks on 
Large Ocean Marine Market 


G. Doane McCarthy, Jr., assistant 
manager of the Atlantic marine depart- 
ment of the Fireman’s Fund Group, ad- 
dressed the Foreign Trade Committee 
of the Washington, D. C., Board of 
Trade, on December 6. In his talk on 
the American ocean marine insurance 
market, Mr. McCarthy emphasized the 
large capacity now available in the 
United States to those engaged in in- 
ternational trade, pointing out that due 
to the rapid growth of this market lines 
of almost any size could be placed here. 


Friends Honor O. C. Torrey 


A testimonial dinner was given De- 
cember 7 at the Union Club in New 
York in honor of Owen C. Torrey, by 
his friends of the ocean insurance ma- 
rine insurance market. Mr. Torrey, who 
was general manager of the Marine 
Office of America, was a leader in the 
market and had held many positions of 
responsibility, including the presidency 
of the American Institute of Marine 
Underwriters and the Board of Under- 
writers of New York. 

Frank B. Zeller, retiring president of 
the institute and vice president and 
United States marine manager for the 
Royal-Liverpool group, was toastmaster. 


Mr. Torrey was presented with a 
Georgian silver tureen, designed by 
Robert Ensko, as a memento of the 


occasion. 
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Auto Rate Changes to 


Lower Costs in Kentucky 
Revisions in rates and rules have been 
filed in Kentucky by the National Au- 
tomobile Underwriters Association on 
behalf of its member and_ subscriber 
companies and approved for use effec- 
tive December 6. The new rates and 
premiums for automobile material dam- 
age coverages result in an estimated 
annual savings to Kentucky policyhold- 
ers of $565,000. 

Private passenger comprehensive pre- 
mium revenue is decreased approxi- 
mately 10% in Louisville where the fa- 
vorable experience warrants a_ reduc- 


tion; in all other areas, comprehensive 
rate and premium levels remain un- 
changed. 


Private passenger $50 deductible colli- 
sion premium revenue is decreased over 
3%% for the state as a whole with 
revisions in the various territories rang- 
ing from a 6% increase to a 13%% de- 
crease. An estimated 5% reduction in 
private passenger $100 deductible colli- 
sion premium revenue is also being 
made. 

The private passenger collision classi- 
fication plan is modified to include a 
provision for reducing the collision pre- 
miums on farmers’ private passenger au- 
tomobiles by 20%. Commercial automo- 
bile local, intermediate and long distance 
hauling rates and premiums are un- 
changed. 


STEERE SOUTHERN PRES. 
Bruce M. Steere has been elected 
president of the Southern Insurance Co. 
He is a director of Republic Insurance 
Co., and Allied Finance Co., and is presi- 
dent of Ferguson-Steere Motor Co., all 


of whom have home offices in Dallas. 
Southern Insurance Co. specializes in 
automobile physical damage insurance 


and is licensed in Texas, Louisiana, Ar- 
kansas, Oklahoma and New Mexico. 
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Inland Marine Reports 
N “ 
Ni: ¥; Court of Appeals Grants ew 96 Fulton St., New York 38 - WOrth 4-6141 | 
Trial in Case of Theft From Auto | 
rlal in Wase O eit Crom utO Marine Surveyors NAMES CARPINTER & BAKER 
The New York State Court of Appeals the assured or a person whose sole duty Discuss Truck Cargoes Springfield Fire & Marine Appoints Well 
in Case No. 243, Yetta Sagorsky and it is to attend the vehicle.’ ——. oo pode act dc a 
az : ’ . "PEED “Concededly, when the loss occurred STRE anagers for U. 5. and Canada 
another, co-partners doing business under the ‘assured’ or ‘a permanent employe $$ SURVEYS OF RISKS The Springfield Fire and Marine an- 
; the firm name and style of ILS Sagor- of the assured’ was not actually in or Eriksen, Marine Office; Davies, North "Ounces appointment of Carpinter & 
3 sky & Son, appellants, against B. H. upon the rented automobile, thus leaving America, and Schmidt, Appleton & Baker, 99 John Street, New York City, 
a t Malyon and another, respondent, by a_ only the single question of whether the Cox, Write for “Babaco News” as its marine managers for the United 
: four to two decision in a memorandum garage employe to whom the assured ate States and Canada. Carpinter & Baker 
ciel per curium has reversed the Appellate had entrusted the automobile containing Many factors involved in truck cargo have been  ocean_ marine insurance 
Division in dismissing the case and or- the case of jewelry was ‘actually in or specialists since 1865. Emil A. Kratovil, 





dered a new trial. 

Plaintiffs sued defendant on an insur- 
ance policy which insured them for 
$40,000 against loss of jewelry belonging 


upon such vehicle’ and was ‘a person 
whose sole duty it is to attend the 
vehicle.’ 

“The evidence as to these prerequisite 


risk inspection were reviewed by three 
prominent marine surveyors and engi- 
neers in an article in the current issue 
of “Babaco News,” publication of Babaco 
Alarm Systems, Inc., and emphasis was 


president of Carpinter & Baker, is a 
well-known insurance executive. After 
attending Harvard University, he began 
his career with Wm. H. McGee & Co. 
where he became executive vice presi- 


Au- to them * ‘arising from any cause what-_ essentials for recovery shows that the put by all three on the increasing need ) iti ep 
on soever.” The policy excepted from cov- garage employe was at the time engaged for a close check of these details. dent and director. He joined , -arpanter 
iber erage a case where the loss occurred in performing the duties incident to his The growing complexity of the truck- & Baker as president in 1952. Besides 
tec- while the property was in or upon an job as garage manager, in the course of ing industry, with many types of vehi- ‘S¢TV!NS ON various committees for ma- 
and automobile unless at the time of loss which he left the automobile unattended, cles, varying ownership relationships ""€ Organizations, he is a member 
am- there was actually in or upon such ve- a fact which counsel for plaintiffs con- and constantly mew hazards, was f the board of managers for the Ameri- 
ited hicle the assured or a permanent em-_ cedes, ‘except for not more than one _ stressed by all three and they uniformly ¢8" Hull Insurance Syndicate ; for the 
old- ploye of the assured. ; minute” Ae . emphasized the importance of checking Tugboat Underwriting Syndicates; for 
The trial judge charged the jury that “There is in addition uncontradicted for vehicle protection, such as the truck ‘¢ American Marine Insurance Clearing 
pre- the sole question. was whether, at the testimony of two disinterested third per- burglar alarm. House and vice chairman, and for the 
Oxi- time of the loss of the jewelry—by theft sons who had parked their respective Captain A. B. Eriksen, Marine Office ‘American Cargo War Risk Reinsurance 
fa- —the automobile in which one of the automobiles on the public street near of America, cautioned that the alarm xchange. ‘ bale 
duc- plaintiffs had placed the jewelry was the garage entrance and were able to system used should have a proven record He is a member of the board of di- 
sive attended by the assured or a permanent observe that while the assureds’ rented over the years. He also warned that T"ectors of the Board of Underwriters 
un- employe of the assured, or a person car was standing unattended in the door- cargoes moving under casual protection of New York; of the United States 
whose sole duty it was to attend the way of the garage, a man opened the are more readily susceptible than where Salvage Association, Inc.; of the Ameri- 
olli- vehicle. The jury resolved the question door, took out a case (similar in ap- time is required. The risk inspection ¢@” Institute of Marine Underwriters 
ver in favor of the plaintiffs. pearance to the jewelry case that was should show the firm’s record in protec- and a member of the U. S. Maritime 
vith Appellate Division reversed, upon lost) and walked hurriedly down the tion of merchandise, he said. Administration Insurance Department 
ing- questions of law and fact, and dismissed _ street. ; Mr. Kratovil is secretary-treasurer of 
de- the complaint on the grounds: (1) that : ; Protection Programs the Association of Marine Underwriters 
“go ; the verdict was against weight of evi- No Evidence to Support New Trial Wipes tain lemeeate. Cn velo the United States and is a member 
sik H dence and (2) that the evidence leads “The only reasonable inference to be North America, pointed out that risk e the ae marine peng of the 
eing inevitably to the conclusion that at the qGiown from such evidence, and here surveys have been a great help in set- School of I, ociety “ te woe Inc., 
, i yg the theft heagaie' _ not espa there is no hasta tae denying its conclu. ting up protection programs, so much or gr 6 ee ee boieacts ar 
sagem i ally in or upon the vehicle in question — civeness, is that at the time of the theft, more needed today as the trucking in- tithe eaulavervites ta vi We . Chi iat 
pa ' a person whose sole duty it was to the vehicle was unattended. dustry has expanded. After citing some 4 4. stration ‘; 11 sap ai sent 
pre- attend the vehicle.” : - “In such a state of the record the of the factors in controlling fire, colli- = oa re and later as a lieutenant 
au- The Appellate Division is wit gs trial court erred as a matter of law in sion and overturn losses, he turned to Pr cli) aeemeeniishia ath 
mo- power to dismiss a complaint upon the failing to grant defendant’s motion for the question of theft losses, stressing the AUTO CLAIMS ASSN. PARTY 
ince ground that the verdict of the jury is a non-suit and when this was denied, for importance of cooperation throughout The Automobile Claims Association 
un- against the weight of evidence when a directed verdict in its favor. For such the ranks of personnel in any protection Inc., of New York held its Christmas 
— has made sea a prima — failure, the reversal in the Appellate Di- program. i Nagging er = St my ioe rem 
ase. The power in such a case is lim- vision was proper. Nothing to the con- “Experience has taught that smart on Fulton Street. 
ited to granting a new trial. trary turns on the circumstance that in thieves choose as a target those oper- ————— 
‘asi Dissenting Opinion dismissing the plaintiff's complaint the ony who oo pgp sari ei ty Pe a — commodities susceptible to hi- jack 
Co. ' Judges Lewis, Conway, Desmond and court below used the phrase “The verdict ra Is, Sete sid ie Mey ve ar nc ‘i ae Scheni as 2, song — a a 
i fewer ag ge per curiam is against the weight of the evidence, cks,” he said. He comp imented the Sc imi¢ t warned of the risks connected 
ag roesse since the reversal was upon ‘questions truck industry and the underwriters on with leased or hired equipment, sug- 
a opinion. Judge Dye dissents in an opin- of fact and of law.’ their cooperative efforts towards loss gesting that efforts should be made to 
Tha p+ Ea Janee: Ven gree psa “When they stated that ‘the evidence prevention. : make certain such vehicles | were up to 
ak pa Se talksen: tel art. leads inevitably to the conclusion that . mean? feng Jr f. Br gees Pap —— of those owned. When com- 
ance “The only issue in this case turns on at the time, of the theft the vehicle was i ag gps abl : ped coll hg ee Bedlam sate — ee 0 riper -_ 
Ar- whither the teas of the waleable case “OES they thereby recognized as — oe ably ms most poner ary oe the proper type of approved 
of jewelry from the assured’s rented “ matter of law that the exception of ‘an. . aa " Br ay er Ba nn pois, eerie hie k” fe aa an ee 
cities ‘nitro © ©,+ wdiiek shave the exclusion clause had not been suc- very important part, he said, “and the against a hi-jack,” he said. 
pao was actually in or upon such vehicle, cessfully overcome, which required a 
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Peter Barr Chairman 
Of N. Y. Casualty Mers. 


SUCCEEDS STEPHEN BEDELL 





J. P. Coffey Elected Vice Chairman; R. 
Purcell, Secretary-Treasurer at 
Dec. 13 Luncheon Meeting 





At the December 13 luncheon meeting 
of the Casualty Managers’ Association 
of New York, held at the Drug & 
Chemical Club, Peter Barr, Commercial 
Union Ocean Group, the 
1955 chairman of the association. Mr. 
3arr succeeds Stephen Bedell, Mary- 
land casualty. John P. Coffey, Massa- 
chusetts Bonding, has been elected vice 
chairman. Mr. Barr has named Richard 
Purcell, Commercial Union Ocean 
Group, to be secretary-treasurer for 
the coming year. V. P. Chittenden. 
Phoenix-London Group, was newly 
elected to the executive committee. 

As chairmen of the association’s three 
main operating committees, Mr. Barr 
named: E. C. Richard, American Insur- 
ance Group—brokers’ contact commit- 
tee; B. F. Gates, Hartford Accident & 
Indemnity—casualty committee of New 
York; Edward M. Brown, National 
Surety Corp.—central bureau committee 
(casualty section). 


was elected 


New Committee Members 


Harry D. Schmedes, American Surety, 
and H. K. Green, London & Lancashire, 
are new members of the brokers’ con- 
tact committee. New members of the 
casualty committee are: A. J. Pisarro, 
Federal Insurance Co.; Harry J. Lan- 
den, Springfield Fire & Marine; R. H. 
Nicholls, Fidelity & Casualty Co. James 
Strain, Yorkshire Insurance Co., and 
Creighton P. Cunningham, Zurich, are 
new members of the central bureau 
committee. Dean M. Parker, Travelers, 
was chairman of the nominating com- 
mittee. 

With a 
metropolitan 
stock casualty 
tion has for its 


present enrollment of 47 

New York managers of 
companies, the associa- 
chief aim, the promo- 
tion of friendly relations between com- 
peting companies and fulfillment of it 
as an accomplished fact. 

Prominent speakers addressed their 
monthly meetings this past year. One 
such speaker was Richard Wagner, 
manager, casualty department, Associa- 
tion of Casualty & Surety Companies, 
who addressed the June meeting on 

(Continued on Page 36) 


F. T. asia: Guest iesades at 
N. J. Casualty Mgrs. Lunch 


Francis T. Curran, superintendent of 
the disability insurance department of 
the Loyalty Group Companies in New- 
ark, was the guest speaker December 13 
at the Casualty Underwriters Association 
of New Jersey meeting held in the 
Downtown Club. Mr. Curran spoke on 
“Disability Insurance Replies to Its 
Critics,” an address which he previously 
gave before the New York Insurance 
Day gathering last August. 

Mr. Curran is vice president of the 
New Jersey Accident & Health Under- 
writers Association; lecturer at the New 
York School of Insurance, and on the 
lecture committee of the DISC spon- 
sored by Rutgers University and the 
International Association of Accident & 
Health Underwriters. 

He is a member of the technical ad- 
visory committee on disability insur- 
ance for the New York Workmen’s 
Compensation Board and a past presi- 
dent of the New York Accident & 
Health Club. 


Smitheman Announces 
IAC Award Judges 


IN BEST USE OF ADV. CONTEST 





Open to Agents, Brokers and Local 
Boards in U. S. and Canada; Entries 
Must Be in Before March 31, 1955 
A distinguished board of judges, se- 
lected from the insurance, advertising, 
and publishing fields has been an- 
nounced by Clark W. Smitheman, 
chairman of the third annual awards 
program of the Insurance Advertising 
Conference. Agents, brokers and _ local 
boards throughout the United States 
and Canada are competing for the IAC 
“Oscar” for the best use of advertising. 
The panel of judges who will select 
the winners of the 1954 contest include 
John Crichton, executive editor of “Ad- 


vertising Age” Joseph A. Neumann, 
president of the National Association 
of Insurance Agents; David C. Gibson, 


vice president of J. M. Mathes & SG:, 
New York Advertising Agency; J. 
Dewey Dorsett, general manager, Asso- 
ciation of Casualty & Surety Compa- 
nies, and Ralph E. Morrow, vice presi- 
dent of Rough Notes Co., Inc., pub- 
lishers of various insurance trade pa- 


pers. 
The “Oscar” and plaques for the run- 
ners-up will be awarded at the IAC 


annual meeting to beld in Atlantic City 
next June. The top award includes, 
besides the handsome bronze statuette, 
all expenses of the winner in attending 
the convention. 
Has Attracted Wide Attention 

The IAC awards contest reflects the 
increasing emphasis on local advertising 
developed by insurance agents and bro- 
kers throughout the country. Although 
relatively new in the advertising field, 
the competition has attracted wide at- 
tention. Previous winners of the top 

(Continued on Page 37) 


Travelers’ New Auto Ins. 
Plan Approved in N. Y. 


AVAILABLE IN FIVE STATES 





Provides Insured and Family with Total 
Disability and Death Benefit Protec- 
tion by Policy Endorsement 





The new “Motorist’s Personal Protec- 
tion Plan” being put on the market by 
the Travelers became available December 
16 to New York and Connecticut State 
motorists. This follows the introduction 
of the plan in California last month. 
In addition the plan has been approved 
in Vermont and Oregon, and will be 
available to Maryland car drivers on 
December 20. 

Providing total disability and death 
benefits, the new plan is handled as an 
endorsement on the company’s auto lia- 
bility policy. It is described by Travel- 
ers’ officials as “a new dimension of 
automobile insurance which enables the 
insured to protect himself and his family 
irrespective of who is at fault in an 
automobile accident.” It enables the 
insured to protect himself and his family 
in two ways: 


i Through weekly indemnity, to pro- 
tect an important part of his earned 
income, in the event of his continuous 


total disability ; 

Through death indemnity, 
ue family, in the event of his death, 
resulting from bodily injury caused by 
an automobile accident anywhere in the 
United States or Canada. 

The Travelers cites New York accident 
statistics in pointing to the need for the 
new coverage. 


BORST SALVATION ARMY CHR. 

Clarence Borst, vice president, United 
States Casualty, has accepted the chair- 
manship of the casualty-surety section 
of the annual Salvation Army appeal. 


to protect 


This will be the third successive year 
he has handled this assignment. The 
Salvation Army is now observing its 


75th anniversary. 


ALLSTATE PROMOTIONS 
George L. Peak has been appointed 
sales manager and William B. Martin 
made sales promotion manager in the 
Chicago branch office of the Allstate. 
3oth Mr. Peak and Mr. Martin joined 

the company as agents in 1948 - 49, 
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Carefree, but practical, migratory 7% CEN : 


bird. Swapped a raft of complicated 
Inland Marine policies for an 


American-Associated Personal Property 


Floater. One clear, concise policy — with 


one expiration date — fills the bill in 
providing all needed coverages. And its 
extra broad protection follows him 
wherever he goes — automatically. 


AMERICAN-ASSOCIATED INSURANCE COMPANIES 
SAINT LOUIS 2, MISSOURI 





Awards for Insurance 
Young Men of the Year 


TESTAMENTARY SCROLLS GIVEN 


Sponsored by Ins. Committee, Young 
Men’s Board of Trade; Supt. Boh- 
linger Presents Five Awards 


Five young insurance men were singu- 
larly honored yesterday, December 16, 
when the insurance committee of the 
Young Men’s Board of Trade, declared 
them the “Insurance Young Men of the 
Year.” At a luncheon held at Miller’s 
Restaurant, N. Y., and attended by 
more than 125 of the insurance frater- 
nity, Alfred I. Jaffe, vice president, 
Jaffe Agency, Inc.; Robert C. Mehor- 
ter: CPCU; producer and accounts ex- 
ecutive, McDaniel & Co.; Gerry H. 
Story, Jr., executive assistant, Pruden- 
tial-Skandia-Hudson Group of Reinsur- 
ance Cos.; Charles N. Barton, CLU, 
president, Charles B. Knight Agency, 
and Alexander Heid, Jr., president, John 
A. Eckert & Co., received testamentary 
scrolls from New York Superintendent 
of Insurance Alfred J. Bohlinger, guest 
speaker for the occasion. 

The awards read: To the young man 
“as he exemplifies the true spirit, tra- 
ditions and ideas of the insurance in- 
dustry and responsible citizenship meas- 
ured by his individual contribution to 
the business and to the community.” 


Judges of the Awards 


Industry leaders who served as 
judges in the industry-wide competition 
to determine the five outstanding young 
men of the year were: H. Sumner 
Stanley, general manager, New York 
Fire Insurance Rating Organization; G. 
Foster Sanford, Jr., president, Insur- 
ance Brokers Association of the State 
of New York, Inc.; Ashby E. Bladen, 
immediate past chairman, insurance 
section, New York Board of Trade; 
Harry K. Gutmann, CLU, president, 
Life Underwriters’ Association of the 
City of New York; Albert E. Mezey, 
president, New York Insurance Agents 
Association, and Sherman Thursby, 
president, New York Association of 
Independent Insurance Adjusters. 

The judgment of the insurance young 
men was based on their extra-curricular 
business and civic activities. The back- 
grounds of the five young men chosen 
for awards are impressive. 


Alfred I. Jaffe 


Extra-Curricular Business Activities— 
Formerly vice president, Brooklyn In- 
surance Brokers Association; at pres- 
ent, member of the executive committee, 
New York City Agents Association; 
member, Insurance Society of New 
York; member, Insurance Federation of 
New York; chairman of the program 
committee of N. Y. Insurance Day, 1954; 
designated as recipient of annual 
achievement award, Independent Insur- 


(Continued on Page 36) 





RODNEY ASSUMES PRESIDENCY 


Commercial & General Underwriters of 
America; Was Chief Underwriter of 
Virginia Surety Co. 

M. E. Rodney, chief underwriter of 
the Virginia Surety Co. of Toledo, Ohio 
for the past three and a half years, 
resigned ‘his post with that company on 
December 1 and is assuming the presi- 
dency and management of Commercial 
and General Underwriters of America, a 
newly formed corporation in Kansas 
City, Mo. 

This corporation will start business 
effective January 1, 1955, and will suc- 
ceed the operations of Insurance Re- 
search Service, Inc. The latter com- 
pany becomes inoperative January 1. 

R. E. Lawrie, who has headed Insur- 
ance Research Service, Inc., since 1946, 
will retire from his position as its pres- 
ident and devote his time and efforts 
to the formation and establishment of 
American Transportation Insurance Co. 
Mr. Lawrie is president and general 
manager of American Transportation. 
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ELECT PIERSOL AND PLITT 


Respectively Chairman and Vice Chair- 
man, Executive Committee, Insurance 
Section, N. Y. Board of Trade 

Rodney E. Piersol, vice president, 
Alexander & Alexander, Inc., insurance 
brokers, was elected chairman, executive 
committee, insurance section, New York 
Board of Trade, at its annual meeting, 





RODNEY E. 


PIERSOL 


December 13, held at the Drug & 
Chemical Club. W. Irving Plitt, Atlan- 
tic Mutual Insurance Co., was elected 
vice chairman, and Edmund J. Donegan, 
secretary, Loyalty Group, was named 
representative to the directorate. 

Mr. Piersol is a director of the In- 
surance Brokers Association, of New 
York, member of the executive commit- 
tee of the Insurance Federation of New 


Wm. Betts Dies at 79 


William Betts, who retired from Con- 
tinental Casualty about ten years ago 
as vice president in charge of its rail- 
road accident department, died at age 
79 several days ago in Henrotin Hos- 
pital, Chicago, He suffered a_ stroke 
seven years ago and had been confined 
to the hospital ever since. 

Mr. Betts, an ex-railroad man, 
back to the H. G. B. Alexander days 
when Continental Casualty was exclu- 
sively a railroad A. & H. insurer. In 
all he served the company for about 
30 years. He left an estate of $2,000,000. 


dated 


GRANTED PASADENA CONTRACT 

OFCCO Construction Co., of Long 
Beach, Calif., has been awarded a con- 
tract by the City of Pasadena for the 
construction of a steam generating unit 
and appurtenances, at its bid price of 
$1,234,711. Continental Casualty is surety 
on the bond. 





the Insurance So- 
the Economic Club 
Society in North 


York, a member of 
ciety of New York, 
and the Newcomen 
America. 

New members elected to the execu- 
tive committee for a term of three years 


were: J. Dewey Dorsett, general mana- 
ger of the Association of Casualty & 
Surety Companies; Edward J. Lowry, 


chairman of the board, General Insur- 
ance Corp.; Charles W. V. Mears, vice 
president New York Life. 

The following were reelected members 
of the committee for a term of three 
years: Clarence A. Borst, Alexander 
Olsen, C. L. Despard, Raymond P. Dor- 
land, Waldo M. Hatch, Henry E. Knob- 
lock, Vincent C. Lock, Edward L. Mul- 
vehill, Colonel William Schiff, Arthur 
Snyder, William A. Waters. 


Past chairmen of the section—Ashby 
E.. Bladen, Robert H. Nicholls, Morti- 
mer E. Sprague and Henry C. Thorn— 


were elected to permanent membership | 


on the executive committee. 


Preferred’s Creditors 
To Get 20% Dividend 


TO BE PAID £ EARLY IN 1955 





Bohlinger as 5 Suiidenes Says This 
Payment Will Bring Total to 70% 
Paid on Allowed Claims 





Superintendent of Insurance Alfred J. 
Bohlinger, as liquidator of the Preferred 


Accident of New York. announced De- 
cember 13 that an additional dividend 
of 20% will be paid probably during 


the first quarter of 1955 to all creditors 
whose claims have thus far been al- 
lowed. 

Superintendent Bohlinger stated that 
the dividend, the third since the com- 
pany was taken over for liquidation on 
April 30, 1951, will be paid as soon as 
his eighth report, audit and petition in 
the liquidation proceedings which has 
been filed with the court, has been 
confirmed. 

The forthcoming dividend, plus divi- 
dends heretofore paid, will make a total 
of 70% paid on allowed claims to date. 
Previously two dividends of 25% each 
were paid on allowed claims. 

Reserves sufficient to pay similar 
dividends to claimants whose claims 
have not as yet been adjudicated have 
been set aside. The Superintendent 
stated that it is expected that a fourth 
dividend, beyond the 70%, will be paid 
before the proceeding is closed. 


Three Dividends Total $3,128,837 


The first dividend, totaling $878,135, 
was paid during 1953, while the second, 
amounting to $1,143,549, was paid early 
this year. Including this third dividend, 
which will come to $1,107,152, the total 
paid will reach $3,128,837. In addition to 
the dividends, a total of $412,080 has 
been paid out in preferred claims, such 
as workmen’s compensation claims and 
salaries, and $281,575 has been allowed 
through offset. 


TRUCKERS COVERAGE INQUIRY 
Public Service Commission to Investigate 
Due to Recent Awards of Higher 
Judgments; Hearing Jan. 6 

The Public Service Commission, Al- 
bany, N. Y., taking note of higher 
awards in highway negligence suits, will 
make an inquiry into whether truckers 
should carry more insurance. 

The PSC announced it would look 
into the question of increasing the mini- 
mum amounts of liability insurance that 
motor carriers are required to hold. The 
first hearing will be held January 6 be- 
fore E xaminer Morris A. Goldfarb. 

A commission order dated June i2, 
1951, requires truck operators to carry 
liability insurance policies with face val- 
ues of at least $10,000 for death or 
injury to any one person, $20,000 for 
death or injury caused by any one acci 
dent, and $5,000 for property damage. 

“The commission has taken cognizance 
of the increasingly higher judgments 
being awarded in the civil courts in 
negligence liability suits arising from 
motor transport accidents,” a PSC 
spokesman said. 

“It is to determine whether truckers 
are carrying insurance in_ sufficient 
amounts adequately to protect the public 
that his investigation has been initiated.” 

The spokesman added that the inquiry 
had been launched entirely on the initi- 
ative of the commission. 





Approximately 55,000 claims were 
filed in the liquidation proceeding total- 


ing over $67,000,000. Of this amount 
41,533 claims have been adjudicated 
leaving a balance of 13,167 claims filed 


in the approximate amount of $18,000,- 
000 to be adjudicated. 

The disposition of so many claims and 
the payment of such substantial divi- 
dends within a period of three years, is 
believed to constitute a record in the 
history of the Liquidation Bureau of 
the New York State Insurance Depart- 
ment. 
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National Bureau Experience for All 
Cos. on Auto Assigned Risk Plans 


ratio—771, The number of policy years’ 
experience varied for each state but 
covered, for the most part, at least five 
years. As the following figures indicate, 


A compilation of the latest available 
experience on automobile assigned risks 
for 48 and issued 
December 15 by the National Bureau of 
Casualty Underwriters. For all compa- 
nies combined the total in bodily injury 
earned premiums was $50,255,792; in- 
curred losses—$46,622,043, and over-all 
loss ratio—.928. Total earned premiums 
in auto P.D. were $25,437,548; incurred 


states Hawaii was 





New York State showed the largest 
amount of B.I. earned premiums ($16,- 
771,201) and incurred losses ($16,404,932) 
and the same for P.D.—earned pre- 
miums $6,407,182, and incurred losses 
$5,418,122. Period embraced was 1941-52. 
State by state results are summarized 


losses—$19,621,437, and over-all loss as follows: 
State Policy — Bodily Injury — — Property Damage — 

or Years Earned Incurred Loss Earned Incurred Loss 
Territory Included Premium Losses* Ratio Premium Losses* Ratio 
EL; lois .o.s ein 1948-1952 $ 72,251 $ 26,296 .364 $ 31,092 $ 16,229 son? 
ee eee 1952- 61,385 51,004 -831 35,933 21,312 .593 
NT re 1950-1952 125,766 57,545 -458 37,181 23,464 -631 
eer ery 1942-1952 4,146,798 2,926,040 .706 2,759,524 1,728,883 -627 
Connecticut ...... 1941-1952 1,674,400 1,819,082 1.086 625,149 514,296 -823 
Coletade. ....4..... 1946-1952 161,891 125,931 .778 134,775 108,684 .806 
Delaware ........ 1947-1952 32,884 13,742 -418 22,736 8,545 .376 
PENNER Gow ena Sine 1947-1952 622,367 372,743 .599 386,440 227,590 .589 
NR. 255 55.5:50o8 1948-1952 104,126 73,833 -709 63,030 58,062 .921 
a, ee ee 1952- 2,369 3,048 1.287 2,285 983 -430 
SI Scene cen wee 1948-1952 46,963 28,047 597 33,902 23,015 .679 
eR 1941-1952 1,557,497 1,350,524 -867 980,356 805,033 -821 
Indiana 1946-1952 239,471 142,236 .594 179,558 157,296 -876 
De 2. oss t keen 1948-1952 338,037 281,173 -832 300,632 226,326 -753 
Ss x54 1950-1952 70,457 53,430 .758 56,796 50,423 .888 
re 1947-1952 433,650 441,416 1.018 283,805 258,375 .910 
Louisiana 1948-1952 247,059 133,991 -542 124,966 76,129 -609 
DN eS Se wey 1941-1952 306,912 214,168 -698 192,709 128,758 668 
Maryland 1950-1952 206,005 156,481 .760 153,406 130,250 .849 
Massachusetts 1948-1952 3,723,284 6,523,338 1.752 1,110,292 1,003,195 .904 
Michigan ........ 1946-1952 1,137,799 709,615 -624 896,879 662,719 -739 
Minnesota. ....... 1943-1952 2,393,962 2,222,901 .929 1,484,768 996,800 -671 
Mississippi ....... 1948-1952 195,163 127,755 .655 54,102 34,052 -629 
Biissowri ww. oe 1949-1952 253,456 140,640 -555 106,203 76,704 tan 
eee 1952- 37,629 25,398 -675 20,285 12,438 -613 
erry 1946-1952 234,223 186,999 .798 171,964 134,686 -783 
Me er ee: 1950-1952 6,872 9,504 1.383 4,876 2,845 -583 
New Hampshire 1938-1952 632,055 548,394 -868 292,628 225,983 472 
New Jersey ..... 1941-1952 2,756,341 2,141,280 777 1,447,157 1,066,224 .737 
New Mexico 1948-1952 49,388 24,884 .504 30,726 13,768 -448 
New York ....... 1941-1952 16,771,201 16,404,932 .978 6,406,182 5,418,122 -846 
North Carolina 1949-1952 1,265,860 912,514 .721 754,166 496,072 -658 
North Dakota 1947-1952 222,299 99,482 .448 119,230 63,799 -535 
er ee ae ee 1947-1952 930,450 643,268 691 792,140 573,895 -724 
Oklahoma ........ 1950-1952 88,761 83,431 -940 51,564 35,629 -691 
OE. cbse ae 1946-1952 1,383,836 1,145,727 -828 949,583 718,737 757 
Pennsylvania ..... 1943-1952 984,669 599,834 -609 653,713 520,577 .796 
Rhode Island 1947-1952 159,867 70,942 -444 72,744 51,451 .707 
South Carolina 1948-1952 12,657 4,183 .330 8,071 7,515 .931 
South Dakota 1949-1952 17,574 38,803 2.208 9,572 17,072 1.784 
Tennessee ........ 1948-1952 295,151 219,397 .743 130,953 88,578 -676 
PG i cwacbalenmed 1952- 231,778 240,299 1.037 163,734 166,631 1.018 
ENS ere 1946-1952 112,642 86,264 -766 64,012 44,595 -697 
Vermont ...... 1941-1952 258,556 213,637 -826 148,603 105,112 .707 
Pe caves se 1941-1952 1,838,177 1,662,906 -905 897,258 808,344 -901 
Washington ...... 1941-1952 1,318,064 970,798 3437 945,469 723,438 -765 
West Virginia 1947-1952 404,301 159,091 .393 192,020 66,871 -348 
i: er 1946-1952 2,031,324 2,107,904 1.038 1,013,212 898,858 -887 
SN ssc awces 1948-1952 58,165 27,193 -468 41,167 23,074 -560 
TOTAL 1938-1952 $50,255,792 $46,622,043 -928 $25,437,548 $19,621,437 771 


* Including allocated claim adjustment expenses 


for Massachusetts bodily injury). 


** Private passenger cars only. 


Massachusetts Cos. Report 
Decrease in P.I. Claims 


Despite the belief that the number of 
auto accidents involving personal in- 
juries have increased this year over last, 
the casualty insurance companies have 
reported a decrease in personal injury 
claims in Massachusetts. 

John O’Connor, executive secretary of 
the Casualty Companies serving Massa- 
chusetts, reports that in the first six 
months of 1954 there were 51,233 per- 
sonal injury claims compared to 54,237 
for the same period of 1953 

The Registry of Motor Vehicles re- 
ports that between January 1 and June 
30, 1954, there were 21,642 accidents 
involving personal injury compared with 
17,468 accidents reported for six months 
of 1953. 

Fatalities dropped from 438 through 
November 11, 1953, to 405 for the same 





(excluding allocated claim adjustment expenses 


Data for prior years incomplete. 


Plan Los Angeles Junior 


Surety Underwriters Assn. 
Steps looking to the organization of 
a junior Surety Underwriters Associa- 
tion in Los Angeles were taken at the 
December meeting of the Surety Under- 
writers. A committee was appointed to 
handle the matter, composed of Arthur 
Clement, Maryland Casualty, chairman; 
R. M. Hoenisch, Royal-Liverpool Insur- 
ance Group; James McCarthy, Hartford 


Accident & Indemnity, and Bruce Mc- 
Birney, Fidelity & Deposit. 
W. C. Fundenburg, Fidelity & De- 


posit, was named chairman of a golf 


tournament committee. 


period this year. 

It was also reported by State Auditor 
Thomas J. Buckley that the cost of the 
point system for motor vehicle viola- 
tions instituted last January, is $199,560 
for the first six months of its operation. 


21 CPCU Diplomas Given 
At All-Industry Lunch 


HELD DEC. 2 IN HARTFORD 
Marked 10th CPCU Anniversary; Louis 
M. Johnson Addressed 600 Attend- 
ing Affair 


Twenty-one CPCU diplomas were 
awarded at the New England all-industry 
luncheon and CPCU conferment at the 
Hotel Statler, Hartford, December 2. 

More than 600 representatives of the 
insurance and other professional organi- 
zations witnessed this ceremony, one of 
a number of similar programs being held 
throughout the country in observance of 
the 10th anniversary of the CPCU or- 
ganization. 

Former Secretary of Defense Louis M. 
Johnson, senior member of the law firm 
of Steptoe & Johnson, Washington, 
D. C., who was the principal speaker, 
cautioned against the many sinister 
forces that threaten to break down the 
self-discipline of free men. which he said 
was the very foundation of our demo- 
cratic society. 

Benefit of Taxes 


Mr. Johnson cited as examples of the 
“horror comic books and TV crime pro- 
grams” and the “savage and_ divisive 
tone that is creeping into our political 
life.” To counteract possible “harm to 
our national character by our incessant 
political propaganda against taxes,” he 
suggested a program to point ou all the 
benefits that come from taxes. 

“The secret of our success lies in the 
character of the citizen—the character 
that accepts discipline for the good of 
the group, that accepts a moral order 
in all things, and that assumes a respon- 
sibility in political decisions on the basis 
of truth, mutual trust and respect for 
others,” Mr. Johnson declared. 

Mr. Johnson said “we should take a 
long, hard look at the influences that 


Putnam Agency Honored for 


Standard Accident Service 


The Putnam Agency, Inc., of Ash- 
land, Ky., was honored recently by 
Standard Accident and its affiliate, the 
Planet, on its 50th year of representa- 
tion of the Detroit companies. 

The Putnam Agency was presented 
a plaque marking the anniversary at a 
dinner held in the Henry Clay Hotel, 
Ashland. 





are shaping the lives of the oncoming 
generation and ask ourselves if we are 
doing all we can to cherish and pass on 
unimpaired the American concept of 
freedom, the ideal of the self-disciplined 
free man.” 


CPCU Degree Conferees 


Those awarded CPCU degree included: 
Aetna Casualty & Surety Co.: William 
R. Carrick, Jr., Walter H. Greenfield, 
Jr., Lewis M. Manchester, and Roberta 
L. White; Aetna Insurance Groun: John 
R. Brandt and Chandler B. Johnson, Jr.; 
American Mutual Liability: Stanlev_ T. 
Gustafson and Joseph M. Whalen; 
American Policyho'ders’ Insurance Co.: 
C. Stanley Rich; Automobile Insurance 
Co. and Standard Fire: Henry I. 
Schweppe; The Carrick Agency, Joseph 
E. Dean; Fire Association-Reliance In- 
surance Co.: John W. Lane; Harold G. 
Holcombe, Jr.; Liberty Mutual: Arthur 
S. Gay, Jr.; Lumbermens Mutual Cas- 
ualty: Donald K. Stevens; Morrissey & 
Cheney: E. Leonard Clark; Phoenix- 
Connecticut Group: Jack R. Hornbeck; 
Robert C. Sutherland; the Travelers 
Fire: John C. Alexander, Jr., and John 
Montgomery; the Travelers Indemnity: 
William G. Hull. 

Dr. Harry J. Loman, dean of the 
American Institute for Property & Lia- 
bility Underwriters, administered the 
CPCU charge to the designees. Presid- 
ing at the luncheon was M. H. Black- 
burn, president of the Connecticut CPCU 
chapter, who is with the Travelers. 
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Insurance Teachers to 
Meet at Detroit Dec. 28 


THORE LUNCHEON SPEAKER 


Plan Panel on Auto Liability’s Future; 
Consider Problems of Teaching; 
Ackerman Slated for Reelection 


A panel discussion on “Tomorrow in 
the Automobile Liability Business” will 
be an important feature of the 19th an- 
nual meeting of the American Associa- 
tion of University Teachers of Insurance 
which is to be held December 28 at the 
Sheraton Cadillac Hotel, Detroit. C. A. 
Kulp, professor of insurance, Wharton 
School of Finance & Commerce, Univer- 
sity of Pennsylvania will be the moder- 
ator with James M. Cehill. secretary, 
National Bureau of Casualty Under- 
writers, A. E. Spottke, vice president, 
Allstate Insurance Co. and Hubert W. 
Yount, vice president, Liberty Mutual 
Insurance Co. as participants. 

As usual, the annual meeting will be 
held concurrently with those of the 
American Economic Association, Ameri- 
can Finance Association, Industrial Re- 
lations Association, etc. Association 
President, Laurence J. Ackerman, Uni- 
versity of Connecticut, hopes to intro- 
duce the new editor of the association’s 
Journal, and it is quite likely that the 
executive committee will announce the 
Elizur Wright Award for distinguished 
writing in the field of insurance. 


Problems of Teaching Insurance 


The day’s activities will be devoted to 
problems in connection with the teaching 
of insurance. There will be a symposium 
on the following: (1) requirements for 
persons majoring in insurance, and (2) 
teaching insurance at an advanced level 
on the “line” basis. The moderator will 
be Charles C. Center, professor of com- 
merce, University of Wisconsin. Dr. 
Harry J. Loman, professor of insurance, 
Wharton School, and J. Edward Hedges, 
professor of insurance, Indiana Univer- 
sity will participate. 

Eugene M. Thore, general counsel, 
Life Insurance Association of America, 
a noted authority in his field, will ad- 
dress the luncheon gathering on “The 
Ingratiating Intervention.” 

The afternoon session, aside from the 
auto liability panel previously mentioned, 
will include the annual business meeting. 
The nominating committee at that time 
will present the following slate of offi- 
cers for 1955: Dean Laurence J. Acker- 
man—president; Professor Hampton Bi. 
Irwin, Wayne University—vice presi- 
dent; Dean William T. Beadles, Illinois 
W esley an—secretary-treasurer. 

Maurice J. Pierce, executive secretary, 
Standard Accident, and Professor Frank 
J. Schwentker, University of North Car- 
olina, have been nominated as members 
of the executive committee. 

The nominating committee is composed 
of: Professor C. A. Kulp, chairman, 
the Wharton School; Professor Victor 
Sweeney, University of Florida, and 
John M. Breen, Mutual Insurance Insti- 
tute. 


Franklin General Agent 
For BARE in Wisconsin 


William J. Franklin has been ap- 
pointed general agent in Wisconsin for 
the commercial division of the Benefit 
Association of Railway Employees. Mr. 
Franklin’s association with the BARE 
follows 18 years of insurance experience 
in Illinois, both in executive home office 
capacity and in sales organizational ac- 
tivity. 

His plans for developing the state of 
Wisconsin include the appointment of 
local sub-agencies throughout the state 
to present the new Benefit Association 
accident and health, hospitalization and 
life insurance protection plans. 

The BARE is a mutual legal reserve 
life insurance company which for the 
past 42 years has provided insurance 
benefits for railroad employes and se- 
lected industrial employe groups. 


SURETY ASSOCIATION BOOKLET 


Entitled, “Safeguards Against Employe 
Dishonesty in Business”; Covers Con- 
trol and Auditing Procedures 

A booklet on dishonesty insurance for 
commercial firms, entitled “Safeguards 
Against Employe Dishonesty in Busi- 
ness,” has just been published by the 
Surety Association of America. 

The 32-page booklet was prepared 
jointly by the Surety Association and 
the American Institute of Accountants 
as a public service to management of 
business concerns. The first section, de- 
voted to methods of sound internal con- 
trol and auditing procedures, was pre- 
pared by the American Institute of Ac- 
countants, while the second section, 
dealing with fidelity insurance, was pre- 
pared by the Surety Association of 
America. 

The interdependence of internal con- 
trol and fidelity bonds is stressed 
throughout the text, and emphasis is 
placed upon the necessity of utilizing 
both safeguards against financial loss 
through employe dishonesty. 

The foreword was prepared by Arthur 
B. Foye, president of the American In- 
stitute of Accountants and senior part- 
ner of Haskins & Sells, New York. 
“The increasingly important problem of 
employe defalcation has focused the at- 
tention of business leaders on the need 





TO DO BUSINESS IN CALIF. 

Southwest General Insurance Co., Dal- 
las, has made application to the Depart- 
ment of Insurance for a certificate of 
authority to write fire, liability, teams 
and vehicle, automobile and_ miscel- 
laneous lines of insurance in California. 
The company now has $500,000 capital; 
$483,372 unassigned surplus, and $150,- 
000 in special surplus funds. Its officers 
are: President, D. Gordon Rupe, Jr.; 
secretary, Henry E. Catto; treasurer, 
James H. Turner. 


problem,” Mr. Foye 
notes in his foreword, adding that the 
booklet was prepared “in order to pro- 
vide management with a basic guide to 
sound internal control against the depre- 
dations of the embezzler, and an out- 
line of the protection afforded by fidelity 
insurance. 

“These controls and safeguards are 
not intended as an all-inclusive loss pre- 
vention program. Rather are they fun- 
damentals which may be expanded to 
meet the requirements of the individual 
company. As presented here, however, 
they should be instrumental in minimiz- 
ing the effects of employe fraud. 

A copy of the booklet may be obtained 
without charge from the educational de- 
partment of the Surety Association of 
America. 


of curbing that 





: é 


represents 


PUBLIC 
SAFETY 
PROJECTS 




















through its agents and... 


holders who, through quick 
save another’s life. 


KEMPER FOUNDATION 
cially for the training of outs 


These are among the publi 





AMICO 





< 
7 ,, 
4 
ey, \ | 
—— | 7 a 
Ls) ~S 
iN 


Through the years, AMICO has contributed to public and industrial safety 
CENTRAL AUTOMOBILE SAFETY COMMITTEE —meets every month 


to study accident causes and guard against recurrence. 


LIFE SAVING AWARDS~—are presented to those employees of policy- 


Traffic institute, Northwestern university. 


for AMICO and its representatives nationwide. 





thinking and accident prevention practices, 


FOR TRAFFIC SAFETY —contributes finan- 
tanding municipal policy traffic officers at the 


c safety projects that have gained recognition 








THREE STAFF PROMOTIONS 


American-Associated Insurance Cos. Ad- 
vance Wilson, Myers, Erbele; Moves 
To Be Completed in 30 Days 
Announcement has been made by 
American-Associated Insurance Compa- 
nies of three staff promotions. David 
H. Wilson is being transferred from 
Dallas to the head office operations de- 
partment to become superintendent of 
the field division. John A. Myers, under- 
writing manager at Kansas City, is being 
appointed assistant branch manager at 
Dallas to succeed Mr. Wilson. Fred C. 
Erbele, Jr., head office liability under- 


writing supervisor, will assume the posi- 


tion of casualty manager at Kansas 
City. It is expected that these moves 
will be completed within the next 39 


Mr. Wilson in his new post of super- 
intendent, field operations, will be con- 
cerned with all aspects of administration 
in the companies’ field offices, and will 
be directly associated with head office 
officials dealing with agency, production, 
and branch office matters. He brings to 
his new assignment a successful and 
varied record of accomplishments in field 
work, 

He entered the insurance business in 
1932 as a special agent, first for a 
Kansas City general agent, and later 
for Aetna Casualty & Surety. He joined 
American-Associated in 1938 and served 
as a field underwriter at the Kansas City 
branch until 1942, at which time he en- 
tered the Army. Upon release from ac- 
tive duty in 1945, Mr. Wilson became 
vice president and agency supervisor of 
the Service Mutual Insurance Co. of 
Waco, Texas. He re-joined American- 
Associated at its Detroit Office in 1949 
and has been assistant branch manager 
at Dallas since 1952. 

Mr. Myers began his insurance career 
in 1933 as an underwriter for Hartford 
Fire in Chicago. In 1944 he became a 
member of a Chicago Insurance broker- 
age firm and remained in this field until 
1946. He then joined American-Associ- 
ated at the companies’ Chicago branch, 
where he became supervisor of liability 
underwriting. He was transferred to 
Kansas City and assumed the duties 
there of underwriting manager in 1950 

Mr. Erbele is a native of Pennsylvania 
and a graduate of Franklin & Marshall 
College. His education was interrupted 
by World War II and he served for 
three years in the Air Force. Following 
graduation in 1946 he went to work for 
Liberty Mutual at Boston as an under- 
writer. 

He joined American-Associated in 1953 
and was assigned to the head office lia- 
bility division at St. Louis, where he 
has successfully carried out a variety of 
underwriting assignments 


Gov.-Elect Gary Asks Delay 
In Auto Liab. Rate Increase 


Governor-elect Raymond Gary, Okla- 
homa, said he hoped the requested 22% 
increase in automobile liability insur 
ance rates will be withdrawn until he 
has a chance to study it. A hearing was 
held after Fred Albert, secretary of the 
State Insurance Board related Mr. 
Gary’s feelings on the subject 

When he takes office in January, Mr 
Gary will appoint two members on the 
three-man board. “From what informa- 
tion I have, it doesn’t appear they are 
justified in making an increase at this 
time,” Mr. Gary said. He said he re- 
sented an effort to push an increase 
through “at the tail-end of an adm‘n- 
istration when [| will hz ive to live with it 
for the next four years. 

The National Bureau of Casualty Un- 
derwriters filed the application for the 
increase. It would average more than $6 
per car with heavy emphasis on drivers 
under 25 years of age. T. O. Carson, 
attorney for the group said he would 
poll members of the group to determine 
if the request will be withdrawn. 
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C. & S. Club Holds 46th 
Annual Christmas Party 


N. Y. AFFAIR DRAWS OVER 800 





Dean Parker, Travelers, Was Evening’s 
Host as Club’s 1954 President; 
Elect Officers for New Year 


Over 800 casualty and surety people 
including many out-of-towners attended 
the 46th annual meeting and Christmas 
party of the Casualty & Surety Club 
of New York last December 
16, in the grand ballroom of Hotel Com- 
York. A 
held prior to the 
Parker, 
host in his capacity as 
of the club. A holiday 
and excellent 


evening, 


reception was 
Dean 


modore, New 
dinner with 
Travelers general manager, as 
1954 president 
spirit prevailed 


entertainment made the 


evening doubly enjoyable. 

President Parker extended official 
welcome to the large gathering, but in 
keeping with the time-honored custom 
of the club there were no_ speeches. 
Head table guests were introduced by 
Mr. Parker, among them being New 
York Superintendent of Insurance AI- 
fred J. Bohlinger, Warren N. Gaffney, 
former New Jersey Commissioner of 
Banking and Insurance, who is now 
general manager of Surety Association 
of America; Ray Murphy, general coun- 
sel, Association of Casualty & Surety 
Companies, and Henry D. Sayer, gen- 
eral manager, New York Compensation 
Insurance Rating Board. 


Stephen Bedell New President 


Election of officers for 1955 was the 
only business of the evening other than 
the reading of the treasurer’s report. 
Stephen Bedell, Jr., Maryland Casualty, 





Insurance Awards 


(Continued from Page 32) 


various pending legislation as 
ing the casualty business. 

At one meeting of this past year, the 
association invited presidents and ex- 
ecutives of various producers’ organiza- 
tions for the purpose of exchanging 
opinions and to cement close relation- 
ship and cooperation. At another meet- 
ing, members of the trade press were 
invited in order to receive a first-hand 
view of the association’s activities. 

The association recommended to the 
National Bureau discontinuance of the 
summer endorsement from the automo- 
bile liability rules so as to make rating 
methods consistent with the compre- 
hensive and collision rules of NAUA. 
Upon the request of the National Bu- 
reau, the association amended their 
recommendation to read: “during that 
period of summer transfer, the automo- 
bile will not be used regularly or fre- 
quently in going between the summer 
location and the city or town of perma- 
nent residence. 


Career of Peter Barr 


respect- 


New Association Chairman Peter 
3arr was born in Scotland. He attended 
New York University and received a 
degree in mechanical engineering in 
1923. Mr. Barr joined Ocean Accident 
at its home office in 1926 and became 
an underwriter in the compensation and 
liability department. 

In 1942, he entered the U. S. Army 
and was stationed at the testing center, 
Aberdeen Maryland Proving Grounds. 
Mr. Barr was discharged at the rank 
of first lieutenant. 

Returning to Ocean Accident, in 
April, 1946, he was transferred to the 
Pittsburgh office and appointed a casu- 
alty special agent. Two years later, 
Mr. Barr returned to the metropolitan 
New York office as assistant manager. 
In 1949, he became manager of the 
casualty department. 

\t the present 
deputy manager of 


time, Mr. Barr is 
Commercial Union 


Ocean Group in its metropolitan de- 
partment, 





succeeding Mr. 
Ehrmanntraut, 
was named first vice 


was elected president, 
Parker William R. 
American Surety, 


president; W. E. Taeffner, Standard 
Accident, second vice president, and 
Samuel M. Williams, Jr., Maryland 


Casualty, secretary-treasurer. 

- Donegan, Loyalty Group Com- 
panies, and James M. Henderson, Fi- 
delity & Deposit, are newly elected 
members of the executive committee. 
Continuing to serve on this committee 
for 1955 are John P. Madigan, General 
Reinsurance Corp.; Joseph M. Pernol- 
let, Employers’ Group, and Henry E. 
Knoblock, Fireman’s Fund Indemnity. 
Clarence A. Borst, United States Casu- 
alty, and a past president of the club, 
was chairman of the nominating com- 
mittee. 

Newly elected President Bedell, one 
of the best known of casualty branch 
managers in New York, is now in his 
19th year with Maryland Casualty. 
Starting as an underwriter in its N. Y 
liability and compensation department, 
he later served as department head for 
agency and production and for casualty, 
and then in 1951, was promoted to resi- 
dent vice president in charge of the 
branch which is the Maryland’s largest. 
He succeeded Charles S. Ashley. Mr. 
Bedell is rated as one of the best 
golfers in the casualty-surety ranks 
around New York, and has permanent 
possession of the John J. King Me- 
morial cup for the best low gross score 
(three years) at C. & S. Club golf 
tournaments. 


during the holidays. 
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‘©. . and Best Wishes for a Happy and Prosperous New Year.”: 


That’s what it says on many of the greeting cards you receive 


The Zurich-American Companies sincerely concur in this 
wish. But they’re prepared to do more than merely wish you a 
happy and prosperous new year. They want to help you have one. 

With their outstanding underwriting and claim facilities; 
their Safety Zone Program, a unique service and promotional 
feature; and their merit plan for writing private passenger auto- 
they can help you extend your contacts, 
build your volume, and increase your profits in the coming 


year. A Zurich-American field man will be glad to talk busi- 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
135 S. LASALLE ST., CHICAGO 3, 


YER LSE VES YEES YESS YES ERS YEE VERE ERE YEE VERE LIES PERE YEE VERE YEE WERE PERE YER WERE VERE VERE YEE YERE YERE 








parties—Phone WOrth 2-2514. 





EMIL'S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 


23 Park Row (Opp. Woolworth Bidg.) Talk business and enjoy meals in 
reasonable privacy. Luncheons moderately priced. Lobster Dinner—$2.75 
all day. Table d'hote from $1.60. Kitchen open to 9 P.M. Bar till midnight. 


Now is the time to make your reservations for special HOLIDAY 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 


Both Members of Trip Charge System. 








F. W. Boyle Promoted to 
Employers’ Deputy Manager 
Frank W. Boyle has been appointed 

deputy manager as of December 1 of 

the Employers’ Liability Assurance 


Corp., Ltd., according to announcement 
by Edward A. Larner, chief executive 


of the Employers’ Group. Mr. Boyle 
continues as vice president of the Em- 
ployers’ Fire Insurance Co., the Ameri- 


can Employers’ Insurance Co. and the 
Halifax Insurance Co. of New York. 

Mr. Bovle has been with the Em- 
ployers’ Group Companies since 1927, 
and has served in various departments 
until his promotion to vice president of 
the Employers’ Fire in 1948. In 1950 he 
was appointed assistant deputy mana- 
ger of the Employers’ Liability Assur- 
ance Corp., Ltd., and elected vice presi- 
dent of the American Employers’ In- 
surance Co. 
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N. Y. Casualty Mgrs. 


(Continued from Page 32) 


ance Brokers Association of Brooklyn, 


1954. 


Extra-Curricular Civic Activities—For 


merly vice president, Brooklyn Junior 
Chamber of Commerce; member, insur- 
ance section, Young Men’s Board of 
Trade; chairman of insurance agents 


and brokers division for Cancer Cru- 
sade for past three years; chairman, 
Brooklyn insurance division of Federa- 
tion of Jewish Philanthropies for four 
years; chairman, insurance committee, 
Phi Sigma Delta. 
Robert C. Mehorter, CPCU 

Extra-Curricular 
Secretary-treasurer, New 
ance Agents Association; serves on 
various committees, American College 
of Property & Casualty Underwriters; 
vice president, Young Men’s Board of 
Trade. 

Extra-Curricular 


Business Activities— 
York Insur- 


Civic  <Activities— 


Member of auxiliary police, Chatham, 
N. J.; member, Gideon’s Association; 
member, Christian Business Men’s As- 


sociation; member, Church Council. 
Charles N. Barton, CLU 

Extra-Curricular Business Activities— 
Director, New York Chapter of Certi- 
fied Life Underwriters; director, Life 
Underwriters Association of New York; 
chairman, membership committee, Life 
Underwriters Association of New York; 
vice president of graduates, Institute of 
Life Insurance Marketing; membership 
committee, Insurance Sociciy of New 
York; member, law and _ legislature 
committee, Life Managers Association; 
member, business and ethics committee, 
Life Underwriters Association (chair- 
man, 1953). 

Extra-Curricular Civic  Activities— 
Director of Douglaston Club, Douglas- 
ton,. LL. (vice president, 1953); chair- 
man, local swimming pool committee; 
trustee, committee of the Community 
Church; member, Douglaston Boy Scout 
Troup committee (assistant cub scout 
master); treasurer, New York Chapter, 
Young President’s Organization; mem- 
ber, New York Credit & Financial 
Management Association. 

Alexander Heid, Jr. 


Extra-Curricular Business Activities 
—Treasurer and member of govverning 
committee, National Association of In- 
surance Brokers; secretary, Insurance 

3rokers Association of New York; di- 
rector, Insurance Federation. 

Extra-Curricular Civic 
Member, fund raising committee, 
elers Aid Society; Community 
volunteer. 


Activities— 
Trav- 
Chest 


Gerry H. Story, Jr. 


Extra-Curricular Business Activities— 
Served two terms as chairman of the 
fire and allied lines committee, Virginia 
Association of Insurance Agents; past 


president, Fredericksburg, Va., Associa- 
tion of Insurance Agents; former mem- 
ber of property insurance committee, 


Southern Agents Conference; 1954 re- 
cipient of Stock Fire Insurance Field 
Club of Virginia award. 

Extra-Curricular Civic  <Activities— 
Past president, Fredericksburg, Va., 
Junior Chamber of Commerce; served 
as vice chairman of area development 
committee, Fredericksburg; chairman, 
F redericksburg Community Fund Drive; 
recipient of 1952 Fredericksburg Junior 
Chamber of Commerce “Key Man 
Award.” 
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1,604 Attend Luncheon 
Of N. Y. Federation 


YOUNG REVIEWS LEGISLATION 


W. R. Ehrmanntraut Presides and Wel- 
comes Guests; N. Y. Mayor R. F. 
Wagner Praises Ins. Companies 


Largest luncheon turnout for any in- 
surance gathering was that of the In- 
surance Federation of New York, Inc., 
on December 9, at Hotel Commodore, 
New York, when 1,604 insurance people, 
representing all segments of the indus- 
try, packed the grand ballroom. In- 
cluded were many state legislators, com- 
pany executives, agents, brokers, Insur- 
ance Department officials. Guest speaker 
was Mayor Robert F. Wagner of the 
City of New York. Election of officers 
was reported in our issue last week. 
E. T. Clauss is the new president. 

Carl A. Young, prominent Syracuse 
agent, retiring president of the Federa- 
tion, in his annual report, declared that 
the organization will again call for 
legislation in 1955 to protect the public 
from the irresponsible 4% uninsured 
motorist, and also for legislation that 
will “continue to improve our services 
and coverages to the insuring public.” 
He also urged the industry to continue 
its demand for safety legislation to save 
hundreds of lives, to protect thousands 
from being uselessly injured, and to 
prevent millions in property losses. 

Speaking of the furore that was cre- 
ated last March in Albany because of 
the Dewey Administration’s demand for 
compulsory automobile legislation, Mr. 
Young said: “This furore became so in- 
tense at times that the good legislation 
for the insuring public sought by our 
industry seemed to become lost or side- 
tracked. However, there were two out- 
standing accomplishments : 

“(1) The enactment of a law for the 
semi-annual inspection of motor vehi- 
cles which willl save many lives, count- 
less injured and millions in property by 
keeping the mechanically unsafe car off 
the highways. (2) The enactment of a 
law preventing coercion in union con- 
tracts. This law specifically outlaws 
agreements which deny an _ insurance 
buyer the free choice of insurance com- 
panies and policy contracts of work- 
men’s compensation or other compul- 
sory insurance in New York State.” 


Welcomed by Ehrmanntraut 


William R. Ehrmanntraut, American 
Surety, executive committee chairman 
of the Federation, extended cordial wel- 
come to the large gathering. He had 
praise for W. Irving Plitt, vice presi- 
dent, Atlantic Mutual, who was chair- 
man of the luncheon committee. In in- 
troducing Superintendent Alfred J. 
Bohlinger, he remarked: “Even though 
we have not seen eye to eye with the 
Superintendent at times we all recog- 
nize that we have dealt with a state 
official whose integrity and honesty are 
outstanding.” 

Robert F. Curry, first vice president 
of the Federation, who is with the firm 
of John F. Curry & Co., New York, had 
the honor of introducing Mayor Wag- 
ner. He described him as “an aggres- 
sive, hard-working administrator.” 

In his address Mayor Wagner saluted 
the work of the insurance industry in 
providing security for the American 
people. He paid special tribute to the 
large insurance companies which have 
assumed so prominent a part in the 
financing of public housing in New York 
City. Mayor Wagner then spoke of the 
fine job being done by private industry 
and he was quick to point out that he 
had no desire to see government enter 
any field where private enterprise can 
do and is doing an adequate job. 

He placed particular emphasis on the 
ever recurring need for cooperation be- 
tween government and private industry. 
“Working together,” said Mayor Wag- 
ner, “we can produce a greater New 
York and a greater America.” 

In his closing remarks, he again 
pointed to the value of a government 
and industry coalition to form a bul- 
wark against atheistic communism. 


IAC Award Judges 


(Continued from Page 32) 


award, were the Jack Safley Agency of 
Temple, Tex., and the Thomas E. Wood 
Agency, of Cincinnati, Ohio. 

The competition is not based on the 
quantity or cost of advertising, but upon 
its effectiveness. “The decision of the 
judges,” said Mr. Smitheman, “will be 
based entirely upon the quality and re- 
reflecting the 
skillfulness and ingenuity of the pro- 


sults of each program 
ducer in putting his advertising to the 
best use.” 

In announcing the board of judges, 
Mr. Smitheman, who is advertising 
manager, Insurance Co. of North Amer- 
ica, reminded prospective entrants that 
all material for judging must be sub- 
mitted before March 31, 1955. Entries 
are restricted to exhibits of advertising 
and publicity used during the preceding 
year only. In the current contest only 
material used during the 1954 calendar 
year can be accepted. 

Contestants are required to submit 
their entries in portfolios 13 by 20 
inches, with spiral plastic binding on 


Jules B. Lev Married 


Jules B. Lev, A. & H. production 
manager in C. J. Simons & Co., Newark, 
N. J., was married December 12 to Miss 
Mildred Gary of the Bronx, N. Y. The 
wedding took place at Paradeen Manor, 
the Bronx, following which a reception 
was held. A number of Mr. Lev’s in- 
surance friends attended. Mr. and Mrs. 
Lev are now on a New England wed- 
ding trip. 


CAS. UNDERWRITERS’ ELECTION 

James N. Judd of Michigan Mutual 
Liability Co. was elected president of the 
Detroit Casualty Underwriters Associa- 
tion at a special meeting of the recently 
organized group. Three other officers 
also were elected: Norman Acker of 
Marsh & McLennan, vice president; 
James Upton of Ohio Casualty Insurance 
Co., secretary; and Harold Arvin of 
Citizens Mutual Insurance Co., treasurer. 





the long side; light tan 65-pound cover 
stock for the pages, dark tan 65-pound 
double thick covers. The Insurance Ad- 
vertising Conference has made arrange- 
ments for such portfolios to be obtained 
at cost from the Philadelphia Bindery, 
Third and Vine Streets, Philadelphia 
O.cb a 
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A. F. Lafrentz Luncheon 
Host to Ins. Editors 


ANNUAL PARTY, BANKERS CLUB 





Newspaper Men Pay Memorial Tribute 
to Late F. W. Lafrentz Who Was 
Honored by Them a Year Ago 





A. F. Lafrentz, president of American 
Surety, was the gracious host to a group 
of editors and publishers of the insur- 
ance trade press at a luncheon Decem- 
ber 9 in the Bankers Club, New York. 
These annual parties, pleasantly in- 
formal and with no speech-making, 
were started some years ago at the 
suggestion of the late F. W. Lafrentz, 
beloved chairman of American Surety, 
who was a great favorite of the news- 
paper men. 

In his welcoming remarks President 
Lafrentz said that one of his father’s 
happiest experiences was when he was 
presented a year ago at the same lunch- 
eon with testimonial letters from the 
insurance editors in recognition of his 
60th anniversary with American Surety. 
“He valued them highly, and had them 
by his bedside during his last sickness,” 
said Mr. Lafrentz. It was also brought 
out how greatly F. W. Lafrentz valued 
the quality of faith; it was reflected in 
every step that he took in his guidance 
and leadership of the American Surety 
Group, and in his industry contributions. 
Incidentally, A. F. Lafrentz said that 
his father’s office will be kept just as 
it was during his lifetime. 

Even though American Surety’s great 
leader has passed on, his many accom- 
plishments for the industry and his 
personal acts of kindness will always 
be fresh in mind. Appropriately E. M. 
Ackerman, The Weekly Underwriter, 
called for a silent tribute to him as the 
luncheon got under way. 

Guests from the insurance press in 
addition to Mr. Ackerman were Clarence 
Axman, president and editor, The East- 
ern Underwriter; Kenneth O. Force, 
executive editor, The National Under- 
writer; L. Alexander Mack, president, 
The Weekly Underwriter; Elmer Mil- 
ler, insurance editor, New York Journal 
of Commerce; Joseph P. Byrne, editor, 
Best’s Insurance News; Charles S 
Rosensweig, editor and publisher, and 
Emanuel Levy, managing editor, Insur- 
ance Advocate, and Wallace L. Clapp, 
associate editor, The Eastern Under- 
writer. 

Among American Surety officials on 
hand besides Mr. Lafrentz were W. E. 
McKell, first vice president; Charles H. 
Hall, vice president and secretary; Col. 
Howard P. Dunham, vice president; C. 
W. McNeil, manager of agency and 
production department, and Walter H. 
Riley, advertising manager. 


LATERZA ELECTED PRESIDENT 





Of Burglary & Glass Assn. of N. Y.; 
J. G. Fay and E. R. Meyrer New 
Vice Presidents 
Peter A. Laterza, Springfield Fire & 
Marine Insurance Co. was elected presi- 
dent of the Burglary & Glass Insurance 
Association of New York at its annual 
meeting, Dec. 7, at DePalma’s Restau- 
rant. Other officers elected were: James 
G. Fay, Atlantic Mutual Insurance Co., 
vice president; Edward R. Meyrer, Aetna 
Insurance Co., vice president; Ethel ] 
Corbett, National Bureau of Casualty 
Underwriters, secretary; Ray McGarri- 
gal, American Surety Co., treasurer; 
Margaret Keegen, American Associated 
Insurance Co., ass’t secretary; Lucille D. 
Strickler, Maryland Casualty Co., ass’t 

treasurer. 

The following men were elected as 
members of the executive committee: 
Thomas G. Buckley, Sun Indemnity Co.; 
Douglas Gorham, North American Casu- 
alty & Reinsurance Corp.; Charles V. 
Hedstrom, National Surety Corp.; John 
Orisek, Massachusetts Bonding & Insur- 
ance Co.; Donald D. Pillsbury, National 
Bureau of Casualty Underwriters; Asso- 
ciation Past President Thomas P. 
Whelehan, Hartford Accident & Indem- 
nity. 
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Field Public Relations “In Action” 
With Success In Oklahoma and California 


By Harotp K. Puitips 


Public Relations Manager 
Association of Casualty & Surety Companies 


Perhaps the most fundamental prin- 
ciple of public relations is that the best 
results are assured when it is practiced 
at the local level. The Association of 
Casualty & Surety Companies has 
learned during the past year and a half 
the truth of that fact. 

During the summer of 1952, it ex- 
panded its public relations department 
by establishing a branch office in Okla- 


homa City and another one in San 
Francisco as part of the association’s 
Pacific Coast office. The speed and ef- 


fectiveness with which these offices pro- 
ceeded to correct misunderstandings 
that had been troublesome for years 
has amazed everyone. 

A brief examination of these opera- 
tions, therefore, might prove useful and 
provide a yardstick by which to measure 
other problem areas, not with an idea 
that similar branch offices are likely to 
be set up elsewhere in the country, but 
by disclosing possible opportunities to 
utilize ilready existing facilities to ap- 
ply “the local touch” in other states. 
In fact, preliminary experimentation 
along that line even now is underway 
in New York State. 


Both Offices Fill Real Need 


It isn’t necessary to spend much time 
discussing why the Association of Casu- 
alty & Surety Companies decided dur- 
ing the summer of 1952 to localize its 
public relations activities in Oklahoma 
and California. In Oklahoma particu- 


larly, industry troubles were multiply- 
ing and it was evident that considera- 
ble of it stemmed directly from an un- 


informed press and equally uninformed 
leaders both in industry and business 
The situation in California was some- 
what less acute but, among other things, 
a movement was gaining headway to 
have the legislature enact a compulsory 
automobile liability insurance law. 

It was equally evident that considera- 
bly more consistent effort would have 
to be used than the central public rela- 
tions department could attempt, if the 
insurance industry’s public relations 
were to be improved. The press of 
Oklahoma and California gave reason- 
able space to news releases the New 
York office sent them, but the facts in 
those releases seemed to be forgotten 
quickly or the editors simply were un- 
impressed by comments that had their 
origin in the not-too-well-liked Eastern 
metropolis which was forever telling the 
rest of the country what to do but some- 
how couldn’t keep its own house in 
order. 

Conditions in Oklahoma, for instance, 
had become so bad that one person 
made a tidy profit out of a small weekly 
newspaper which was devoted largely, 
and sometimes completely, to inaccurate 
and frequently untrue attacks on the 
insurance industry. Business and indus- 
trial organizations also issued state- 
ments which received special attention 
in the press, criticising the insurance 
companies about a number of things 
but particularly their ‘rates for work- 
men’s compensation insurance. They 
too, stemmed from misunderstanding. 

Finally, at the request of our general 
manager, J. Dewey Dorsett, the public 
relations committee recommended that 
the association establish its own public 
relations office in Oklahoma, with an 
surrounding south- 


eye ultimately to 





western states, and in California, again 
with the idea of having it serve a 
broader area embracing the additional 
states of Oregon, Washington, Idaho, 
Nevada, Utah, Arizona and Montana. 
The recommendation was approved by 
the executive committee and by Au- 
gust, 1952, the Oklahoma Insurance In- 
Information Office was doing business in 
the Colcord building in Oklahoma City. 
A few weeks later there was a public 
relations division operating in the Pa- 
cific Coast office on Montgomery Street, 
San Francisco. 

Now let’s see how carefully and thor- 





oughly we went about making these 
offices strictly local. 
Complete Liaison With Agents’ Assn. 


Our first step in that direction was 
to establish complete liaison with the 
respective state agents’ associations. 
Their response was not only immediate 
but enthusiastic. So we created a pub- 
lic relations committee composed of 
member company representatives in the 
respective areas and the agents’ asso- 
ciations expanded their own public re- 
lations committees in like measure. 
These two committees met jointly, not 
only once or twice, but frequently, care- 


fully blueprinting the part each group 
should take and how to do it. 
Now let’s begin to talk about these 


offices individually, beginning with Okla- 
homa because it was established first. 
Our determination to localize our effort 
even went to the extent that we decided 
to give that office a local name. Thus it 
is called the Oklahoma Insurance In- 
formation Office, although it is wholly 
a branch of our central public relations 
department in New York and reports 
directly to it. Then we took another 
step that was local from start to finish. 
We decided to employ a local man to 
run the new office. 

That took a little more effort than 
appears on the surface. An organization 
that represents as many and as varied 
insurance companies as the Association 
of Casualty & Surety Companies must 
hew firmly to fixed policies. It would 
not help our public relations activities 
anywhere to have those policies misin- 
terpreted. So while it was simple enough 
to find a good publicity man in Okla- 
homa, finding one with the experience 
and ability to accurately represent the 
association was quite another matter. A 


little more than a week’s canvass of 
many candidates, however, produced the 
man we wanted. 


It seems obvious why we wanted a 
local man. In the first place, he would 
know the Oklahoma press and its par- 
ticular ways, because the press varies 
from state to state and sometimes even 
from one city to another. Also, he 
would know the newspaper men, re- 
porters as well as editors, and they 
would know him. Thirdly, he could more 
readily gain acceptance with the people 
themselves if they knew he was one 
of them, instead of some “bossy expert 
from the East who wouldn’t know the 
difference between a Chippewa and an 
Eskimo.” 

Background of Lloyd F. Palmer 


Llovd F. Palmer is the manager of 
our Oklahoma Insurance Information 
Office. He was manager of the Okla- 


homa Safety Council at the time we 


found 


him. Also—and this was impor- 


tant—he handled some promotion work 


for 


papers. 


a native 
small 


largest news- 
‘that he is 


state’s 
point was 


two of the 
Another 





HAROLD K. PHILIPS 


of Texas and still owns two 
newspapers in Texas, which we 


anticipated would be the first step in 


our 


owned 


Since he 
Oklahoma, 


also 
that 


ultimate expansion. 
two farms in 


equalized the situation. : 
We did not make the mistake of hav- 


ing 


write releases; 


Mr. Palmer sit in his office and 
we could do that much 


from New York. One of his first jobs 
was to personally visit the editor of 


every newspaper in Oklahoma. 
also 
ments for 


of 


us 


the insurance 
Oklahoma. He vy 
advised 
establish 
heads of 
pare newspaper, 
items as 


He was 
urged to seek engage- 


himself 


speaking 
and other members 
industry family in 
was, in addition, to keep 
about conditions generally, 
close friendship with the 
other trade associations, pre- 
radio and magazine 
the occasion arose, and gen- 


erally do a complete public relations job 


in Oklahoma, 
fined his 


to which we strictly con- 
activities until things were 


brought more under control there. 
Our new Oklahoma manager did not 


lose 


any time getting down to work, 


performing the following responsibili- 


ties 
1. 


A 





immediately : 
Wrote a small leaflet explaining 
the purposes of his office. 

Began and continued his tour of 
the state’s editors, leaving a copy 
of the leaflet in each office after 
a personal talk, most often over 
the lunch table. 

Established one of the few speak- 
er’s bureau, composed of both com- 
pany representatives and agents, 
that ever really worked. It gets 
requests for insurance’ speakers 
throughout the state: 

Prepared some simple advertise- 
ments for the agents to sponsor 
in their local newspapers. 
Handled a number of important 
public relations jobs with the press 





Meeting 


and radio, including one for the 
National Council on Compensation 
Insurance and another for the Na- 
tional Bureau of Casualty Under- 
writers, both on matters of rates. 

6. Maintained close and friendly re- 
lations with the agents and per- 
formed the other services that were 
expected of him. 


At our end, we kept our word about 
making the new office local. After it 
was well established —within — several 
months, in fact—we discontinued en- 
tirely the mailing of any material from 
the New York office to Oklahoma pub- 
licity outlets. It was sent to our Okla- 
homa office and issued by Mr. Palmer 
as strictly local product. The results 
were amazing not only from the stand- 
point of effectiveness, but also because 
those favorable results began to appear 
immediately—almost over night. 

A press that had an astonishing abil- 
ity to misunderstand and criticise soon 
became informed and actually friendly. 
I am not positive, but I believe the 
little newspaper I mentioned earlier lost 
its zip, became unprofitable and is no 
longer published, simply because the 
people were learning that insurance was 


far from as black as it formerly was 
pictured. Within, less than a year, a 
state that had presented something 


more than its share of problems could 
be listed among the more quiet states. 
It would be folly, of course, to say that 
we shall have no more problems in 
Oklahoma, perhaps even some very 
serious ones; but at least we now have 
an organization established and func- 
tioning to see that the true facts are 
made known. 


Two Specific Accomplishments 


3riefly and quickly, let’s look at two 
specific accomplishments : 
The state authorities were demanding 
a drastic reduction in workmen’s com 
pensation rates. In addition to its own 
legal and_ statistical presentations, the 
National Council requested the assis- 
tance of Mr. Palmer, which was granted 
promptly. He prepared a complete pub- 
lic relations program through which the 
public was properly and adequately in- 
formed. The net result was that the 
rates approved were exactly the ones 
that had been recommended by the 
National Council. It is not to be as- 
sumed that public relations alone ac- 
complished this result, but it is note- 
worthy that the National Council staff 
gave our Oklahoma office due credit in 
the warmest terms. 
The Oklahoma state authorities also 
have refused for several years to ap- 


prove more realistic rates for automo- 
bile liability insurance. When a new 
filing was made recently by the Na- 
tional Bureau, the services of Mr. 
Palmer were requested and promptly 
made available. I understand that, as 
this is written, the question of new 


rates still has not been decided but, for 
the first time an automobile rate filing 
received fair treatment at the hands of 
the press, a fact that the National 
Bureau formally recognized. 


Speakers Bureau in Operation 


The method of operation of the Okla- 
homa Insurance Speakers Bureau seems 
to be well enough known to warrant no 
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special mention, but it might be worth- 
while to say that it not only provides 
speakers for rostrums, but also finds 
rostrums for speakers, together with 
excellent press notices. Through this 
medium we bring local matters down 
to the lowest common local denominator 
—Main street. Thus it seems that we 
can report substantial 
Oklahoma; and the time may not be 
too distant when it will begin to take 
an interest in other states. 

Much of what has been said about 
Oklahoma can be said about California, 
but there are some variations. Again 
“local” was the password for all of our 
initial activities. We did not call the new 
set up the California Insurance Infor- 
mation Office, however, for several good 
reasons. In the first place, our Pacific 
Coast office long ago wore recognition 
as a local, or at least regional, opera- 
tion. So we felt better results wouid 
be obtained if we identified our public 
relations office with it. Another reason 
is that we knew this office would oper- 


progress in 


ate on a regional basis almost from 
the outset. 


M. W. Smith Heads California Dept. 


As in Oklahoma our first step was to 
establish close cooperation with the 
agents. The public relations committees 
were divided into two parts, however 
one for northern California and the 
other for the southern part of the state. 
We canvassed many candidates, both in 
San Francisco and in Sacramento, the 
state capital, before we selected Myles 
W. Smith, who at the time had been 
handling public relations successfully for 
San Francisco’s famous new  Interna- 
tional Airport. Prior to that he had 
been associated with one of the state’s 
top public relations agencies and before 
that had climbed the journalistic ladder 
to city hall reporter for one ot San 
Francisco’s biggest newspapers. 

Mr. Smith also began to make an 
immediate personal canvass of Califor- 
nia’s newspapers, a sizable job in itself, 
and more recently has been making 
similar visits in some of the other states 
mentioned as being in his territory. He 
lost no time getting a California speak- 
er’s bureau established and has gener- 
ally operated much as we had the Okla- 
homa office start out. It has been 
necessary, however, for him to travel 
frequently into other states, so his ac- 
complishments have covered a_ wider 
territory. 

Has the success with Oklahoma been 
duplicated in California—or rather in 
the Pacific pie Well, here are two 
examples by which you can judge for 
yourself. 


Two Examples of Good Work 


The campaign in favor of compulsory 
automobile liability insurance was well 
under way before our public relations 
office opened its doors for business. 
Important newspapers were beginning 
to show signs of supporting it, a fact 
that is always to be dreaded because 
once a newspaper has taken a firm posi- 
tion editorially it is most difficult to 
persuade it to change. So we lost no 
time in getting the facts out to the 
editors, not only by personal visits but 
by statements and other written mate- 
rial, too. The tone of the press began 
to ghange—and so did the atmosphere 
in Sacramento. Then two of the state’s 
biggest newspapers came out editorially 
in opposition to compulsory automobile 
insurance. Again it cannot be said that 
this battle is won, but at least we have 
made progress. 

Mr. Smith also is available to assist 
other insurance organizations, including 
the National Bureau of Casualty Under- 
writers, which maintains a_ regional 
office with headquarters in San Fran- 
cisco. Within a matter of weeks he had 
established relations with that manager 
of that office and assists it in preparing 








and distributing the numerous news re- of our releases are rushed to the Okla- 
leases it needs as news rates are filed homa and San Francisco offices, are 
and approved. Here, too, this system “localized” if necessary, and are sent 
has developed thus far an ‘understanding to the various publicity outlets on sta- 
and friendly press. tionery bearing their respective names 

At the time we made the Oklahoma 
office responsible for its own territory, 
we also ceased sending publicity mate 
rial from New York into the nine Pa- 
cific area states — California, Oregon, zation” has had might be cited, for 
Washington, Montana, Idaho, Utah, instance, in the field of accident pre- 
Nevada and Arizona. Naturally a con- vention, An _ outstanding specialist is 
siderable amount of publicity originates maintained in the San Francisco office 
in the New York office but it is not by our accident prevention department. 
sent into those two areas by us. Copies His accomplishments were mi iny, but 


Favorable Press for Accident 
Prevention Work 


An instance of the effect this “locali- 


the public heard too little about them. 
Mr. Smith lost no time correcting this 
situation, with the result that it is 
now common for newspapers to com- 
ment in the most favorable terms edi- 
torially. These two divisions of the San 
Francisco office, needless to say, co- 
operate closely and continuously. 

It should be remembered that both 
branch offices are equipped to do a 
thorough job. They have the necessary 
machinery to turn out their information 
quickly and attractively. Staff? Just the 
manager and his secretary. Sometimes 

(Continued on Page 42) 





EMBEZZLEMENTS 
NOW COST 
AMERICAN 
BUSINESS 

OVER*2 MILLION 

= ADAY 


No business, regardless of size, is immune 
from this danger. 

But you can protect your business right 

now with a bond covering all employees! 
NOW is the best time — while you’re 
planning next year’s budget. The cost of a 
bond is a small item — but it may prove 

to be the most important one in your budget! 


Speak to our agent today. If you’re not 
sure of his name — we’ll supply it promptly. 


EMPLOYERS ONLY! this 


important new booklet has been 
written for your exclusive use. 
Prepared by the American 
Institute of Accountants (the 
Natl. Assoc. of CPAs) and 

the Surety Association, it gives 
you practical suggestions to 
help reduce the opportunities for 
employee dishonesty. Write on 
your letterhead for this free 
booklet. Address Department A. 


AMERICAN SURETY 


COMPANY 100 Broadway * New York 5, N. Y. 
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from this danger 


. and to help our agents sell 
Employee Bonds, American Surety 
is running a timely advertisement 
in business magazines... reprinted 
immediately to the left. 


aud here d more 





“Mailroad to Profits”—letter-size 
sales bulletin is mailed to them 
monthly. Each issue highlights a 
particular line; offers practical ideas 
to help them sell. 

“Mailroad” is typical of the 
valuable help American Surety 
agents get from their Company. If 
you'd like to know more about the 
advantages of representing this 
company write to the address below: 


AMERICAN SURETY 


COMPANY Agency & Production Department 


100 Broadway, New York 5, N. ¥. 
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Farley Expresses His Philosophy on 
Health Insurance; Place In Society 


Jarvis Farley, secretary and actuary of the Massachusetts Indemnity Co., was 
one of the guest speakers at the recent Third Biennial Insurance Institute gather- 


ing at Lincoln, Neb. 


Mr. Farley, who is a past president of the Health & Accident 


Underwriters Conference, expressed his concept of the best thinking on the subject 


of health insurance and its place in our society. His address which was entitled, 


“A Mid-Century Philosophy of Health Insurance,” contains considerable food for 


thought. Important excerpts from it follow: 


Let me start by summarizing the key 
points of my philosophy. (1) Health in- 
surance is but a part—the most impor- 


tant part, to be sure—of an over-all 


program of providing for the proper 
budgeting of the health costs of all 
members of our population. (2) Where 
voluntary insurance cannot be used to 
help budget health costs, we must rec- 
ognize the need of community subsidy, 
openly applied and properly controlled, 
but with no use of compulsion or of 
insurance methods as a disguise. (3) For 
most members of the population we 
should place full reliance upon voluntary 
insurance to supplement individual bud- 
geting, with no use of compulsion or 
subsidy, or any other government par- 
ticipation beyond necessary and legiti- 
mate policing and education. 


Perform Adequate Service 





(4) To justify such reliance upon vol- 
untary insurance, the insurers must per- 
form their services in such fashion that 
they deserve and have the confidence 
of the public and of the public’s political 
representatives. (5) In order to help the 
public to make the most effective use 
of voluntary insurance, the insurers, with 
government cooperation, should conduct 
a program of education as to the nature 
of health costs and the most effective 
utilization of budgeting and of insurance, 
respectively, in meeting these costs. 

In a democratic society the whole 
structure of our life—social, economic, 
political and religious—is founded upon 
the individual and his rights, his re- 
sponsibilities and his dignity. Govern- 
ment derives its powers from the consent 
of the governed, and its functions are to 
serve its citizens. Similarly, all business 
activity ultimately consists of providing 
individuals with goods and services which 
they want. Health insurance exists not 
for the welfare of the insurers but for 
the welfare of the insureds. Thus, any 
proper philosophy of health insurance 
must start by considering the individual 
and his needs. 


Income Insurance—A Starting Point 


Let’s start with income insurance. Cer- 
tainly, so long as disability income pay- 
ments are not subject to income tax, 
there is no need to replace that part of 
ordinary incomes which would have been 
used to pay income taxes; and it seems 
to be fairly well agreed that even the 
take-home pay which remains after taxes 
should not be replaced in full. Insurance 
underwriters and social welfare theorists 
agree that the principle of co-insurance, 
whereby the insured bears some net loss 
himself, is essential to the sound prac- 
tical working of any program for re- 
placing income lost by disability. 

There seems to be less unanimity as 
respects the expenses of sickness and 
accident. There are those who say that 
any imsurance is inadequate which does 
not pay every dollar of medical expense. 
Most insurance men agree, however, that 
the principle of co-insurance applies in 
that field, for three good reasons, First 


and foremost is the underwriting neces- 
sity of providing some control over ex- 
penses. The existence of some residual 
cost to the insured provides some meas- 
ure of control, whereas if every expense 
were to be reimbursed in full the total 
medical costs of the nation would be 
made higher by the greater use of sub- 
marginal medical procedures. 

A second and very good reason for 
co-insurance is that the very process of 
insurance costs money. 


Most Effective Use of Dollar 


A third reason for co-insurance is that 
it helps make possible the most effective 
use of the dollars in the individual’s in- 
surance budget. There is no one who 
can afford all the forms of insurance that 
a cautious man might wish for. 

A sound program of health insurance 
will include insurance against those costs 
which would cripple the family budget, 

(Continued on Page 41) 


Chicago A. & H. Assn. Fetes 
100 Orphans at Christmas 


One hundred orphans and 100 Chicago 
accident and health insurance people 
joined together to have a Christmas 
party December 14 at the Grand Ball- 
room of the LaSalle Hotel. 

The youngsters came from Chicago's 
north side Angel Guardian Orphanage 
and the Lutheran Child Welfare Asso- 
ciation in suburban Addison. The insur- 
ance men and women are members of 
the Chicago Accident & Health Associa- 
: ) 
tion. They’ve played host at these par- 
ties for the last seven years. 

Turkey was served at noon, followed by 

professional entertainment, animals and 
clowns. Sports and television stars helped 
hand out presents at the end of the 
afternoon. 
; The party was supported by donations 
from individuals in the association and 
by Chicago area insurance agencies and 
companies. 


Favor Life and A. & H. Ins. 
For Mass. State Employes 


The proposal to provide group life, 
health and accident insurance for state 
workers was favored without opposition 
at the recent public hearing in Boston 
before a special Massachusetts Legis- 
lative Commission. Theodore Fabisak, 
employed representative of the Com- 
mission, said the per capita cost of the 
insurance would be $121 with the state 
contributing $60.50. A single employe 
would pay $14.10 a year, a married em- 
ploye with dependents, $91.30. 

Paul J. Walsh, president of the Mas- 
sachusetts State Employes Association, 
said the state should provide a package 
program of hospital, medical and _ life 
insurance on a 50-50 basis as is done 
by the Federal Government, Vermont 
and Connecticut. 
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Texas A. & H. Sales 
Congress Huge Success 

NOTABLE SPEAKERS PRESENT 

350 Underwriters Attend; Coursey, 


Alexander, Galloway, Elson, Osler, 
McMillon Gives Addresses 





Approximately 350 A, & H. under- 
writers attended the sessions of the 
Texas Association of Accident & Health 
Association sales congress held in Hous- 
ton, December 6; San Antonio, Decem- 
ber 7, and Dallas, December 8. 

William G. Coursey, Chicago, man- 
aging director of the International As- 
sociation of Accident & Health Under- 
writers, spoke on the importance of 
association membership in its educa- 
tional work and in meeting the threat 
of dangerous legislation. 

Charles K. Alexander, Dallas, Great 
National Life, chairman of the mem- 
bership committee of the Texas Asso- 
ciation, spoke on the advantages to the 
salesmen of showing his association 
card, awarded certificates, and then told 
of the three-day membership drive in 
Dallas which netted a gain of 42 mem- 
bers. 

Distinguished Service Award 

John Galloway, Birmingham, Ala., 
Provident Life & Accident, on behalf 
of the Texas Association, presented the 
Distinguished Service Award to O. D. 
Harlan, O. D. Harlan Agency, San An- 
tonio, who has served as president of 
the San Antonio Association, the Texas 
Association and as regional director of 
the International Association. 

Chester C. Elson, Waterloo, Iowa, 
Mutual of Omaha, spoke on the theme, 
“Words Are Your Weapon,” describing 
the power of words to move men. 

John Galloway, past president of the 
International Association, spoke on 
“Why You, An Agent,” stressing the 
fact that the agent is essential to the 
distribution of life and accident and 
health insurance. 

Robert W. Osler, vice president, 
Rough Notes Co., Indianapolis, spoke 
on “Selling and a Plea for Sales.” 

R. L. MeMillon, Abilene, Texas, 
B.M.A., spoke on the “Lost Ax-Head,” 
developing the thought that each new 
selling idea sharpens the sales ability of 
the salesman for accident and health 
and life insurance. He paid tribute to 
those from whom he has received valu- 
able ideas. 

Presiding at the sessions of the sales 
congress were the local presidents: 
J. H. Kirkpatrick, Houston, Provident 
& Accident; W. A. Borden, San An- 
tonio, American Hospital & Life, and 
J. G. Claiborne, Employers Casualty, 
Dallas. 


Conlin Named Monarch 
Gen’! Agent at Washington 


David T. Conlin, formerly agency sec- 
retary of the Monarch Life, has been 
promoted to general agent of the com- 
pany’s Washington, D. C. agency, ac- 
cording to an announcement by Agency 
Vice President Raymond C. Swanson. 

Mr. Conlin has been with Monarch since 
1949. A graduate of Boston University, 
has was in sales and supervisory work 
and served with the U. S. Navy before 
entering the insurance field. In 1952 he 
was named agency secretary, in which 
position he assisted in Monarch’s ex- 
pansion program. He was directly con- 
cerned with the employment of all field 
underwriters who have joined the Mon- 
arch in the past two years. 

He will reside, with his wife and three 
daughters, in Arlington, Va. 


Open Colorado Group Office 

Mutual of Omaha and United Benefit 
Life have opened a Colorado district 
group insurance office in Denver. 

John A. Stewart, who has been a group 
representative in the Chicago regional 
group office, is in charge in Denver. He 
is a graduate of Creighton University of 
Omaha, and is formerly of Perry, Iowa. 
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O’Connor Cites Social 
Security, Health Issues 


INS. MEN MUST AWAKE PUBLIC 


Addresses Life, A. & H. Underwriters; 
Social Security, A Graduated Income 
Tax; Reinsurance Bill To Reappear 


Social Security has begun to invade 
the field long considered as its own by 
the life insurance business, declared E. 
H. O’Connor, managing director of the 
Insurance Economics Society, in a recent 
talk before the Life & Accident & 
Health Underwriters in Hartford, Conn. 

“As insurance men,” he continued, “we 
can no longer remain silent while the 
benefits are increased at an alarming 
rate, the ultimate cost of which will 
mortgage succeeding generations. As 
Congressman Utt, of the House Ways 
& Means Committee, wrote in his dis- 
senting report on the 1954 Social Secur- 
ity Amendments, ‘I wish to state it is 
my fearful belief ‘that the Social Security 
tax is fast shaping up to become a 
secondary graduated income tax upon 
wages and salaries, a tax which, when 
its full impact is felt, will shake our 
Social Security system to its very foun- 
dation.’ 

“Who is in a better position,” said Mr. 
O'Connor, “to awaken a sleeping people 
than the thousands and thousands of 
insurance representatives throughout the 
length and breadth of this land of ours, 
men and women who believe in the in- 
dividual responsibility of one’s own wel- 
fare.” 

Reinsurance Bill in ’55 


Referring to the Health Reinsurance 
bill, which was unfavorably considered 
in the 83rd Congress, although it was an 
Administration supported measure, Mr. 
O’Connor said: “We will, no doubt, be 
faced with the same issue in the new 
Congress which convenes in January, 
1955. If this should be the case,” he 
warned his audience, “the bill may be 
received more favorably, requiring par- 
ticularly the constant interest and op- 
position of every life and accident and 
health underwriter. 

“It is generally agreed,” Mr. O’Connor 
said, “that such a proposal setting up 
a Federal reinsurance pool of $25,000,000 
of Government money (the taxpayers of 
course) is unnecessary, that the insur- 
ance business has ample capital and 
facilities and that up to the present time 
there has been little call for reinsurance 
facilities for this type of coverage. The 
objectives of such a proposal—more and 
better health insurance,” he said, “are 
already being met by voluntary means, 
that a reinsurance bill, no matter how 
strongly financed by Government, will 
not make insurable what is otherwise an 
uninsurable risk. If,” said Mr. O’Connor, 
‘it is the desire of the Government to 
cover uninsurable risks let it be done 
by Government subsidy and do not de- 
base the name of insurance by calling 
it such.” 

Compulsory Sickness Issue 


Mr. O’Connor reviewed the activities 
in Connecticut in the 1953 session of 
the Legislature, when a compulsory sick- 
ness bill was being considered. He con- 
gratulated the insurance men for their 
vigorous opposition and final defeat of 
this proposal. He then stated that, no 
doubt, with the political situation now 
existing in certain stages we would again 
have the problem of opposing the com- 
pulsory sickness issue in various parts of 
the country. He assured his audience, 
however, that these measures would be 
opposed and he expressed the view that 
we would again be successful in pointing 
out to the public the fallacies contained 
in these ideas. 

In closing Mr. O’Connor reminded his 
audience that every time the Govern- 
ment—Federal or state—enters a_ field 
of private enterprise, especially a field 
where it is unnecessary, Government 
control enters and you sacrifice some of 
your freedom of action. He urged his 
audience to be alert and to expend every 
effort to keep the insurance business as 
a free and competitive enterprise. 





Urge New Jersey Law for 


Hospital Liability Insurance 

Although ruling that hospitals and 
other charitable institutions are im- 
mune from negligence suits under pres- 
ent New Jersey law, a recent opinion 
by the Appellate Division of the State 
Supreme Court suggested that the state 
legislature might enact a new law to 
require such institutions to carry lia- 
bility insurance. In making this sugges- 
tion the court wrote: 

“Appropriate insurance 
negligence and _ individual 
employes and servants could probably 
be imperatively required such chari- 
table institutions by statute.” 

The court’s views were expressed in 


covering the 
liability of 


connection with an opinion in which it 
ruled that Fitkin Memorial Hospital, 
Neptune, N. J., was immune from being 


sued by a father who charged his infant” 


son suffered permanent injuries when 
dropped by a student nurse. 


NEW TEXAS COMP. PAMPHLET 
A new work- 
men’s compensation law pamphlet, which 


edition of the Texas 
includes numerous important changes in 
the law since 1948, has been published 
and is now ready for distribution, the 
Association of Casualty & Surety Com- 
panies has announced. 


YOUNG WITH BOSTON AGENCY 

Boylston Insurance Agency, Inc. of 
Boston has appointed Frank S. Young 
as director of business development, a 
newly formed unit. He formerly was 
resident president and southern division 
sales manager of American Mutual Lia- 
bility. 
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J. F. FOLLMANN, JR. TO SPEAK 


Bureau General Mgr. to Discuss A. & H. 
Regulation by Industry and Govern- 
ment; Dec. 21 at N. Y. University 

Government and industry regulation of 
the A. & H. business will form the sub- 
ject of a lecture to be delivered by J. F. 
Follmann, Jr., general manager of the 
Bureau of Accident & Health Under- 
writers, at New York University at 8 
p.m. on Tuesday, December 21. 

As guest lecturer on A. & H. regula- 
tion, Mr. Follmann will review the com- 
prehensive degree of state regulation 
applicable to accident and health insur- 
ance, recent steps taken by the states 
to further bolster regulation of this 
form of insurance and will discuss some 
current trends and developments. In- 
cluded in the lecture will be a discussion 
of recent self-regulatory steps in the 
accident and health field. 

The lecture is part of a series on 
A.&H. insurance being conducted by 
John M. Briggs CLU, instructor of in- 
surance in the University’s Department 
of Banking and Finance, at Commerce 
Hall, Washington Square, New York. 


DEBUNK SOCIALIZED MED’C!INE 

The Canadian C hamber of Commerce 
has called on the ¢ anadian Government 
to avoid health insurance or state medi- 


cine, arguing that so-called “free health 
services would increase demands for 
them, some coming from persons with 


Chamber believes 
prepaid and in- 
reasonably cover 


imaginary ills. The 
that rapid growth of 
surance plans. will 
Canadians. 


WEST VIRGINIA REVISION 
A revision of West Virginia territory 
definitions in the automobile casualty 
manual was made effective December 15 
by the National Bureau of Casualty Un- 
derwriters on behalf of its member and 
subscriber companies. 





Insurance 


business that pays.” 





Massachusetts Casualty 


BOSTON 
Non-Cancellable Disability Underwriters 
We maintain that the “business that stays is the 


Our non-cancellable policies, 
carefully underwritten, STAY sold. 


It will PAY interested Agents and Life Under- 
writers to get full details on our newest coverage— 


Key Personnel Policy. Write at once to 


Massachusetts Casualty Insurance Co. 
50 Congress Street, Boston 9, Mass. 
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Jarvis Farley Talk 


(Continued from Page 40) 


but will make no effort to apply the 
techniques of insurance to those. costs 
which can and should be met out of the 
regular family budget. I believe that, im 
planning a family insurance program, 
priority should be given to these forms 
of insurance which give the family the 
best chance of remaining self-supporting. 

Where the line should be drawn be- 
tween budgeting and insuring varies with 
the family’s income and circ umstances, 
and even for similar families with the 


Fabian Bachrach 


JARVIS FARLEY 


same income will vary according to their 
individual preferences. The basic prin- 
ciple, however, is true for all cireum- 
stances and all income levels. I max add 
that by this test too many families de- 
vote too much attention to insurance 
against small losses and not enough to 
insurance against less frequent but far 
larger and more crippling losses. Our 
people are ill-served by the concept that 
insurance should cover the first dollar 
of medical care expense. 
Voluntary Vs. Compulsion 

In past years one of the most im- 
portant political questions has been the 
dual issue whether the American citi- 
zens’ need for health insurance should 
be met on a voluntary i or made 
subject to compulsion—and whether the 
insurer should be the government itself 
or private business. We all welcomed 
the announcement by the present ad- 
ministration in Washington that it fav- 
ored voluntary private insurance over 
compulsory government insurance, but 
the question may return in Washington 
and is very much alive in some state 
capitals. 

It would be shortsighted not to recog- 
nize that there are arguments in favor 
of compulsory insurance which appeal 
very strongly to some people. One is 
that the improvident citizen who fails to 
arrange proper insurance on his own 
volition can be compelled to take part 
ina com] yulsory program, and therefore 
is less likely to become an object of 
charity or relief, and thus a burden on 


1 


his neighbors 


\ second such argument is that a 
program of compulsory insurance can 
make some provision for the uninsur- 


ables, spreading their extra cost over the 


rest of the population in a way which 
is impossible under any program of com 
petitive voluntary insurance. Those argu- 
ments rest completely on the govern- 
ment’s powers of compulsion and _ tax- 
ation. 
Not Consistent With Democratic Ideals 
To most citizens, when the issue is 
understood, the concept of “prudence 
by compulsion” is not consistent with the 
ideals of democracy. That dislike of 
government compulsion, combined with 


(Continued on Page 42) 
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FIREMAN’S FUND CHANGES 
L. T. Collins, Boston Special Agent; Sul- 


livan, Brown, Hunter, Green, Durant 
Designated to Various Branches 

Several field changes were announced 
recently by Fireman’s Fund Insurance 
Group as follows: 

Leonard T. Collins has joined the 
Boston branch office as special agent 
for casualty, surety and automobile lines 
for eastern Massachusetts. Mr. Collins 


will assist Indemnity Manager Miles 
Leavitt. 

Allen F. Sullivan has been named spe- 
cial agent for casualty, surety and auto- 


mobile lines for Rhode Island and South- 
eastern Massachusetts. Mr. Sullivan will 
make his headquarters in Providence 
and also work under the supervision 
of Mr. Leavitt. 

Walter F. been named 
special agent for casualty, surety and 
automobile lines in western Pennsyl- 
vania. He will make his headquarters 
in the Fireman’s Fund Pittsburgh branch 
office. 

Walton J. 
chenial agent in 
Coast Field of Fireman’s 
fornia. Mr. Hunter will 
casualty specialist, responsible for 
development of casualty business. 

John G. Green has been named ma- 
rine special agent in New York State. 
Mr. Green will make his headquarters 
in Syracuse where he will work under 
the supervision of marine manager John 
J. Rooney. 

Weston J. Durant has been appointed 
marine representative in Western New 
York State. He will operate out of the 
3uffalo office where he will be assisted 
by Lorin Goulding. 


3rown has 


Hunter has been named 
charge in the — 
Fund in Cali- 
continue as a 
the 


Frank Lang Moves 
Frank Lang & Associates, Chicago 
consulting firm, has moved to new offices 
at 1 North La Salle Street where the 
organization will continue to provide 
professional services on management, 
marketing and research problems. Par- 
ticular attention is being given to differ- 
ent aspects of insurance marketing. Mr. 
leat head of the firm, was formerly 
research manager in the Association of 

Casualty & Surety Companies. 


Field Public Relations 


(Continued from Page 39) 
when we consider the amount of writ- 


ing, traveling and speaking they do, it 


seems incredible that somewhere along 
the line mistakes should not occur. 
Well, I shall knock on wood and cross 
my fingers as | say this, but—we haven't 
heard of any to date. 

What do they write and talk about? 
The same things we write and_ talk 
about everywhere—accident prevention, 
the: dollar-and-cents value of safety, 


rates and why they are where they are, 


why it isn’t profitable to spend “the 
rich insurance companies’ money,” and 
many more subjects that add up to the 
causes of public misunderstanding, 
which in turn add up to so many ot 
the problems we have been encounter- 
ing in recent years. One thing business 
of every character should remember in 
these modern times is, that the public 


has become inquisitive. That change in 
public attitude can be made a blessing 
by those who recognize it; but it is 
likely to prove a blight to those who do 
not. 


In conclusion, before writing this 
article | asked Mr. Palmer and Mr. 
Smith to tell me in a few words what 


they thought I should say about accom- 
plishments. They proved to be com- 
mendably modest, but a composite of 
their replies might accurately be this: 
“IT do not mean to infer that we have 
made all Oklahomans and Californians 
understand our problems, ee I do say 
that many thousands of them have «a 
better appreciation of our industry than 
they did 18 months ago. A firm foun- 
dation has been built for a growine 
program of public education.” 


EXTEND SAFETY PROGRAM 


“Slow Down & Live” Campaign to En- 
compass All States, and Hawaii, 
Alaska, Puerto Rico 


The “Slow Down and Live” 
which achieved unprecedented 
in reducing traffic accidents in the 24 
northeastern and southern states be- 
tween Memorial Day and Labor Day 
this year, will be extended to the entire 
48 states and the territories of Hawaii, 
Alaska and Puerto Rico, it 
nounced at the first annual meeting of 
the newly formed National Conference 
of State Safety Coordinators recently. 
the state 
officially sponsor 


program, 
success 


Was an- 


Simultaneously safety co- 
and 
the 


Live” 


who 
the 
the 


ordinators, 


carry out program, revealed 


“Slow Down 


terms of 


results of and 


campaign in reductions in 
injuries and property 
damage in the 11 northeastern and 13 
southern states during the heavy-travel 
months last summer, as follows 

Trattic accident deaths in the ii north- 
eastern states were % below 


deaths, personal 


reduced 7% 
1953, and in the 13 southern states 15.1%. 
The 24-state reduction was 12.2%, which 
means a saving of 594 lives mgt the 
genes from Memorial Day, May 30, to 
-abor Day, September 6. Of the 24 
mre es that participated, 15 recorded such 
dramatic reductions in fatal traffic acci- 
dents that they more than offset the 
one state that showed no change and 
the 8 that recorded increases. 
As _ regards traffic accidents 
sulted in injury to persons or property 
damage alone, figures are not as yet ob- 
tainable from all of the states but, with 
more than two-thirds of the state re- 
ports tabulated, sufficient data has been 
received to show great improvement 
during the same period, as follows: 
Personal injury accidents were reduced 
approximately 6.6% below 1953 while 
property damage accidents dropped 6% 
In terms of persons and dollars, this 
means a saving of from a minimum of 
90,000 to a possible maximum of 130,000 
personal injuries and approximately 
$250,000,000 in property damage. While 
these figures are suspectible to change 
up or down when all statistics have been 
tabulated, traffic safety specialists said 
any change most likely would be on the 
side of even greater improvement. 
During the same period of a little 
more than three months and in the same 


that re- 


24 states, it was noted with greatly em- 
phasized interest, speed convictions in- 
creased 8% 


CALIF. CO. SCOPE ENLARGED 

Casualty Insurance Co. of California in 
Los Angeles , has been granted amended 
certificates of authority by the Depart- 
ment of Insurance to write common car- 


rier liability, liability and automobile 
lines in addition to workmen's compen- 
sation. 
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Jarvis Farley Talk 


(Continued from Page 41) 
distrust of the immense power which a 
compulsory governmental program would 


give to a centralized bureaucracy, have 
so far weighed more heavily with our 
people than the arguments which can 
be made in favor of putting insurance 
‘Into the hands of government. 

So long as that is true, the health 
insurance needs of our people will be 


served by voluntary plans of private in- 
surers, a broad term which includes such 
insuring mechanisms as labor union 
plans, cooperatives and self-insured plans 
of employers, as well as the more ortho- 
dox insurance company and Blue Cross- 
Blue Shield plans. Such voluntary in- 
surance plans can serve well the over- 


whelming majority of our people, but 
they do not and cannot serve everyone. 
There are two types of people to 


insurance is denied, re- 
gardless of how strongly they may want 
it. One type is made up of the truly 
uninsurables, who are no more eligible 
for health insur ance than a man on his 
death bed is eligible for life insur ance. 
The other group to whom voluntary in- 
surance is denied are the indigent, among 
whom even the best physical risks can- 
not be insured hecause they can’t pay 
the premium. 


whom voluntary 


Medical Indigence—No Exception 


My mid-century philosophy of health 
insurance does not recognize that med- 
ical indigence is different from any other 
kind of indigence, nor does it concede 
that medical indigence calls for different 
treatment than any other kind of in- 
digence. The important point lies not in 
distinguishing among the different causes 
of indigence but in hz wing a sound, rea- 
sonable and economically supportable 
program for the assistance of every in- 
digent person, regardless of cause. 

The apparent difficulty of the medical 
costs problem is in part a matter of con- 
fusion of purpose. It may appear, for 
example, that many old folks who :now 
live as invalid or semi-invalid dependents 
of relatives would be happier if they 
could afford care ina hospite il or nursing 
home. Leaving aside the question of 
which type of care would give them 
greater happiness—and there is reason 


SiN 











Underwriters of 








250 WEST 57th STREET 
NEW YORK 19, N. Y. 


ACCIDENT ano HEALTH insurance 


Group and D.B.L. 
Association 

Individual and Family 
Disability Income 
Hospitalization 
Surgical—Medical 










Security-Connecticut Cos. 


Appoint Darby and Cook 
Robert E. Darby has been appointed 
a special agent and Charles W. Cook 
has been named underwriter in the 
Cleveland office of the Security- Connec- 
ticut Insurance C ompanies. 

Mr. Darby started his career with the 
Aetna Casualty and the New Amsterdam. 
He aided in the establishment of the 
casualty department of the National 
Union Indemnity in Cleveland and has 
traveled northern Ohio as a fieldman for 
fire, marine and casualty lines. 

Mr. Cook has been an underwriter for 
the Aetna Casualty for the past ten 
years. 

The Cleveland office of the Security- 
Connecticut Companies has recently been 
expanded to provide complete facilities 
for fire, marine, casualty and bonds. It 
is under the supervision of the State 
Agent Charles G. Bennett. 


whether the care of pro- 
fessionals is as satisfying as the care 
of children—the choice would seem to 
be basically a matter of living standards 
rather than of insurance. 


to question 


Not a Proper Subject of Insurance 


The President’s proposals for special- 


ized low-cost facilities for care of the 
aged are hehly constructive, but the 
utilization of such facilities is not a 


hazard beyond the control of the insured 
and thus is not a proper subject of in- 
surance. The uncertain incidence of nec- 
essary medical expense, however, to the 
extent that it is reasonably beyond the 
conscious choice of the individual, is a 
proper subject of insurance. The diffi- 
culties of providing reasonable under- 
writing control of insured expenses have 
slowed the extension of insurance into 
the old age field, but progress is being 
made and know-how is being acquired. 
In the capsule statement of my phil- 
osophy I said that if voluntary insurance 
methods are to be relied upon to meet 


the health costs of the major part of 
our population, then it is essential that 
the insurers both merit and have the 


confidence of the public and of the pub- 
lic’s political representatives. That con- 
stitutes one of the most important chap- 
ters in any sound philosophy of health 
insurance. Unfortunately, the news has 
been full of symptoms of a disturbing 
lack of confidence in insurers. To insur- 
ance men it sometimes seems that criti- 
cism of sickness and accident insurance 
is one of the most popular modern sports. 
Some of the criticism arises from an 
inadequate understanding of the pur- 
poses, limitations and proper uses of 
insurance. 
Most Important Part of Cure 


To the extent that that is so, an im- 
portant part of the cure is a soundly 
devised public informational program, 
designed to help the public to under- 
stand better what insurance can do and 
how best to make use of the services 
of insurance. Such a program is a re- 
sponsibility of the insurers, and it is no 
secret that a group of influential leaders 
among insurance executives are working 
even now to develop such a program. 
This field of education is one of in 
which agencies of government could also 
play a proper and constructive part. An 
improved understanding of insurance, 
what it can and cannot do, and how to 
use it most effectively to meet individual 
needs, could do a lot to increase public 
confidence. 
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PEOPLE SURE GET 






Like a good family doctor, your local insurance agent considers it part 
of his responsibility to give clients prompt service, night or day. Fires, 
burglaries and accidents often occur at night or over week ends. What 
a comfort it is at such moments—when you may feel somewhat be- 
wildered—to be able to phone your local agent and get immediate 


expert advice on what to do. 


AETNA sINSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY . STANDARD INSURANCE CO. OF N. Y. 
ee $%o HARTFORD, CONNECTICUT 
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This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. 


Clinton L. Allen, President 
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SERVICE ON THEIR 
INSURANCE WHEN THEY BUY IT 
THROUGH A LOCAL AGENT. 
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To give you complete 
peace of mind 


When your local agent or broker 
places your policy with the Aetna 
Insurance Group, he is giving 
you the best possible protection. 
He knows that from the founding 
of the Aetna in 1819—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 


obligations. 


THINK FIRST OF THE AETNA 












































Add life to your business with 


The Travelers Business Life Insurance 


W 7 HETHER you’re soliciting a one-man 


business, a partnership or a corpo- 
ration, you’ll find it easier to do a selling 
job with The Travelers guaranteed, busi- 
nesslike Life contracts. 
And you will find it helpful to use The 
Travelers compelling selection of sales 


aids and promotional materials which are 


designed to make real sense to your busi- 
ness prospects. As a further sales plus, 
you'll be backed up with a full scale 
national advertising program in the lead- 
ing business magazines. 

See your Travelers Life Manager or 
General Agent for full information on 
Travelers Business Life Insurance. He’s 
as near to you as your telephone. 


The Travelers 1nsuRANCE COMPANY 
HARTFORD 15, CONNECTICUT 























